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“Can always be depended upon’’ 
says Hendricks Electric Co. 


We find that 


THE slogan of the Hendricks Electric 
Co., electrical contractors and dealers, 
of Atlanta, Georgia, is “Quality— 
Service.” Eveready Flashlights and 
Batteries certainly qualify on that 
basis. Read what Mr. Blalock says: 


“Since opening our retail store at 92 East 
Tenth Street, Atlanta, Ga., on December 
1, 1923, we have been handling the products 
of the National Carbon Company, includ- 
ing Eveready Flashlights and Batteries, 
Eveready Radio Batteries, Eveready 


Columbia Dry Cells, etc. 
they can always be depended upon. It is 
a pleasure to recommend these products to 
our customers.” 


Tell your dealers to feature genuine 
Eveready Flashlights and Batteries 
because they represent ‘“Quality—Ser- 
vice”... and profits! 

Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 


New York San Francisco 


Atlanta Chicago Dallas Kansas City Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Ontario 
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OR next month there are in prep- 

aration a number of articles that 
should be more than ordinarily help- 
ful at this time of. the year. Light- 
ing fixtures are to the front now. The 
advantages of selling fixtures on a 
“plan”—qualifications that you must 
demand in your fixture dealer—keep- 
ing the dealer’s nose to the grindstone 
and his hand on the cash register and 
other essentials in the merchandising 
of fixtures will be discussed. 

Some straight talk for your con- 
tractor on home lighting generally 
will be the subject of another article 
for March which will contain argu- 
ments to use on the contractor in ref- 
erence to kind of units and their loca- 
tion—special lamps for special places 
—bringing architect, contractor and 
owner together, etc. 

The radio season’s peak: will have 
been passed in March, and the ques- 
tion is: what can be done to keep the 
dealer from fading out of the picture 
almost entirely for a _ six-month 
period? An article in March on 
“Piecing Out the Radio Season” is go- 
ing to contain some ideas on salvaging 
radio business in the off season. 


* ca * 


WISEACRE once said that if 

you look through a boy’s pockets, 
you will discover what kind of a boy 
he is. Without pretending to be wise- 
acres, we venture to assert that if vou 
will look in the back of a jobber sales- 
man’s car, you will find out what kind 
of a salesman he is. Further, we will 
venture to assert again that you will 
find out that he is a good salesman 
because of the large number of sam- 
ples that he carries—new devices, 
quick sellers to tickle the faney and 
cause an itch in the palms of his 
dealer friends. We wish that manu- 
facturers who think that the electrical 
jobber salesman never sells but just 
bleats—“What do you need today, 
Bill”—could watch one of them trot 
back and forth from his car to his 
dealer’s store, producing an almost 
incredible number of merchandising 
suggestions. 
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“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


AND WE DON’T MEAN “MAYBE’- 











; : THIMBLEYE TWINEYE 
No sir—here is a REAL Anchor whose sales possi- 


bilities will make your old pockets jingle. 


If you don’t believe us compare the ‘‘Never-Creep” 
with any other anchor, or let us tell you what 
others have to say about it, you don’t have to take 
our word for it, but we do know ‘“‘there are many 
anchors, but only ONE “‘Never-Creep”’ and Jobbers 
and Jobbers’ Salesmen who have tied up with it are 
making some real money. . 


There are many anchors 
but only one Never-Creep. 


CHANCE COMPANY 


CENTRALIA, MO. 
Distributed in Canada by the Northern Electric Co. 
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Editor’s Page 


Let the Jobber Iron Out the Peak 


N A communication recently sent out by 
I President E. M. Herr, of the Westing- 

house Electric and Manufacturing Co. on 
the prospects for the electrical industry in 
1926, he speaks of the greatly increased buying 
of heavy generating equipment that may be ex- 
pected. He states that: “One of the most 
serious conditions with which the electrical in- 
dustry is faced today is the intermittent demand 
for large capacity electrical apparatus, involv- 
ing heavy capital expenditures. This results 
in a disturbance of labor conditions in the shops 
where such apparatus is manufactured and 
makes impossible a uniform production sched- 
ule.” 

Coupled with this, he says: “A somewhat 
parallel condition exists in the purchase of sup- 
ply apparatus by public utility companies. Dur- 
ing the first half of the year the demand for this 
product is about 20 per cent greater than dur- 
ing the last half. A more uniform system of 
buying throughout the year would certainly re- 
sult in a more efficient utilization of man-power, 
manufacturing and transportation facilities, 
and invested capital, as well as lower prices to 
the consumer.” 

Mr. Herr’s remarks naturally suggest one 
remedy for the situation, which his company 
recognizes and which other manufacturers as 
well as the public utilities might well bear in 
mind. If freer use were to be made of the job- 
ber’s services and stocks by the utility com- 
panies, in buying supply apparatus, which in- 
cludes not only meters and transformers but 
line material and the other things which come 
under the jobber’s category of supplies, an im- 
portant step would be taken toward ironing out 
this aggravating production peak. When- 
ever the jobber’s stock is made use of it acts as 
a reservoir—a merchandise pressure tank that 
makes for smooth operation. 

* # * 


A True Story 


HERE was a man who had misfortune 

and had to make a connection; in other 

words, take a job that paid only 65 dollars 
a month. He realized his past—it was a good 
record, only its financial side was what might be 
called a “wreck.” 

He lived on his sixty-five and tried to save. 
He worked hard and gradually his remunera- 
tion was increased, but he still kept his living 
inside of his sixty-five. 





He started to buy public utility securities. 
Each pay-day he took out of his pay just that 
proportion of it that amounted to the rate of 
sixty-five dollars and took the balance to the 
bank. 

He explained to the bank that he wanted to 
buy small amounts of certain stock and they 
loaned the money, took his note and held the 
stock for security. Twice a month he would 
take part of his pay and apply it on the note. 
The interest was charged to him monthly. 

When one note was paid he would buy some 
more securities and use his savings and the divi- 
dends to clean up the note. He was regular in 
his payments and established a credit with the 
bank. 

Eleven years after he had started this sys- 
tematic saving the bank loaned him the pur- 
chase price of a small farm. His health re- 
quired him to get out in the country. The farm 
paid, but at the end of the year he sold it and 
paid off the note and had left a four-room house. 
He fixed up the house and is living off the in- 
come from his savings. His income exceeds his 
former living expenses. This man was in the 


electrical business. 
* * * 


Measure Territories by the Clock 


—Not By the Map 

EK HAVE all heard about the ‘“Pull- 
Wve: Tourists,” those chaps who believe 
that one of the physical assets of a suc- 
cessful salesman is to have grasshopper legs. 
Some one, we don’t recall his name just now, 
took a great deal of pleasure in donning 
‘“Seven-League Boots” and hitting the high 
spots, but we are inclined to think that inas- 
much as his escapades were recorded quite a few 
vears ago, he was not selling electrical material. 

Sales managers have not yet started to offer 
prizes to the man who sends in the longest list 
of towns covered in a week or a month. Some- 
how their interest lies in the quantity of orders 
received. 

The successful jobbers’ salesmen whom we 
know measure their territories by the clock, not 
by the map. Many times when traveling with 
a salesman, we have perched ourselves on a 
chair in a corner and waited until close to mid- 
night, while he scratched his book, then scratch- 
ed his head, thinking up more things the dealer 
might use. The next town meant nothing to 
him. It was the clock he was watching—to get 
as much as possible accomplished before the 
dealer put the padlock on his door. 
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Make 1926 Wire Order’ 


O KO NITE Year after ad OKONITE Products have maintained the lead- 


ership in their respective fields, their quality has been estab- 

























Year ! lished and considered superior by the trade. OKONITE Tapes 

‘ine Saticials Sek hike ocaiiins last—their use means permanence and economy unequaled for 
1€ ecas or s ospe 4 4 2 4 

and p lenty, the demand for ORONITE any service demanding high quality. 
TAPES is rapidly growing, a most 
profitable year is promised to job- ss fs 
bers’ salesmen who “tie-up” with How many times, when you take a wire order, have you thought 
OKONITE Tapes. Every Wire order k a b ,"° 7 ° . d 
is an OKONITE Tape sale, just take to ask: ow about tape: ape is an important an 
the opportunity to mention OKRONITE : ; Baie . - : 
Tepes aul you OE bkee on Vea indispensable part of every wiring job and is used practically 
ance in making sales. This does not every time an electrical connection is made. Why not sell 


mean ““MAYBE,” it’s a fact. Try it 


and see. Okonite tapes with every wire order? It's simple; just say: 
“SELL OKONITE TAPES WITH ‘How about Okonite tapes?’’ You'll be surprised how it will 
EVERY WIRE ORDER” build your volume and how many of your customers will per- 








mit you to add that item. 


THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 














SALES OFFICES: NEW YORK CHICAGO PITTSBURGH ST. LOUIS 
ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 
F. D. Lawrence Electric Co., Cincinnati, O. 

Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 
Canadian Representatives: ineering Materials Limited, Montreal 


Cuban eee ictor G. Mendoza Co., Havana 
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One Salesman—Four Jobs— 
$300,000 


Can Jobbers’ Salesmen Get Away With the Big Stuff? They’re Doing It Right 
Along—Here’s One Example 


Reported by W. J. MCLAUGHLIN 


Old John L. Sullivan who was quite adept 

in the art of making the boys “kiss the can- 
vas” adopted that slogan as a sort of creed, and it 
worked out pretty well, particularly in view of the fact 
that John had the steam behind his punches to flop the 
big ones. Maybe it’s a long jump from the padded mitt 
to the order book of a jobber’s salesman. In any 
event, E. J. Orr, star salesman for the Kubec Electric 
Co., Chicago, entertains today the same theory about the 
“big ones.” 


"To BIGGER they are the harder they fall.” 


When I heard this jobber’s salesman had secured ¥300,- 
000 worth of business from four jobs in less than a year, 
it sounded like a real news story to me. It isn’t every 
day that the boys knock them off in that fashion you 
know. So, with paper and pen in hand, I hit the trail 
in search of this modern fighter, for fighter he most cer- 
tainly must be. 

First of all, I was curious about the general make up 
of the man who could pull ’em in this manner. 
him to be pretty much of a regular sort of fellow carry- 
ing within and about him all the necessary qualitications 


I found 
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An Order for 30 Carloads of Conduit to Go On a Single Job May Not Increase the Rapidity of the Pulse, Because It Is 
Simply Conduit—But It’s One Big Order Just the Same. 
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of a successful salesman. “What were the jobs and how 
did you land them?” was the natural question. Mr. Orr 
perched himself on top of his sales manager’s desk (you 
can do that when you’re keeping the shipping department 
round-shouldered with work) and took up the thread of 
the story. 

“Well, there’s the new Stevens Hotel, 30 carloads of 
conduit on that order amounted to about $130,000. Then 
there is all the electrical material, but the wire on the 
45 story Jewelers’ building. That order runs between 
$50,000 and $60,000. Previous to that the Produce 
Market job which included everything but the lighting 
fixtures and _ ventilating 
equipment netted about 
#90,000. A few days ago I 
got everything on the new 
21 story apartment hotel be- 
ing constructed near the 
Drake hotel. That order 
will run between $30,000 
and $35,000.” 

If any manufacturer 
has the idea that a jobber’s 
salesman does not sell ma- 
terial let him pin the above 
paragraph over his shaving 
mirror so he can start the 
day by using it as a sort of 
business prayer. 

Of course, as a rule, the fact that a sales- 
man took an order for conduit does not in- 
crease the rapidity of my pulse. There is 
nothing any more remarkable in that action 
than there is in the corner grocer selling a 
pound of sugar, but if he got an order for 
a carload of sugar, well, that’s a story! 





















‘“‘Let’s hear about the Stevens’ order.”’ 


“That job was really a hard nut to crack. 
It’s going to be a huge building and they 
think in big quantities over there. Do you 
know the hotel costs $26,000,000? The 
building alone cost $16,000,000, the furnish- 
ings $8,000,000, the land $6,000,000, and the 
carrying charges are $1,000,000. It will have 
3,000 rooms all with baths. The dining 
rooms will accommodate 5,184 persons and 
there will be 2,200 employees. 

“You might be interested in some of the 
orders placed. The carpet order will run 
75,000 yards for the bedrooms and 25,000 
yards for the public halls. The furniture 
order amounted to $2,000,000; the silverware 
$250,000; the china and glassware $1,000. 
000, and 3,500 mattresses were purchased 
I could spend most of the morning cramping 
your fingers with figures, but I. guess I have 
given you enough so that you realize the enormous size 
of this structure.” 


The 


The truth of the matter is, that I was realizing more 
than that. It certainly takes no stretch of the imagina- 
tion to visualize the competition for this great quantity of 
business. It takes faith in your product, confidence in 
your company, and trust in yourself to make the attempt 


, 





E. J. Orr Goes After 
Big 
And They Do Say 
That He Handles 
Them With 
Ease 


TORRER [S THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





to secure an order of such size in the face of the keenest 
and most educated competition that a man can face. Mr. 
Orr was neither appalled nor discouraged by the facts. 
As a salesman he recognized his competition, accepted 
it as part of the game, and went after the business with 
the thought that his efforts were just as severe on the 
other fellows as their’s were on him. But Orr is still 
talking. 

“Tt took time, over two years of it, to line up the own- 
ers, to have my conduit specified, to sell the contractor on 
my company, but finally the day came when my efforts 
were to be rewarded with tangible results. And then, the 
bubble burst. The contractor told me that there had 
been a change in specifications and a competitor’s con- 
duit was to be used. You can imagine my reaction. Two 
years of hard work went sailing out the window, with 
my hopes attached. 


“Well, there was only one thing to do—to start over. 
I raced around, like a chicken without 
a head, except that I was using mine, and 
finally, at the last minute, sold those in- 
terested on the idea of using a local prod- 
uct, (You know my conduit is manufac- 
tured right here) and sure enough the 30 
carloads of conduit were mine. And, 
that’s that on the Stevens’ job. 

“Now on the Jewelers’ building I also 
found it necessary to spend considerable 
time but the road there was not quite so 
g@ difficult. It was just a 
jam matter of keeping “plugging 
SY away” at it until finally the 
whole plum fell in my lap. 

“The Produce Market job 
was my largest as far as all 
electrical material was con- 
cerned. As you know, this 
market covers a big portion 
of ‘The Valley,” the old sec- 
tion of Chicago which form- 
erly housed its gunmen. 
Anyway, that too was a 
proposition which required 
plenty of time and effort. 
Through the K. P. Electric 
Co., however, I finally 


2,000,000 Ft.—No. 14 S. B. R. C. 
Wire; 3,000—-S. P. Toggles and Plates; 
5,000—31,,"x4” Concrete Boxes: 4,000— 
Boxes; 4,000—Unilets; 332—100 Amp. 
Safety Switches; 166—60 Amp. Safety 
Switches; 166—100 Amp. Meter Fit- 
tings; 166—60 Amp. Meter Fittings; 
44—Street Lighting Units; 20—X-ray 
Flood Lights, 1000 Watt; 22—15 H. P. 

Cars of Conduit. 

“The apartment building was not a difficult one. I 
just quoted on it and secured it. Of course, I know the 
contractor well, and consequently secured an even break 
from him. I cannot give you the items on it as the whole 
order has not been placed, but as the electrical construc- 
tion was let for $100,000 and as (Turn to Page 102) 
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An Analysis of Complaints 


How a Central “Department” Can Be Established for the 
Collection of Statistics on Complaints That Will 
Be Helpful in Reducing the Number 


ization, the greater the mass of details which must 

be placed on subordinates. Also, the greater will 
be the opportunity for mishaps of service without knowl- 
edge of an executive. There are various ways of check- 
ing on the efficiency, for example, of the office machinery, 
but one of the very best is a statistical review and analysis 
of complaints. 

How many complaints are coming in from customers, 
and for what are they being made? How does the num- 
ber of complaints compare with last month’s, last year’s? 
Is there anything to be done to reduce the number of 
complaints ? 


"ba larger the size of an electrical jobber’s organ- 


The individual electrical jobber may wish to make a 
different classification of complaints than the one here 
given, but in the case presented it will accurately suffice 
for the average business. There are eight principal 
types of complaints. These have to do with delayed ship- 
ments, damaged or short shipments, missing and lost 
shipments, the prices charged for goods, correspondence, 
substitutions, complaints concerning quality, complaints 
cencerning failure to make payment for goods. Occa- 
sionally, a complaint may come in outside the foregoing, 
so that a miscellaneous classification is a good thing to 
make. 


There are the common sources of complaints in the 
electrical business. However, there can be more than 
one kind of complaint under each classification. When 
the situation is investigated, it may be found the customer 
has made a mistake. Again, possibly, conditions outside 
either the selling or the buying business has created it, as 
with damaged and lost shipments many times. Then, of 
ccurse, there are the complaints arising through the 
office’s own errors. 

The number of the last mentioned is perhaps the most 
important thing to, be ascertained. 

It is not always a simple matter to so manage things 
that all complaints, or nearly all, are reported. An em- 
ploye who has made a mistake naturally is reticent about 


reporting it to a superior, yet whether it is reported or 
not may rest entirely with the employe’s conscience. 
Again, complaints often can come to light through the re- 
port of an employe: covering another's work, yet the 
strain of comradeship and loyalty among employes in 
general forbids a company striving for information 
sources of the “tale bearing” variety. 

The most successful plan for this problem is the estab- 
lishment of a central complaint department. The 
“department” may consist only of a single clerk, and 
that party one who does not give all his time to it. The 
effect, however, of a special department for complaints 
will be to greatly facilitate the assembling of them under 
statistical and analytical control. 

This employe should be trained in the handling of 
complaints. He should make a report once a month to 
the office manager or other superior. It is very likely 
that the manager of the business himself will want to see 
the month to month showing. 

No electrical business can ever hope to get on a 100 
per cent basis as regards complaints. The conditions are 
of too variable a nature. Conditions outside the busi- 
ness may come along to create manufacturing conditions 
subject to complaint. Transportation conditions may 
arise of a disturbing nature. Personal changes of an un- 
avoidable nature may disrupt the smoothly operating 
mechanism. 


Something more than the total number of complaints, 
what they have been, how caused, is necessary. A ratio 
should be secured showing the proportion of complaints 
to orders handled. A ratio or a percentage is a handy 
index from month to month of efficiency in preventing 
errors. One analysis, for example, shows approximately 
three percent of complaints to orders, a ratio of around 
30 to one. The tabulation showed that of the total num- 
ber of complaints, a very small percentage, aboit two 
per cent, came about through customer’s mistakes, and 
slightly more than half through mistakes of the house. 
Outside conditions accounted for the rest. 








— — 


¢L. BUCHANAN, president of the Wesco Supply Co., St. Louis, is writing some of the snappiest sales paragraphs 
that are appearing anywhere in this day and age—bar none. “Buck” grinds out one a month, has it illustrated, puts 
it in his “Red Shield” and gets nothing, whereas he ought to turn out one a week, syndicate the stuff to a thousand 


newspapers and retire.to Florida. 
genius. 
element. 


of broken promises, unhappiness and bad checks.” 





— “Foo Foo Pep” 


His ideas just burst upon him any time, any place—same as any other literary 
Where he picked up his latest on “Foo Foo Dust” is not recorded, but this is what he says of the strange 


“A shot of foo foo dust on the tongue of a lagging nag, while giving him an unnatural pep which may temporarily 
upset the betting dope, also hurries him to a premature place with the “has-beens.” 
“Fast-talking, high-pressure, one-time selling belongs in the “foo foo” class and generally leaves in its wake a harvest 
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Following the Trail That 











An Interview With 


ROBERT R. KAEN 


Salesman, Revere Electric Co., 
Chicago 











business with have no outside salesmen. The con- 

tractor himself is the only man to go after busi- 
ness and he has to do it in the time that he can take from 
the jobs that are already under way. Therefore, it is up to 
me to help this type of contractor to keep abreast of the 
I watch 
the newspapers and cull out for him every bit of infor- 
mation I can get on new building prospects. In driving 
around through the territory I also make a note of every 


© Gis per cent of the contractors that I do 


new work that is being planned in his territory. 


new residence or apartment building where excavation 
has started and get this information to my contractor 
prospect. He. appreciates this sort of service and it is 
very interesting to me to know the number of times that 
a little tip of this sort has enabled my contractor to get 
a job. 

“Of course, this class of information is not so helpful 
to the other 30 per cent of contractors who are larger 
and better equipped with some sort of sales organization 
to keep track of new business possibilities. 

“One of the most helpful things you can do, especially 
in the case of the smaller contractors, is to help them 
figure their plans. I have quite a number who look to 
me for this sort of assistance. Many times we have 
Insofar as the jobber’s salesman is 
concerned this helps him in two ways. First, the engi- 
neering help that you give your contractor in this way, 
is, of course, in the line of service and helps just that 
much to cement him to you as a permanent customer. 
Second, when I am figuring over the plans with one of 
niy customers, right then is my best opportunity to sell 


to do this at night. 


This Is the Season, Throughout a 
Service Is Required by the Contractor. 
Seven Roads 


the required equipment and as we enumerate the materials 
and equipment necessary to follow out the plan it is 
pretty hard for him not to give me the order then and 
there or, at least the assurance that I will get it except 
on the things that are specified and are not handled 
by our house. When the ‘or equivalent’ clause comes 
up during our figuring of the plans, at that moment I 
have the best opportunity to prove that our product is 
equivalent. 

“One of my greatest aids in getting business from the 
busy contractor during this time of the year, in fact, dur- 
ing any time is being constantly alert to do favors for 
him that many would think would be outside of my line 
of business and would not presume that it would not be 
necessary for me to take the trouble to do. I am a prac- 
tical wireman and electrician, having followed that work 
in the past. If, for instance, a contractor has an exas- 
perating little motor repair job to do and does not know 
how he is going to take the time from his regular work 
to do it, I will take care of it myself. If I catch him 
in the office and his car is away and he is in a rush to 
get out to some job, I consider it well worth an hour or 
two of time to drive him wherever he wants to go. I 
well remember one contractor with whom I had not pre- 
viously done business, and from whom I eventually got 
thousands of dollars worth of business during one year. 
I got started with him by doing little personal favors 
outside of my regular duties. Many jobbers’ salesmen, 
I have no doubt, think that this time consumed where 
they are not trying to sell a man something is, perhaps, 
not worth the trouble, but personally I have found this 
to be one of the strongest factors in getting new busi- 
ness and holding the customers that I have. 

“As everyone knows, there are two general divisions 
in contracting work, especially in connection with resi- 
dence wiring and the wiring of small apartment build- 
ings. First comes the ‘roughing in’ then, at a considerably 
later period, after the contractors in other lines have 
done their work, comes the ‘trimming.’ In a large por- 
tion of the country at this time of the year the contractor 
is getting ready, or already has started, the roughing in 
on a number of jobs. In a general way, at this time I 
specialize on the materials required for the roughing ip 
work. At the same time I make a note of the proper 
time when the contractor will be ready for the materials 
for finishing and make it a point to later follow up and 
see that I get my share of the finishing orders. As a rule 
the finishing will come about 30 days after the roughing 
in. ' 

“Now, here is a point that I cannot emphasize too 
strongly. In the case of roughing in, there are com- 
paratively few materials that are regularly required. 
Probably the average jobber’s salesmen feels that he 
knows what they are and can talk intelligently about 
them, but perhaps when he gets out with the contractor 
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Leads to House- Wiring Profits 


Large Part of the Country, When More Than the Usual Amount of 
How One Successful Jobber’s Salesman Follows Up His Contractor Trade. 


to Profit. 


and they are figuring on the requirements he cannot reel 
them off one after another from the entrance to the final 
cutlet, and he is liable to.miss business. If he cannot do 
this and at the same time give prices, sizes, etc., required 
from memory, if he has to dig through the catalog and 
price lists to find any information he is immediately at 
a disadvantage and irks his prospect. 

“In a general way, things required on roughing in are 
conduit, conduit boxes, outlet boxes, cleat hangers, bar 
hangers, locknuts and bushings, speaking tube, bell wire, 
all the various kinds of box 


him when there are standard things that he is out of 
and is likely to want very badly in the next week or two. 
As I said, this is an old stunt, but in the rush of the 
season don’t forget to use it. 

“If I have any hobby in this house and apartment wir- 
ing end of the business it is mail boxes, and interior tele- 
phone and speaking tube equipment. As you know, these 
usually come in the electrical end of the specifications. Not 
only is there a fine profit in these lines but I find that 
the average contractor is not so familiar with this work 
as he is with the straight 





covers, service pipe, service 
head, meter fittings, main 
line switches, and the nu- 
merous small hardware such 
as, straps, stove bolts, 
screws, etc. I make it a 
point to have every one of 
these items at my tongue’s 
end and the prices that day. 
If any jobber’s salesman 
who has newly come into the 
business does not know 
these things I would heart- 
ily recommend that he take 
the time and follow through 
one or two contruction jobs 
from beginning to end, mak- 
ing note of everything that 
should go later into ‘mem- 
ory knowledge.’ It would 
only take half an hour every 
day or two to drop in on 
one of these jobs until the 
wiring is completed and get 
all the information neces- 
sary. ; 
Similarly, in finishing, 
such things as wire, switches, 
receptacle plates, mail boxes, 


the Sun. 


ing Plans. 
at That Time. 


Various Jobs. 





HERE’S Nothing New Under 
So Perhaps There Is 
Nothing New in These Thoughts. 
But I Find That They Represent 
the Most Effective Means at My 
Disposal for Getting Wiring Supply 
Business.—Kaen. 


(1) Keep Your Contractors Posted 
—70% of Them Don’t Have a 
Sales Organization. 

(2) Help Them Figure Their Build- 

You Can Sell Them 


(3) Render Favors Outside of Your 
Regular Line of Work. 
(4) Follow the Progress of Their 


(5) Check Up Their Stock—An 
Old Stunt but Good. 

(6) Don’t Forget the Mail Boxes 
and Telephones. 

(7) Work Hard and Long. 
Doesn’t Mean Maybe. 


electrical wiring and he ap- 
preciates much more any in- 
formation or help that I can 
give him on this part of the 
Take mail 
boxes for instance, half of 
the contractors do not know 
how to figure the opening, 
or forget it until the time 
comes that it is needed and 


installation. 


are put to considerable 


trouble. Time and again I 
have been able to go on the 
job and show him where 
this has been neglected and 
figure the opening for him 
and get to help him on the 
installation up to the point 
where it is almost impossible 
for him not to give me the 
order. 

“Getting wiring business 
from the average contractor 
in the busy seasons means 
good hard work on the part 
That of the jobber’s salesman. In 
the territory which I work, 
for instance, the contractor- 
dealer stores are ordinarily 








bells, transformers, etc., are 
in order. All the kinds of sizes and prices on these 
should be memorized in the same way. 

“An old stunt that will always be good no matter 
whether it is on house wiring or other lines, is to make 
your own personal canvass of the contractor’s stock from 
time to time when you get into his place. This can be 
done without making yourself a nuisance and if tactfully 
handled the contractor, in the majority of cases, will 
feel that you have done him a favor, if when looking 
through his stock you find he is low in some things. 
Particularly at this time of the year, when the contractor 
is out on the jobs most of the time and does not have 
time to watch his stock, he will appreciate your showing 





open every Thursday eve- 
ning. Every Thursday night means work night for me. 
I'requently, this is the only time when I can find my 
contractor and I can have my talk with him. This may. 
and often does, extend far into the night. 

“Likewise, the contractor at this season of the year is 
an early riser. During this season my day starts at 
7:30 and I try to be at some contractor’s place of busi- 
ness at that time for I have some hope of seeing him 
before he starts off on a job. From 7:30 to 10:00 I 
may do some real work. Then possibly again from 2:00 
until closing time, some of them may be caught around 
headquarters. During these early and late hours most 


of my business is really signed. (Turn to page 68) 
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The Direct Route 


Many a Man of Medium Powers Attains His End With 
Apparent Ease Because He Rejects the Fascinations 
of the Red Herring 


By MAURICE C. MOORE 


the things that almost always distinguishes the 

successful man from the unsuccessful—I do not 
speak of “success” merely in the worldly sense, but in 
the sense of adequately achieving the desired object—is 
the effective use of his energy, his determination to see 
that every stroke he makes and step he takes, as it were, 
shall tell. His stock of energy may not be, and frequently 
is not, inexhaustible nor even re- 


A PART altogether from questions of ability, one of 


overtake something freshly seen, the glimpse of a vista 


unexpectedly opened. 


The successful man is usually 


working pleasantly and even powerfully when he seems, 
among a crowd of noisy time-wasters, to be most idle. 
Quiet thought is work; the actual doing is more or less 
mechanical execution, some of which can be accomplished 
while other work is proceeding, according to plan, in the 


active and efficient brain of the doer. 





markable; indeed, his fund of vi- 
tality is sometimes surprisingly 
limited, when the truth comes to 
learned, in comparison with 
that of the physically and in other 
ways well-equipped man who does 
little with his time and leaves be- 
hind him no recognizable mark. 
Yet without hurry and scurry, and 
apparently without undue strain— 
being always at the disposal of 
anyone who has anything useful 
to say—he will accomplish what 
apparently are miracles, produc- 
ing results which it 
must have spelled a vast amount 
of work, and work, too, that must 
have largely personal to 
himself and could not be negoti- 


be 


is obvious 








been 





HERE are 

“human dy- 
namos’’, who, to 
raise an ounce 
an inch from the 
floor, spend up- 
on the effort 
enough energy 
to raise two tons 
40 feet. The 
world is invited 
to step up and 
view their won- 
derful develop- 
ment of muscle. 


There is no dark, deep mystery 
about success, and that person has 
certainly all the makings of a fail- 
ure who finds it necessary to read 
reams of literature on how to 
“make good.” It means—to put 
the matter in its simplest form— 
the lifting of a pound weight by 
the expenditure of exactly the 
amount of energy necessary to the 
raising of a pound. There are 
human dynamos who, to raise an 
ounce one inch from the floor, 
spend upon the effort enough en- 
ergy to raise two tons 40 feet. 
But their labor has all gone in 
patting the weight into position, 
and turning it over to see whether 
it is the weight they really want, 





and in inviting the world to walk 





ated by a deputy. This power, 

or gift, or burning desire, however you choose to name it, 
to apply effort intelligently and resultfully, of being 
where one should be and doing what one should truly do, 
of refraining from “beating the air,’ however spectacu- 
lar it may seem and amusing or impressive to the crowd, 
is one of the very few “secrets” of success which need 
detain for an instant anyone anxious to achieve it. 

It implies not only a going forth, but, perhaps even 
more importantly in a society organized upon so complex 
a basis as ours, with its daily offer of a thousand various 
distractions an abstaining from. Red herrings of rare 
and refreshing quality and extreme lusciousness abound 
every inch of the way to divert one from keeping to the 
straight road. 

It is clearly the fact that one man—one, even, who is 
cut off before the expiration of the “alloted span’—may 
experience a lifetime of effective endeavor twice or even 
three times the length of that lived by another who, while 
perhaps energizing terrifically, dissipates his power upon 
the wrong thing—which is only to say, in this instance, 
the things that should not matter in his own particular 
scheme of life. 

In the well-planned life there is no undue worship of 
hustle, although hurry may sometimes be necessary to 


up and view the truly magnificent 
development of muscle which will enable them to per- 
form so well. 

Energy is the divine gift; used well—intelligently, con- 
structively, humanely—it brings happiness, well-being, 
self-respect, to the user and to others; misapplied and 
dissipated, it puts us little higher than the maggot in the 
apple which diligently tunnels its way through life sim- 
ply under the compulsion of appetite. 


The supreme example of perfectly used energy is artis- 
tic achievement; the supreme example of hideously mis- 
applied energy is war. 


There will always be in the world gradations and de- 
grees of use of energy. The highest form of its use in 
business life enables a man to reach a position of reason- 
able power and financial security while in his prime, so 
that he may employ the remaining and still considerable 
stock of his vitality in a still higher cause, the service 
of the community, which may take any form, according 
to how one is constituted—the raising of its ideals, the 
increase of its knowledge, understanding, power of ap- 
preciation; even the betterment of its material lot—at 
which we seem only to be aiming to-day in much of the 
glib talk about “improving the social structure.” 
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How to Make the “Approach” 
in Selling 


Milking a Prospect is Much Like Interviewing a Cow—In This Story the 
Deadly Parallel is Drawn 


By WILLIS H. PARKER 


on speaking terms with bovine femininity—so 
many of the men he calls upon are bull-headed an1 
it’s a cinch there is no human or animal which knows as 


Be= salesman should own a cow or at least be 
































Tie Up the Stenographer 


FIVE RULES 


Feed For a Bull-Headed 

Prospect Consists of Your 

Business Card and a Quart 
of Apple Sauce 


Tie Up the Stenographer 
Before Sitting Down to a 
Talk With Your Prospect 


If the Prospect’s Son is a- 
round Give Him a Copy of | 
“The Lives and Messages of | 

the: Presidents.” 


When a Prospect Begins to 


scratch her ear. This always breaks the ice for you. 

A smile in any case helps. It’s a wise man who smiles 
when he approaches a cow. A few kind words would not 
be amiss, either. Cows like conversation, if it is of the 


























If the President’s Son is Around 


much about a bull-headed creature as ee ae Se intelligent sort, and you can practice 


does a cud-chewing cow. Book 


Someone—I guess it was 
King Solomon—said: “Gu 
to the ant, thou sluggard.” 
Had he been acquainted 
with salesmen and _ cows, 
there is no doubt but that 
he would have said, “Go to the cow, you lazy bum.” 

Well, if you as a salesman can get a cow to stop chew- 
ing long enough to sit up and take notice of what you're 
saying, you ought to have no difficulty arousing the atten- 
tion of your prospect long enough to give him a verbal 
shot in the psychological spot—wherever it may be. 

When approaching a cow for the purpose of getting 
her signature on the dotted line, you should carry a milk 
pail in one hand and a three-legged stool in the other. 
This corresponds to your approach to a customer when 
you carry an order book in one hand and a Seldomsharp 
pencil in the other. 

On approaching a cow or a prospective customer, you 
must exercise caution so as not to frighten either of them 
away. The approach in either instance is one of the most 
important features of the interview. On approaching a 
cow, you must project the right arm forward from the 
remainder of the anatomy as a token of friendship and 
confidence. Pat the old girl between the eyes or maybe 


If You Prefer An Office Interview, Chase 
Your Prospect Inside, Slam the Door and 
Proceed With the Approach 





conversation on a cow, noting all the 
while, her reaction to your 
articulation. If you stray 
from your subject, she’ll let 
you know by quietly but per- 
sistently moving away from 
you. Whereupon pick up 
the milk stool and bat her over the head with it, thus giv- 
ing her to understand that you expect her to remain quiet 
until you have gotten what you came for. Likewise when 
a prospect begins to move away from your approach, bat 
him over the bean with your order book and caution him 
to stand still. Being bull-headed, he'll know what you 
mean. 

Having gotten on good terms with the cow by your 
preliminary approach, seat yourself on the milk stool at 
her side and explain the purpose of your visit. Throw 
out your chest and register pride in the firm you repre- 
sent. A well thrown out chest is a credit to any salesman 
and will fool most any cow. If the cow’s son is around, 
get on good terms with him, for he may have much influ- 
ence on the success of your interview. Also in the matter 
of approach, you must make allowances for the swishing 
of her tail. This is one of the most disconcerting elements 
in a successful interview with a cow. She doesn’t mean 
anything by it, but it certainly is disturbing to have her 
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tail slap you across a face right in the midst of your 
most potent argument. 

When you go in to see a prospect, use the same approach 
as on the cow. That is, place your right hand in the 
proper position, pull a couple of smiles for appearances 
sake (most salesmen have bum faces at best); say in 2 
quiet tone: ‘So, Boss.” Being bull-headed he’ll stop and 
sniff the air for the nose bag. I forgot to remark that you 
should give a cow a little feed while the interview is in 
But in this case the feed consists of your busi- 
ness card and a quart of apple-sauce. If you have some 
doubts as to the savageness of your prospect, carry a pitch- 
fork and hand your card to him on the end of that. Other- 
wise hand him your card with your left hand while you 
grab his right hand with your right hand and squeeze the 
fingers so tightly that he’ll know you're boss and won't 
start anything requiring violent use of his right arm. 

Always, when you shake hands with a prospect, give 
him a good strong grip. (You may read such rules in 
all books on salesmanship.) They explain that a strong 
grip denotes the strength of the salesman’s character and 
inspires confidence in the heart of your prospect. That’s 
what the books say, but between you and me, the real 
idea is to de-handicap your prospect so he can’t or is 


progress. 


afraid to do other than submit to your presence. 

If you can approach a contented cow without being 
nervous, you certainly should be able to approach a con- 
tented, bull-headed customer in the same way. But, of 
course, there are times when you, in your early career, 
may become slightly confused as to which is your left 
and which is your right hand. You must have confidence 
in your hands as you approach and any fumbling in an 
effort to determine which is the best hand to put forward, 
puts a dent in your “confidents,” necessitating your de- 
parture from the room until you have recovered your 
poise and Seldomsharp pencil. 

Many prospects haven’t the courage to ask you to sit 
in one of their chairs. Honestly, it is surprising how 
stingy some business men are with their seats. Some are 
so afraid of salesmen that they have but one chair in the 
You have to stand 
up during the interview or sit on the desk. Most cus- 
tomers object to desk seats because they say the tobacco 


room and they occupy it themselves. 


tins salesmen carry in their hip pockets are damaging to 
the polished surface of a flat-topped desk. — 

I have mentioned that you should tie up the cow’s tail 
before sitting down to interview her, lest the tail swish 
around and bat you in the face while your conversation 
is going strong. You often have a corresponding diffi- 
culty while interviewing a customer, but, instead of a 
cow’s tail, you have the telephone calls and the entrances 
of stenographers and secretaries to interrupt your fluent 
arguments. Therefore it may be advisable to cut the 
telephone lines and tie up the stenographers before sitting 
down to talk with your prospect. If you can tie up a 
cow’s tail and get away with it, you certainly ought to be 
able to hog-tie a stenographer. 

If the prospect’s son is around, get on good terms with 
him. I have found that sons have a remarkable effect 
upon some business men as to whether or not you get the 
order. If he is around 21 years of age, hand him a copy 
of “The Lives and Messages of the Presidents’ to read 
while you are in the midst of your interview. This should 
keep him occupied while you are interviewing and will 
prevent him from trying to stick his nose into the milk- 
pail—or rather I should say, the order book. If he is 
about 18 years old, you might just as well tell your pros- 
pect good-bye, for there’s not much chance of your getting 
a successful interview without the calf butting in. If he 
is younger, you may use your own discretion as to what 
to give him. 

One of the most valuable assets while interviewing 2 
cow is a stanchion into which you thrust the cow’s head, 
throw a lever and she can’t do anything other than stand 
patiently while you go ahead with your interview. I have 
seen many prospects who would have been much easier 
to handle had I been able to place their bull-heads into 
stanchions while I was explaining my proposition, for it 
certainly is disconcerting, to say the least, to interview 
either a cow or a prospect which insists upon wandering 
about the place. However, owing to the weight I would 
not advise carrying a stanchion with you. But there is no 
rule against it and if you want to experiment, go to it and 
let us know the results. A good halter is an excellent 
alternative. 


Of course, the approach de- (Turn to page 72) 





“Each day the question of the courtesy dis- 
count becomes of greater importance. The 
courtesy discount is not productive of good 
business relationship—is not necessary and 
tends to discourage effort toward bigger and 
better business. 

“The courtesy discount is becoming a nui- 
sance to both distributor and dealer. From 
the distributor’s end it means that someone 
who is not entitled to buy is trying to beat 
the game. From the dealer’s angle it means 





Courtesy Discounts 


The Alexander & Lavenson Electrical Supply Co., Certainly Had the Right 
Idea When They Sent Out the Following Letter 


that in order to maintain his standing with 
good accounts, he must sacrifice a legitimate 
profit on an item which he does or does not 
carry in stock—most often an item which he 
has been privileged to buy from his distribu- 
tor by reason of contact on other materials. 
This action may be voluntary or involuntary. 
In any case it is not good business, and fur- 
thermore is denying to a legitimate dealer 
the opportunity of making a sale at a profit.” 
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Great Sales Opportunities 
“In the Air” 


Correct Ventilation Now a Recognized Necessity—Tremendous Field tor 
Merchandising Beckons to the Alert Jobber and 
Jobber’s Salesman 


By C. M. TURNER 


OW often have you heard the expression, “Oh, for 
H a breath of fresh air!” Or, “Open that win- 
dow, let’s have some 


”? 


air! 


can people have been awakened to the desirability of and 
necessity for correct ventilation in the places where they 
live, work or play. 

Wherever salesmen go they 





You no doubt have voiced == 
those expressions yourself = 





find this to be true. Whether 


—— it’s in the big city or the 





many times. But did you ever 
stop to think what they really 
signified ? 

Probably not. You were air 
conscious. You had become 
aware that the air in the room 
you were in was not what it 
should be. Your deepest in- 
stinct, the instinct for air, was l 
asserting itself. 

Continuing along the line, 
do you know how much fresh 














I" 





small town, they discover that 
folks have been educated to the 
fact that correct ventilation is 
essential to their health and 
comfort. They have been 
taught that fresh air is the 
most vital thing in their lives. 
It is likewise most abundant, 
and there is no reason why 
they shouldn’t get their full 
share of it—pure, sweet and 


wholesome. 








air you require? No? Well, 
scientists have figured it out 
that in order to maintain your 
health balance you need 2,000 


not mean that you breathe in 
that much every hour. What 
it does mean is that on the 
average in the general run of 
inside conditions, where there 
are others with you, not only getting their required 
oxygen out of the air but throwing off carbon monoxide, 
(a deadly poison) 2,000 cu. ft. per hr. must be made avail- 
able to you. Approximately this amount—from 1800 to 
2000 cu. ft.—has been made the legal requirement by 
many states and municipalities. Actually, this require- 
ment, from the health standpoint, may run as high as 
6.000 cu. ft., the amount being dependent on the air con- 
ditions about you—whether there is smoke, steam, gas, 
ete., permeating the atmosphere. 

Going further in the science of ventilation, engineers 
have evolved a table covering the number of air changes 
required under any specified atmospheric condition, be 
it for a laundry with steam, a foundry with smoke, or a 
kitchen with cooking odors. Knowing the air conditions 
and the number of changes required to .keep the atmo- 
sphere pure, experts now have no difficulty in solving 
ventilating problems. 

Jobber salesmen who have been out on the road a long 
time, not merely in the pursuit of orders, but also occu- 
pied in watching the world and what is going on in it. 
have gradually been impressed by the fact that the Ameri- 


Here You Have the Average Man Standing Be- 
side a Cube, the Relative Size of Which Represents 
the Amount of Pure, Fresh Air He Should Have 
; Every 24 Hours, in Order to Maintain His Health 
cu. ft. every hour. This does Balance. Ventilating Equipment is Necessary in 
Most Confined Places in Order to Place Such an of correct ventilation: and 
Amount of Air Within His Reach. The Public Is 
Fast Being Educated to the Fact and Therein Lies 

Your Sales Opportunity. 


Wherever people work, live 
or gather for entertainment, 
one of the first requisites for 
their comfort and well being is 
fresh air; fresh air is a matter 


wherever correct ventilation is 
demanded, there lies a whale 
of an opportunity for salesmen 
today—the opportunity to sell 
apparatus that gives correct ventilation. 

Let us delve a little deeper into this question and see 
why this is true. 

Everywhere today educators, medical men, health 
boards, safety commissions, etc., are preaching the gospel 
of ventilation, pointing the need for fresh, clean, pure 
air. Newspapers, magazines and books have taken up 
the subject and joined in the mighty chorus that is sweep- 
ing the nation, repeating the refrain for air in homes, 
stores, theaters, restaurants, factories, etc., that is fresh, 
healthful and invigorating. 

State governments are also getting back of the move- 
ment, supporting laws and building codes pertaining to 
the ventilation of public structures. Life insurance com- 
panies are also spreading the lesson of fresh air and 
what it means to man from the first hour of his life un- 
til his last. 

Aside from the health standpoint there is another im- 
portant angle to correct ventilation, one on which up-to- 
date merchants can capitalize heavily. That is the one 
which takes into consideration the fact that correct ven- 
tilation makes stores more inviting, and, in a measure, 
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leads to more satisfied customers and helps bring in new 
ones. 

Theaters, moving picture houses, restaurants, cafes, 
also stress the fact in their publicity for patronage that 
the air in their places is fresh, clean and cool, free from 
objectionable elements. 

Homes and offices are also on the list of places to be 
made more inviting and healthful by the installation of 
ventilating fans—fans that exhaust the bad air and make 
way for the fresh to enter. 

Architects and builders are specifying ventilating fans 
for modern homes and apartment buildings, instances be- 
ing reported where thirty to forty fans have been installed 
in one building, a fan for every kitchen. 

Factories, shops, foundries, garages, laundries, bakeries 
-—in fact every known industrial establishment, large or 
small—must have fresh air for their workers and to pro- 
vide it must install fans that exhaust foul air. 

In short, any place where men, women or children 
work, live or play today, is a recognized field for the sale 
of ventilating machinery. This universal recognition of 
the fact that correct ventilation and good health go hand 
in hand, is the foundation on which the jobber salesman 
can build a mighty profitable line of trade. 

One of the attractive features about it is that it isn’t a 
seasonal proposition, something that sells only at a cer- 
tain time of the year. Due to the long campaign of edu- 
cational work on the needs of ventilation, and that it is 
just as necessary in winter as in summer, an all vear 
round demand has been created for fans, with the ever 
present opportunity for merchandising. 

The winter demand has been created by showing 
that offices, homes, stores and shops are pretty tightly 
closed during the cold months, permitting little chance 
for bad air to get out or fresh air to get in. People have 
been taught that ventilation is not merely a matter of 
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keeping cool, but something which gives them better and 
healthier air to breathe. 

Here’s another thing that salesmen should keep in mind 
when considering their opportunities in the sale of ven- 
tilating fans: In addition to being an all year round 
necessity, it is also an all-town, all-city opportunity. 
Your field isn’t confined to the big towns, there’s also one 
in the small towns and hamlets. 

And for that matter, it isn’t even confined to urban 
areas, for the educational campaign on ventilation has 
included the rural districts. Especially is this true in 
dairying territories, where barns for cattle are main- 
tained under high sanitary conditions. This sanitation 
includes the providing of fresh air. 

Truly, the old order changeth. What was once con- 
sidered more or less of a luxury, something that one 
didn’t think about: seriously, something that folks were 
prone to let take care of itself, is now looked upon as a 
genuine necessity in the furtherance of the health and 
comfort of mankind. Ventilation today is something that 
men take pains to provide for, something that is no 
longer dealt with in a haphazard fashion. Time was 
when men considered ventilation as a thing of secondary 
importance, but “those days are gone forever.”’ 

We might go on for pages telling in detail about the 
needs of ventilation and how to get it, but we believe we 
have stated the proposition pretty fully, at least suff- 
ciently so and to the point we are seeking to make—that 
the need for correct ventilation is so universally recog- 
nized now that no alert jobber or jobber salesman can 
afford to pass up the possibilities at hand for merchan- 
dising the machinery that provides correct ventilation. 

When you consider the fact that you’re not out in the 
field with a brand new product or specialty, but some- 
thing that is really in demand, you ought to realize that 
it can’t be hard sledding to land (Turn to Page 88) 





HE necessity for pure air for 

the benefit of our legislators 
and others in the National Capi- 
tol is recognized by the govern- 
ment. The accompanying pho- 
tograph shows C. H. Torbert, 
assistant chief of the heating and 
ventilating department of the 
Capitol, pointing to the new 12- 
ft. cold-air fan which has just 
been installed to cool off the 
House of Representatives. The 
lawmakers make it very hot in 
their chamber once and a while 
but it soon cools off when the fan 
starts up, sending in a fresh 


ozone supply. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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The Most Interesting 
Topic in the World. 






Success 


Except in a General Way it is Always An Industrial Problem—Everyone 
Must Fashion His Own Key to the Door of Opportunity 


By DR. FRANK CRANE 








HE MOST interesting topic in the world that he followed to attain his successful end. 
to the average man is success. One of the Except in a general way, success is always 





reasons the typical man turns first to the an individual problem. There is no blanket 
sporting page is be- recipe for success. 
cause it relates a tale Everyone must fashion 






his own key to the door 
of his opportunity. 
There are no skeleton 
keys opening all doors 
with equal ease. 

Elbert Hubbard once 
gave a valuable defini- 
tion. He said: “This 
is the secret of suc- 
cess: there is no secret 
of success.” 

Every individual is 
different. Every tem- 
perament is particular. 
Every mind works in 
its own way and every 
individual background 
of life creates a new 
combination of charac- 
ter. The individual is 
the distinctive song. 
Elements of character 
form the notes. These 
are universal. Their 
arrangements is dif- 
them. He kept his eye ferent in each man and 
on the big end in view creates the individual. 

to amuse and move The same problem is 


of achievement. The 
winners are featured. 
On the other pages, the 
failures—the _ suicides, 
thieves, divorcees and 
murderers—are given 
prominence. This most 
enticing subject has 
called forth a vast in- 
undation of advice. 
“The secret of success” 
has appeared in a 
thousand varying 
forms. 

Rules follow success. 
The great man achieves. 
Then others decide 
why he_ succeeded. 
Shakespeare writes his 
plays and later critics 
tabulate the rules he 
followed. It is unlikely 
that Shakespeare ever 
laid down iron clad 
rules and followed 











































his audiences—and the met by different tem- 
rules evolved of themselves. He succeeded. peraments in different ways. 
Others wrote ponderous volumes in which they There are certain threads of similarity run- 


attempted most laboriously to give the rules ning through the lives of all successful men. 


Copyright, 1926, by Dr. Frank Crane 





An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 

























February, 1926 THE JOBBER’SMISALESMAN 








Pictorial Review of Electrical 


How Henry Ford converted the old wornout railroad de- 
relict, the Detroit, Toledo and Ironton Ry., into a progressive 
dividend payer, is one of the romances of modern industry. 
Now he has started to electrify the rejuvenated system; that 
work being in progress between Fordson and Flat Rock, Mich- 
igan. Picture shows reinforced concrete trolley arches erected 
on the D. 'l. & I. double-track system between Fordson and 
Flat Rock.—Kadal & Herbert Photo. 











“Where winter is king.” A veri- 
: table, “Fairyland,” is produced by 
the illumination of the toboggan 
slide in ‘Terrace, Quebec, to make 
enjoyment of that thrilling sport 
possible at night. In the back- 
ground in silhouette is seen Cha- 
a teau. Frontenac and the lower 
d town of old Quebec is shrouded in 

darkness below.—Kadal & Herbert 
Photo. 
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Developments 
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In Los Angeles, Calif., a new sub- 
way for interburban trains has been 
completed, which is the first subway 
west of New York City. Novel con- 
trasts featured the ceremony, when 
the interburban started running out 
of the city. Photo shows one of the 
original horse cars of long ago, with 
its old time driver at the reins, who 
led the modern train through the 
boro. M. P. Groftholdt used to twist 
the brake on this one years ago. He 
officiated at the opening as special 
representative of the Subway Corpo- 
ration. The original motive power 
died years ago.—U. & U. Photo 
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Right: Chicago had a 
brand new star in its fir- 
mament, for the lights 
were recently switched on 
to the great mirrored ball 
on the top of the flag pole 
of the forty-seventh story 
addition to the Hotel Mor- 
rison. ‘Ten lights, totaling, 
it is said, 150,000 candle 
power, caused the slowly 
revoiving ball to gleam 
and glow casting rays in 
all directions and high 
into the air. The ball is 
made up of 60 mirrors; it 
is 608 feet above the 
street—U. & U. Photo. 


BELIEF 
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THE 


With the aid 
of this deep 
sea-diving ap- 
paratus, con- 
structed by 
Krupp, Dr. H. 
Hartman of 
New York, 
the leader of 
the American 
Mediterranean 
Expedition, is 
beginning 
scientific —in- 
vestigation in 
the deep wa- 
ters in the 
Bay of Na- 
ples.—P. & A. 
Photo. 
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E. W. Boestler accidently dis- 
covered in a laboratory that water 
and other liquids had the property 
of producing a liquid lens. ‘The 
device has been in experimental 
use, thereapeutically and optically, 
and it is said that at the present 
time two of the largest interests 
in the country are negotiating for 
its use in both fields Heat is dis- 
sipated by the fluid medium com- 
posing the lens, and this increased 
the intensity of the light beam 
projected from the lamp. One ad- 
vantage of the new lens is that 
radiation can be produced for a 
long period for medical purposes 
on the human body without burn- 
ing it or causing discomfort. 

U. & U. Photo. 


Below are shown the world’s largest electrical 
transformers. hey are three and one half “men 
high” and “ten men” in circumference and weigh 
202,200 pounds each. ‘These gigantic transformers 
just completed at the Pittsfield Works of the 
General Electric Co., will be used on a 220,000 
volt transmission system of the Pennsylvania 
Power and Light Co. Never before have trans- 
formers of this physical size and power been made 
in the world. Each is practically 24 feet high 
and about 14 feet in circumference.—P. & A. 
Photo. 
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For Every 
Window-Lighting Need! 


Shallow windows, deep windows—high 
windows, low windows—each may be cor- 
rectly illuminated with scientifically designed 
X-Ray Reflectors. 


The “Jack” and “Jill” reflectors at $4.50 each 
are two of the most popular units for medium size win- 
dows, while the ‘‘Queen” at $6.00 is the running mate 
of the “King” for larger windows. Do not forget the 
No. 33 FLOOD-Ray for unusual effects! 


Every Good Electrical Dealer Sells These! 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 


31 W. Forty-Sixth St. CHICAGO 3113 W. Sixth Street 
New York Los Angeles - 
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KOND{: 


REGISTERy T 01 


THE COST-LESS&sh 


"Listed as Standard by @r 






PATENTS PENDING 















CUTS LABOR COSTS 


Labor is the major cost of all conduit installations. By the use of KONDU THREADLESS 
| FITTINGS these costs are reduced to a minimum. It is so easy to assemble an installation 
with KONDU THREADLESS FITTINGS as compared with the old type threaded fittings. 
Just slip the unthreaded conduit into the fitting, a few turns of the lock nut and the conduit 
is securely gripped with a perfect running ground. 


The only tools required for installing KONDU THREADLESS FITTINGS are hack saws, 
reamers and wrenches, the latter being supplied free with each standard package of KONDU 
FITTINGS. 


Your sales will certainly increase when you stock KONDU THREADLESS FITTINGS. 











ERIE MALLEI 


KONDU DIV. 


DISTRICT OFFICES — NEW YORK — PHILADELPHIA — CHICAGO NN. 
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-BOX 


ER T OFFICE 


NDUIT FITTING 


y@rwriters Laboratories" 
JOBBERS’ HELPS 


Backed by one of the oldest and most reputable concerns in the Malleable Iron 
industry, with its adequate production facilities, its extensive advertising and sales 
promotion program, the Kondu Threadless Fitting will prove a leader for the 


Jobber. 



















Kondu Fittings are truly named “The Cost-less Conduit Fittings.’’ The enormous 
savings in time and materials means greater profits to the Contractor — hence 
quicker and easier sales and more of them. 


The Kondu line offers a splendid opportunity for the Jobber and Jobbers’ salesmen 
to cash in on increased sales. A call to any of the local District Offices will bring | 
a specialist to aid you in any manner possible. Let us tell you all about it. 


Write and ask for | 
“A MESSAGE FOR YOU OF ECONOMIC IMPORTANCE” 





ILE [TRON Co. 


ERIE, PENN’A. 


VNATI — BOSTON — PITTSBURGH — CLEVELAND DETROIT 
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Section showing the triple re- 
sistance coil imbedded in a 


cee aioe | A New 
: | SPACE HEATER 
CHROMALOX ahead in quality 


The trade mark that stands 


for supreme quality and and in price— 


value. Look for it on your 


new space heater. $1 WW As) each 


In Small Quantities 




























Chromalox Space Heaters have fully demon- 
strated their great quality. In bringing out this 
new space heater at a low price, quality was not 
sacrificed. Here you have everything in design 
and materials that has given the Chromalox 
line of space and strip heaters the complete ap- 
proval of users everywhere. 


SPACE HEATERS SHIPMENT FROM 
STOCK 


SH—2150, 2 ft. 500 watts, 110 volts 
SH—2250, 2 ft. 500 watts, 220 volts 
SH—2255, 2 ft. 500 watts, 250 volts 


[n addition to the above space heaters we can ship 70 
different cataloged Strip Heaters from stock. 


A HEATER FOR EVERY 
APPLICATION 














Service—We ship trom stock within 24 hours 





Edwin L. Wiegand Co. a 
422 First Avenue, Pittsburgh, Pa. F 4 


Chicago Office: 20 East Jackson Blvd. Philadelphia Office: 259 N. Lawrence St. Fd 
New England Representatives: Hynes & Cox Elec. Corp., 406 North Pearl St., i 
Albany, N. Y. Pacific Coast Representatives: The Electric Material 
Co., 589 Howard St., San Francisco, Calif. 735 Consolidated - 
Bldg., Los Angeles, Calif. D. H. Braymer Equipment J Pan 


Co., 727 W. O. W. Blidg., Omaha, Nebr. Q 
Se & 
i. + 
Chromalox refractory sheathed strips, rings Fd ~ - 
and space heater with embedded resistor and s Ps) 
the equipment and = precess used in their / we? oe 
manufacture are fully covered by patents is- @ 
sued and pending. Our rights will be rigidly - ° o 
enforced. of 
a vo a 
nid - 
SY 
i so” ae 
Use the Coupon LS w o@ 
& 
age 
The Railway Utility a & ee 
Company of Chi- or ey 
cago is the sole dis- : A Ran : © 
tributor of Chroma- Try this new Pa Se Ps 
lax Strip Heaters Space Heater “” Br “ ie 
for use in heating Yi oa ae i or 
of railroad and and let us > “ig aor > 


street cars in United 


i ff s 2 & x 
States and Canada. prove our claim oi * ore s 
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Representative Jobbing Establishments 


Piedmont Electric Company, Asheville, N. C. 
































Photo to left shows 
the sales service sec- 
tion of the Asheville 
house of the Piedmont 
Electric Co., Asheville, 
| a 

















Photo to left 
shows the _ Pied- 
mont Electric Co. 
branch at Greens- 
boro, N. C. 











Photo to right 
shows the back of 
the Piedmont 
building at Ashe- 
ville, N. C. 











Photo to right shows 
the left hand aisle of 
the first floor stock 
room in the Piedmont 
building, Asheville, 
N: Ci 
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Charles P. Scott 


Treasurer, Royal-Eastern Electrical Supply Co., New York 





February, 1926 





THE JOBBER'SfAI)SALESMAN 25 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


MEN YOU SHOULD KNOW 
Charles P, Scott Sti Electrical Supply Co. 


decided thoughts and decided manners. In business, 

as in his every-day life, a thing is either right or 
it is wrong. Mr. Scott walks the chalk line of business 
ethies with scrupulous accuracy himself, and asks the 
same of those with whom he comes in contact. It is upon 
this simple understanding that the success of the Royal- 
Eastern Electrical Supply Co. 


1: IS said of Charles P. Scott that he is a man of 


county he has a farm where he keeps nothing but dogs, 
with two men to look after them. He specializes in wire- 
haired fox-terriers and Irish terriers. Just now “Corliss 
Champion” and “Gowary’s Masterpiece” are his par- 
ticular pets. If, at any time, you were to call upon him 
and be told that he was out of town and no one knew when 
he would be back, you could put it down at once that he 

was following his dogs. He goes 





has been built. 


Similarly, with the internal 
operations—the methods of do- 


History—Dogs— 


with them to practically every 

show of note in the country. 
And it speaks well for the 

organization of his company 


ing business. Some cannot a ; 
conduct their affairs unless sur- Business that he can drop things on a 
rounded with all the parapher- moment’s notice and follow the 
nalia of modern “system.” One O ONE ean accuse Charles terriers. In quite the same 


time a certain well-known New 
York jobber went to Mr. Scott 
and said: “Charlie, I am not 
very sure about this fellow up 
on St. He doesn’t look 
any too good to me, but we 
don’t seem to have anything on 
him. What do you know—do 
your credit files show any data 
on this account?” Mr. Scott 
reached over and patted him 
on the knee and replied: “‘Cred- 
it files? We don’t have such 
things. Don’t kid yourself. 
You won’t make any money on 
credit files, you'll only spend 
money on them.” 

The other jobber was aghast 
at such heresy. But, again the 
answer, as he well knew, was 





P. Scott of having a one- 
track mind. He knows the his- 
tory of the electrical business, as 
few men know it, from the days 
when the first Edison installa- 
tions were being made. Of dog 
lore, he could fill several books, 
and he is the owner of some of 
the best terriers in the country. fond. 
When it comes to electrical job- 
bing he knows it forwards and 
backwards as well as from the 
ground up; his competitors in 
the New York Metropolitan 
District concede this at the same 
time that they add a word in re- 
spect for his fairness in business, 


casual way Mr. Sweeney, the 
president, will throw the busi- 
ness reins over the dashboard 
and with Mrs. Sweeney and 
their three children spend two 
or three months in Europe, 
which is their favorite pastime 
aside from playing golf, of 
which they are both ardently 


Another thing that interests 
Mr. Scott outside of the imme- 
diate affairs of the company is 
the history of the electrical in- 
dustry. He is quite an his- 
torian in that line and probably 
has more “‘first issues” of cat- 
alogs of electrical manufac- 
turers than any other man in 
the industry. 

He can extract from the 











that the Royal-Eastern has al- 
ways prospered and the man 
who sat before him and uttered these astounding words 
had made a personal fortune out of the electrical. jobbing 
business. , 

The answer to the success of this company, no doubt, 


lies in the one fact, more than anything else, that its twe» 


principals, Charles P. Scott and president John D. 
Sweeney know the jobbing business from the ground 
up as few understand it. Mr. Scott has gained this 
knowledge through long years of close application—from 
the time when sockets had wooden bases and 16 candle 
power lamps came 250 in a barrel and sold for 75c less 
10. 

It is a far jump from the jobbing business to dogs, but 
lest the reader, from the foregoing come too quickly to 
the conclusion that Mr. Scott is an austere man and bound 
up in the intricacies of discounts and standard packages 
it is best to mention them at this point. Salesmen and 
others are not to use this information with ulterior 
motives, but if they wish to see his face light up they 
should just mention dogs—his hobby. Up in Westchester 


archives of a massive roll-top 

desk the Holtzer-Cabot catalogs of 1896; the first Pass 
& Seymour catalog, with enclosed discount sheet written 
in pen and ink; the first catalog of the Trumbull Electric 
& Mfg. Co., 1904; Edison Lamp Works; one of the first 
Bryants—a 6 by 9 in. affair of eight pages; Lundell fan 
motors of 1897; Perkins Electric Co. of 1896, and so on. 
He will point out to you certain Darwinian reversions 


‘to type by calling your attention to things that were quite 


the rage a quarter of a century ago, then dropped out of 
sight and have since been resurrected in almost the 
original form and put out as new discoveries. For ex- 
ample, one the the earliest appliances was a cigar 
lighter, which many will think is a development of com- 
paratively recent times. 

In those days sockets sold for 75 cents each in case 
lots. Dan Spruance was the first one to upset the apple- 
cart when he cut the price of the old “Star” socket 
to 45 cents at one slash and the electrical world was 
supposed then to come to an end. Jobbers then sold 
frictional electricity machines, (Turn to Page 98) 
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Special News From The South 


Southern Electric Prospects 
Good 
The Southern Electric Supply Co., 
Atlantic, Ga., reports that its busi- 
ness is showing such an increase that 
it is looking forward to the largest 
year in the history of the company 
for 1926. 
J. M. Hill is a new salesman with 
the company. Mr. Hill will travel 


northern Georgia. 
* * * 


Virginian Folks 

On December 28 and 29 the regu- 
lar winter sales meeting of Virginian 
Electric, Inc., took place at the office 
in Charleston, W. Va. On the night 
of the latter date the annual dinner 
was held at the Kanawha Hotel. The 
guests included Manager C. S. Daw- 
son of the local American Gas & Elec- 
tric Co. interests and several of his 
officials; Carl Scholz, vice-president 
of the Raieigh-Wyoming Coal Co. and 
a director of Virginian Electric, Inc.; 
W. E. Schramm, representing the mer- 
chandise division of the General Elec- 
tric Co.; the local office and 
salesmen of the General Electric Co., 


force 


and the officials and office personnel 


of Virginian Electric, Inc. President 





Meet A. J. McCall, manager of the 
Graybar Electric Co.’s Baltimore house. 
We have another with the hat off but Mac 
made some blood-curdling threats, so we'll 
use this one. 





E. M. Keatley presided and called on 
several of those present for im- 
promptu talks, as no formal program 
was arranged. 


Increase in amount of clerical work 
in connection with the sales and audit- 
ing departments has rendered the 
present office quarters of Virginian 
Electric, Inc., cramped and _ inade- 


quate. Accordingly within the next 
month an enlarging and rearrangement 
of offices will take place. The new 
quarters will not be elaborate, but will 
be arranged to eliminate as far as pos- 
sible the shortcomings of the old 


offices. 
* * * 


Theobald-Jansen Building 
Re-occupied 

The Theobald-Jansen Electrical 
Co., Louisville, Ky., has just com- 
pleted removal back into its regular 
quarters at 514 West Main Street, 
which the company was forced to 
vacate when the building was swept 
by a disastrous fire back in July. Tem- 
porary quarters were maintained at 
another location while repairs at the 
Main Street plant were made. 

In remodeling the quarters at 514 
West Main Street, making them prac- 
tically a new home for the business, 
the company has included modern 
equipment in all departments and 
these improvements are certain to help 
the entire organization in giving cus- 
tomers the best of service, as well as 
making this electrical jobbing estab- 
lishment one of the most up-to-date 
supply houses in the South, it is 

















can make out in the front row, left to right: A. R. Trussell, 
salesman, Tulsa, Okla.; D. W. Gaston, salesman, Waco; L. M. 
(Sparkplug) Mitchell street lighting specialist, Dallas, and H. 
D. Puckett district sales manager of the Edison Lamp Works, 
Dallas. 


The group at the left shows a number of Southwest General 
Electric order hustlers--M. C. Huie and his pipe, city salesman, 
Oklahoma City; F. A. Snyder, radio specialist, Dallas; H. G. 
Winn, city salesman, Dallas, and E. W. Karnes, city salesman, 
Dallas. The group at the right is a little light struck but you 
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10 Points of 
Superiority 


No. 1 


20% MORE CAPAC- 
ITY than other fans of 
the same diameter, speed 
and power consumption. 
Due to improved blade 
design and setting these 
fans deliver the maxi- 
mum amount of air di- 
rectly forward and with 
no stray streams thrown 
off at a tangent. Ve- 
locity at the center is 
approximately the same 
as at tip. 






















You'll never have a ‘“‘Comeback’’ when you sell the 
“Buffalo Breezo."" The fan is made to do its job con- 
tinuously, quietly and without attention. 


We guarantee every “Buffalo Breezo’’ Propeller Fan 
to be perfect—and if found otherwise will replace it at 
our expense. 


You can sell this fan with the assurance that it will 
handle more air than any other on the market. 


Why not get started now? If you haven't our com- 
plete data and prices write TO-DAY! 





Garages find that the 
best way to exhaust poi- 
sonous fumes is to in- 
stall a “Buffalo Breezo” 
at the rear of the garage. 
his = a — 
gases, awing in fres 
air from the front of 
the building. 
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Buffalo Forge Company 
201 Mortimer St. 








Buffalo, N. Y. 
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pointed out by Edward J. Theobald, 
president of the company. 

Some of the most notable improve- 
ments in the new arrangement are 
the office and accounting departments, 
which are equipped with new furni- 
ture and the latest type of steel filing 
cabinet system. Proper distribution 
of light is assured by the installation 
of the latest design of lighting fix- 
tures, which with other electrical 
equipment installed offers the maxi- 
mum in efficient service. 

The store and salesrooms offer a 
combination of attractiveness and ef- 
ficiency, and include all the latest fea- 
tures of improved arrangement for 
rendering service to the trade. Fix- 
ture display booths are arranged most 
artistically, to show to advantage the 
merits of lighting fixtures when- in- 
stalled in the home. This fixture dis- 
play is arranged for the benefit of the 
electrical dealer and contractor, giv- 
ing them and their customers a large 
selection of the latest designs of elec- 
trical lighting equipment and more de- 
sirable effects than could be obtained 
by displays in the dealers’ stores.” 

Tiers of shelves that will accom- 
modate adequate stock of general 
electrical merchandise in a manner 
making it accessible to the stock 
clerks are a special feature of the 
stock room. This arrangement facili- 
tates the filling of orders, eliminating 
even the slightest delays. 

The shipping department facilities 
have created considerable interest, 
particularly the electric hoist and con- 
veyor which handle the heavy mate- 
rials from the storage place to the 
company’s trucks, parked in the rear 
of the building. With this modern 
apparatus one man can handle a ton 
of materials as easily as a pound car- 
ton could be handled. 

* * * 

Sitting Pretty in Baltimore 

“Business conditions in Baltimore, 
Virginia and North Carolina during 
1925 were very materially better than 
for the past three or four years and 
the outlook for 1926 for all electrical 
jobbers doing business in those sec- 
tions is exceptionally encouraging and 
there is no question but what this 
year’s volume will far exceed that of 
1925.” This is the encouraging re- 
port from the Baltimore Electrical 
Supply Co., Baltimore, Md. 

T. G. Hardesty, Jr., for so many 
years manager of two of the promi- 








F’even’s sake, pipe the “Valentinos.” It’s 
the “scrap iron quartet” of the Matthews 
Electric Supply Co., Birmingham, Ala., 
who entertained at the company’s annual 
banquet held January 2. The gent with 
the Mussolini makeup is none other than 
W. S. Black, salesman. The head waiter 
with the “horse-feed” hat is T. B. De- 
Ramus, salesman. The “warning to moth- 
ers” who had to eat standing up (a worth- 
while precaution) is J. H. Kelly, manager 
city sales. Last but not least comes “Lit- 
tle Boy Blue” with his hoop at his feet. 
Oh, yes, it is M. G. Williams, sales man- 


ager. 





nent jobbing houses in Baltimore, is 
now associated with the above com- 
pany and will assist in handling the 
increased volume of business antici- 
pated in 1926. 

Notwithstanding there have been 
new electrical jobbers in the field in 
Baltimore and North Carolina during 
1925, price conditions in this section 








Introducing S. Jensen, who operates in 
the wholesale store of the Electrical Sup- 
ply Co., New Orleans, La. He combines 
aggressiveness with plenty of courtesy and 
diplomacy. 





are fairly stable and all are anticipat- 


- ing a profitable 1926 business. 


x * * 
Lazard Appointed Sales 
Manager 

Jules C. Lazard has been appointed 
as manager of sales for the Electrica! 
Supply Co., New Orleans, La., and 
assumes his new position immediately. 
Mr. Lazard’s is a well earned promo- 
tion and one that comes to him because 
of his sales ability, and close atten- 
tion to duty through the nine years 
that he has been with the Electrical 
Supply Co. 

In addition to the reputation Jules 
has as a “‘go-getter”’ in business he has 





Jules C. Lazard 


quite an enviable reputation in am- 
ateur athletics, ranking second in the 
state with regard to golf. He is also 
an effective baseball pitcher and a few 
years ago was very seriously consid- 
ering a career as a professional, which 
idea, however, we believe he has about 
given up. Next to selling, however, 
Jules likes golf best, and his many 
friends (who are numbered by his 
acquaintances) are looking for him to 
pile up some brilliant plays along both 
lines during the coming year. He is 
both energetic, tactful and ambitious 
and will undoubtedly score some re- 
markable successes in his new posi- 
tion. 

The company held its annual sales 
conference between Christmas and 
New Years. Many factory represen- 
tatives were present and it was a 
strictly stag affair except on the day 

(Turn to Page 32) 








February, 1926 THE JOBBER’SfJ|SALESMAN 29 





‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Z >. ~~, , * 
Murray Body Corporation, Detroit, Mich. 


Out of the Way 


When Not in Use 


HEREVER careful consideration must be 
given industrial lighting problems, there 
you can profitably suggest the use of the Reelite. 


For the Reelite, with its unkinkable cord — automatically reeled 
and unreeled — saves space, saves wear and tear on cords and, 
above all else, is instantly and easily available when needed, 
which saves time. 


Further, the use of the Reelite in lighting installations so 
increases the efficiency of the workers as to assure a very 
material increase in production. To suggest their use to those 
industries on which you call is good business. 


For further information, write 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue 
CHICAGO, U.S. A. 


NEW YORK LOS ANGELES 
265 Canal Street 340 Azusa Street 


Reelite 


The Handy Light on a Reel 
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‘The One Ventilating Fan Thats Made 
Lested, Sold % Guaranteed asa Complete Vnit 
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ott s the truth about the growing interest in Correct Ventilation that will 

interest every Jobber’s Salesman who is out after big business: Read the i ) 
at questions and note the answers which are the result of a National Tc 
and impartial survey made amongelectrical appliance dealers October 15, 1925. 


3500 Dealers 


‘Were Asked ‘Ihese Questions 





Have you noticed an increased in- What influenced you in selectin3, 
terest in electric ventilation in this particular make—price, qual- 
your city? ity or consumer demand? 


73% reported consumer demand 
and made favorable mention of 
quality and price. 


66% answered ‘Yes’, 


From your observation, what make From a sales viewpoint, what, in 
of ventilating, equipment is most your opinion, is the most import- 
widely used in your city? ant feature of this fan which you 
are sellin}? 

80% referred to the ILG Fan and 
regarded the fully enclosed, self- 
cooled motor as the most import- 
ant feature. 


What make of ventilating, fans do Bi, pis 

you sell? In your opinion, what ventilating, 
fan is best known to the public? 

54% replied they sold ILG exclu- 78% replied ILG. The other re- 


sively, while 87% replied that sles were spread among eight 
they handled the ILG Fan. different makes. 


61% answered ‘ILG’ and 39% 
named 12 other makes in their 
replies. 


TP MESE statements, from many of the foremost electrical 
merchants in the country, afford substantial evidence 
of the growi ~ ne ne in Correct Ventilation and proves 
that the ILG Ventilatin3, Fan is the choice of the public 
and is recommended by dealers everywhere. Few other 
lines of electrical merchandise afford greater possibilities 
in cash sales and repeat business than ILG Vemgilanee’ 
Equipment, and for 1926 we offer 4 aero Jobbers 


sreater cooperation than ever before—write for information. 


ILG ELECTRIC VENTILATING CO., 2854 N. Crawford Avenue, CHICAGO, ILL. 


For Offices, Stores, 
Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 



























































32 


THE JOBBER'S/IJSALESMAN 








devoted to fans when “Lou” Wylie 
horned in to get sufficient inspiration 
and information to back the work of 
the bunch up with some of her 
“peppy” sales letters on the subject 
of fans when they got back in the ter- 
ritory. 

William Duffy has been taken on 
by the company to take charge of the 
city service department and to be re- 
sponsible for personal contact between 
the house and its customers. Mr. 
Duffy has been with the company six 
years. 

* * * 


Southern Electric News 

The Southern Electric Co. started 
operations November 1, 1919, at 1104 
E. Cary St., Richmond, Va., as a 
branch of the Southern Electric Co., 
Baltimore, with a force of seven peo- 
ple. It now has 82 on the payroll. 
It has always catered to business in 
Richmond and vicinity, and in the 
state of North Carolina. 

Sept. 1, 1925, it moved into a new 
reinforced concrete two story and 
basement building erected at Fourth 
and Canal Sts., which contains about 
25,000 sq. ft. and which is admirably 
adapted in every way for the purpose 
of electrical wholesaling and with 
every modern facility for conducting 
a jobbing business. 

On Jan. 1, 1926, the company took 
over from the Baltimore house terri- 
tory in Virginia which had been served 
by Baltimore, and which it was 


thought could best be served by Rich- 
mond. This consists of the entire state 
of Virginia, with the exception of 
Norfolk and vicinity, which is served 
the 


by the Norfolk house, and 
northernmost points in the state. 
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“We are enclosing herewith photograph of our new building completed September 
1,” writes the Cabell Electric Co., Jackson, Miss. “This building was erected especially 


for use in the wholesale distribution of electrical supplies. 


We have approximate, 


15,000 sq. ft. of floor space and have an additional 12 ft. at the side of the building 
and a foundation for four stories which can take care of our expansion.” The terri- 
tory which the company works is all of Mississippi and north Louisiana. 





The business in western North 
Carolina has grown to such an extent 
that it was found necessary to open 
a house in that section. Charlotte was 
selected, and a building was obtained 
at 222 W. First St., especially 
adapted to jobbing needs. The house 
was put into operation about Feb. 1, 
1926, under the management of Clyde 
J. Young, who has been with the 
company more than five years, as 
traveling salesman in the territory 
mentioned. Mr. Young will have with 
him -an efficient staff. 

Charlotte will be under the super- 
vision of H. R. Weisiger, vice-presi- 
dent of the company, who, since it 
was opened, has had charge of the 
Richmond business. Others of the 
Richmond management are: H. F. 
Rodgers, sales manager; E. J. Davis, 
financial manager; M. B. Ehmig, 
service manager. All of them have 
been in the electrical supply business 





— 


New Home of the Southern Electric Co., Richmond, Va.—A Substantial Building 
of Reinforced Concrete, Brick Faced and Admirably Designed 


for the Jobbing Business 





many years and are thoroughly ca- 
pable. 


* * * 
Piedmont “Doings” 

“Admit one good appetite backed 
by your presence” was the invitation 
that was open sesame to the Piedmont 
Electric Co.’s banquet, Wednesday 
evening, December 30, in the Wisteria 
Room, Battery Park Hotel, Asheville, 
N. C. 

There was no question but that the 
40 present, comprising the force of 
the Asheville house and eight invited 
guests, needed no further instructions 
on how to proceed when they sat down 
to an old fashioned turkey dinner with 
all the trimmings and a good program 
thrown in. Mrs. Frank Hale of Rog- 
ersville, Tenn. who was formerly Miss 
Edith Mitchell and who for several 
years was with the company was one 
of the honor guests. Mr. Weller, with 
an excellent line of cartoons illustrated 
the most safe and rapid way of hand- 
ling soup at the table. S. P. Burton, 
a former stockholder in the company 
was another guest and equipped with 
policeman’s cap and billy, he had or- 
ders to arrest those who did not smile 
or did not seem to be having a good 
time. It is almost needless to say 
that he was just about as busy as a 
snow shoveller in July. 

Oakley C. Mills, vice-president, 
Miss Alinda B. Moore, assistant to 
the manager and Lavon G. Sarafian, 
had charge of the program and that 
they handled this most effectively is 
evidenced by the fact that everyone 
present voted this to be the most en- 
joyable banquet of the 21 that the 
Piedmont Electric Co., has held during 
the 24 years it has been in business. 
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Elliptical Angle 
Reflector Socket 











For Lighting from 
the Side 
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Published in the interest of a more complete 
fellowship with Jobbers’ Salesmen everywhere 


by the aaenien Electric Mfg. Co. 


For Heavy Duty 
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Rating Reflector Equipment for 
ie Inside Frosted Mazda 
‘“‘A”’ Lamps 


Mazda Type “A” Inside Frosted lamps 
which are being distributed by lamp 
manufacturers will eventually replace all 
other Mazda lamps up to and including 
100 watts. 

This will impose changes in reading 
lamp ratings on present package labels 
and Benjamin reflector ratings as shown 
in Catalog 24 under heading ‘Size of 
Lamp, Watts.” 

The new lamps are readily usable with 
present reflector sizes, either on new 
jobs or for replacement in existing re- 
flector installations. In some instances 
in order to correctly center the new 
lamp, so as to preserve the original re- 
flector distribution curve, an adapter may 
be used. For this purpose Benjamin 
No. 91 Extension Socket is available. 


Information Sheet Ready 


An information sheet, giving full in- 
formation with regard to changes in Cat. 
24 reflector ratings and giving the cat- 
alog numbers of reflector equipment 
rated for Type “A” lamps, covering each 
type of Benjamin lighting equipment is 
being distributed. Extra copies of this 
information sheet will be glady sent on 
request. 

_ > 


a pose a noe 


“Mop Up’ * With the 
Betitan’ in Plan Book 


The Benjamin Industrial Lighting 
Campaign is doubly effective when used 





as a follow-up. 
Experienced campaign 
have found that the greatest results 
were obtained after the intensive cam- 
paign had been closed, but in order to 


conductors 


obtain these results it was necessary to 
do a great deal of follow-up work. 
Salesmen’s calls and about two follow- 
up mailings have been the most effective. 

The Benjamin Industrial Lighting 
Plan Book contains six good letters on 


Industrial Lighting, any one of which 
can be used as a follow-up to the Na- 
tional Industrial Lighting Activity. 

Why not pick out one or two of these 
letters, send us your list and stationery, 
and we will be glad to have the whole 
mailing made up and sent to you ready 
for stamping and mailing? 


‘Eventually! Why 
Not Now?”’ 


Mr. M. D. Romaine of the Romaine 
Hardware Company, Hackensack, N. J., 


ne 





is a better lighting enthusiast. He has 
sent us a list which he very carefully 
combed from his telephone directory to 
which he sends out lighting literature. 
He has equipped his store so that it is 
a real demonstration of the benefits to 
be obtained from the use of correct 
lighting. His letter enclosures are 1n- 
vitations to visit the store and talk over 
correct lighting. 

We will be glad to send out direct 
mail material on lighting to any lists 
that we secure. Either on our own sta- 
tionery or on the sender’s stationery. We 
believe such go-getter methods are pro- 
ductive. 


Mr. E. T. Rees has just been added 
to the sales force of Benjamin Electric 
Mig. Co., to cover Indiana and Ken- 
tucky. For the present his address is 
R. F. D. No. 4, Evansville, Ind. 


¢ , 





Vous One 








MAKE THIS AN 


CHRISTMAS 


amin Electrical Gifts at 
oe oe mee all ocher oh 
Gadgers ” 
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“ELECTRICAL 

















Here is the Christmas number of London’s Benjamin Reflector. It is 
beautifully printed in three colors and full of good cheer and interesting things. 
We think we’re smart, but this is the time when they put one over on us in 
Merrie Olde England. Hats off to Campbell. He’s the ‘‘Guy” that runs 


Benjamin Electric Limited. 
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The National Industrial anes 
Activity Is Going Over ~ 


One Thousand Two Hundred and Nineteen Com- 
munities Participate---Represent 37,921,575 
Population or 53.2 per cent of Population 
Reached by Electrical Services 


Glowing Reports Arrive From All Sections 


Think of it! Over half of the popu- 
lation reached by electrical services are 
now under the swing of the Industrial 
Lighting Activity of the National Elec- 
tric Light Association. One thousand, 
two hundred and nineteen communities, 
representing a population of 37,921,575 
are participating in the big urge toward 
better industrial lighting. 


Derry s Doings DelightUs 


The results obtained to date in Cincin- 
nati under Chairman H. W. Derry, have 
been remarkable when figured in terms 
of sales per call, units per sale and wat- 
tage increase per sale. Such a showing 
is a striking tribute to the direction un- 
der which Cincinnati salesmen have had 
the opportunity of working. 

Dayton Hits High 

A report from the Dayton Power and 
Light Company covering a week in De- 
cember shows that as a result of 28 calls, 
3,994 reflectors were sold, the load in- 
creased 523.5 kw. and that 17 other 
specifications were prepared involving the 
addition of 4,957 reflectors and increase 
of 711 kw. One outstanding job was the 
machine shop of the Delco Light Plant 
No. 1 where 260 reflectors replaced 72 
old reflectors, the increase being 17.4 kw. 
Pittsburgh District Active 

The Electric League of Pittsburgh re- 
ports that a foundation has been laid in 
that city for a very excellent campaign. 
Every detail has been followed, includ- 
ing newspaper advertising, direct mail 
advertising and film presentations being 
made before Service Clubs and other or- 
ganizations throughout the city. 


A permanent exhibit has been installed 


Institute of Technology. 
Trial installations have also been in- 
stalled and twenty men are making per- 
sonal calls on a selected list of approx- 
imately 1,800 people. In the West Penn 
Power District, which has lines extended 
in six counties in Western Pennsylvania, 
trial installations are being placed in rep- 
resentative industrial plants in eighteen 
cities. Executives have been invited to 
observe the results of better lighting and 
layouts are being made from time to 
time for other industrial plants in this 
territory. Excellent results have been ac- 
complished. 

The League has been able to gain the 
support of the lamp and reflector manu- 
facturers as well as from the jobber spe- 
cialists who are assisting the Duquesne 
Light and West Penn Power Companies. 

The cities of Erie, Johnstown, Sharon, 
Ridgway and Oil City are being worked 
on at the present time and encouraging 
reports are expected. 


at Carnegie 


From Maine to California 

There is no geographical limitation in 
this activity. Toledo, Ohio, has stepped 
into the limelight; Philadelphia is con- 
tinuing its activity; Maryland and Vir- 
ginia are rolling up a big score; and the 
native sons are doing their well known 
kind of a good job all along the Pacific 
Coast. Chicago, under the able direction 
of E. D. Tillson, has kept a busy and 
steady stride toward new installations. 
Several remarkable meetings of the va- 
rious electrical interests have been held; 
a vast amount of preliminary work has 


been done; many surveys are in the hands 


of interested industrial executives and the 
indications are that Tillson is running 
strong for a good look at that big first 
prize. 


Along the Line 


The Benjamin organization in every 
part of the country is tied in pretty 
tight on many phases of the activity. 

In many communities we are working 
directly with the other electrical men on 
local committees, following the general 
plan of the Industrial Lighting Commit- 
tee. In addition to this our men are se- 
curing lists of industrial plants and we 
are circularizing these lists with good 
lighting literature. A number of central 
stations, jobbers, contractors and _ local 
committees are using the Benjamin Plan 
Book to supplement or follow up the 
National Committee’s program. 


Down in ArKansas 


Mr. Gosswiler has secured lists of 
industrials from the Arkansas Central 
Power Co., and the Fort Smith Elec- 
trical Supply Co., at Fort Smith, Ark., 
and these have been circularized. The 
industrial plants around Moline, Rock 
Island and Davenport have been sent 
lighting literature and follow-up letters. 


Way Out in Washington 


Mr. Carlson has secured industrial 
lists from the Washington Water Pow- 
er Co., Spokane, and these will be fol- 
lowed up. 

Mr. W. R. Mathews, Illuminating En- 
gineer of the Washington Water Power 
Co., is a consistent plugger for better 
industrial lighting and is very active. 
Mr. W. R. Clark, of the Puget Sound 


A Spring Reducing Exercise—Chasing Down the Last Thin Dime of the Ad- 


vertising Appropriation. 
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Power & Light Co. is heading up some 
good work, along with his assistant, Mr. 
H. H. Whitted. Several lighting broad- 
sides have been sent to industrial lists. 


Kansas Comes Through 


Mr. Westberg reports that Mr. Har- 
ris of the Kansas Gas & Electric Co., 
Wichita, has set up a demonstration 
and groups of industrial plant executives 
are being shown the advantage of good 
lighting. 


Hail New Jersey 


Mr. Ferguson reports a splendid ac- 
tivity in New Jersey with some fine re- 
sults in increasing illumination, raising 
lighting standards and in the sale of 
lighting equipment and wiring devices. 

The Public Service Co. of New Jer- 
sey carried out the full program laid 
out by the Industrial Lighting Commit- 
tee, making 3,500 direct calls on indus- 
trial plants. Mr. W. T. Blackwell gave 
a series of lectures in the New Jersey 
territory; the Western Electric Com- 
pany carried om a newspaper and direct 
mail campaign, and the Beller Electric 
Supply Co. and the Newark Electric 
Supply Co. put on special campaigns. 

On the roll of honor in New Jersey, 
the following men under the direction of 
Chairman Wm. Halsey should be men- 


‘ 


tioned: Mr. Charles Gallo, of Mr. 
Blackwell's office;. Mr. J. F. 
and Mr. Wm. G. Morrison, Newark; 
Mr. P. Bielitz, West New York; Mr. J. 
McQuestion, Jersey City; Mr. H. Frey, 
Paterson; Mr. W. Redmond, Hacken- 
sack; Mr. Wm. Christie, Trenton; Mr. 
H. G. Otis, Elizabeth; Mr. J. Lee, Cam- 
den. 


Leonard 


In New York State 


In New York, Kingston, Newburgh 
and Poughkeepsie conducted active and 
successful campaigns. Mr. T. M. Barr 
was very effective here. Syracuse, N. 
Y., is putting up a permanent exhibit. 
Mr. Harvey N. Smith is in charge of 
the work and our Mr. H. M. Paul is 
assisting. Robertson-Cataract Electric 
Co. has been conspicuous for its activity. 


Up in Canada 


The Montreal Industrial Lighting 
Committee is actively at work. Over 
300 factories in Montreal have been 


listed and letters and circulars are being 
sent out and surveys being made. 

The machine shop of Darling Bros. 
was equipped as a demonstration layout 
and industrial executives are being in- 
vited to visit this installation. The 
Montreal committee reports a very fav- 
orable reception upon the part of the 
industries and the various electrical in- 


terests are cooperating in a fine way. 
Mr. H. Thompson, of Montreal Light, 
Heat and Power Consolidated, secretary 
of the committee, and Mr. J. A. Gibson, 
of the Benjamin Electric Mfg. Co., are 
calling on industrial plants. 


Now, for the Money 


The good work already done and the 
results achieved, splendid as they are, 
are only the beginning. The big returns 
will continue to come in for some time. 
Industry has had an awakening to the 
advantages of good lighting. It is sold 
on the idea as it never was before. But 
it isn’t always expedient to make the 
change over just when the campaign is 
on. 

We believe that the potential or latent 
possibilities dwarf into insignificance, 
almost, the prospects for immediate re- 
turns. It is these latent prospects that 
must be followed up. In these cases 
our Industrial Lighting campaign is ad- 
mirably adapted to supplement and fol- 
low up the present activity. 

We will be glad to give every assist- 
ance to round out and extend the cam- 
paign, so that the last full measure of 
success may come to those who have 
worked so hard. If you know of any 
who have exhausted their own resources, 
tell them to get in touch with us. We 


may be very helpful. 





_— 


an 





Birmingham toHave 
Electrical Show 


What promises to be a flashing, spark- 
ling good Electrical Show, sponsored by 
the Alabama Electric League and the 
Birmingham News, will be staged in the 
City Auditorium at Birmingham the 
week of March 15., 

Benjamin Electric Mfg. Company will 
have a prominent exhibit in which Indus- 
trial Lighting Equipment, Show Window 
and Show Case Lighting Equipment, In- 
dustrial Signals and Panel Boards will be 
shown, with M. L. Tice in charge. 


Elliptical Angle Re- 
flectors for Hockey 
Rink Lighting 
The Charles H. Austin Co., has made 
a fine installation of Benjamin Elliptical 
Angle Reflectors for illuminating an ice 
skating and hockey rink at Nashua, N. H. 
Mr. Wm. Christensen of the Austin Com- 
pany was responsible for the layout 


which is very satisfactory. 
* * * 








The Wetmore-Savage Company, Bos- 
ton, Mass., has inaugurated a house 


bulletin which will be called “Store 
News.” Its purpose is to encourage a 
more friendly relationship among the 
fellow-workers of the company, a more 
personal interest in the organization 
and to provide a medium for the in- 
terchange of information of all kinds. 

The Advisory Board is composed of 
Miss MacFarlane, Mr. Jack Marland 
and Mr. M. Nickerson. The reporters 


a 


om 





are Miss Donovan, Miss Kimball, Mr. 
James F. Gallagher and Mr. T. Nel- 
son. The editor is Mr. S. D. Lawrence. 

The first issue is full of interesting 
news items, some good philosophy and 
altogether we believe that “Store 
News” is going to do everything for 
the company and its co- 
workers that is expected 


ADDINGTON IN A LITTLE SALES STRATEGY 
FAIR YOUNG THING—My father gets passes everywhere. 


BIRCH—What railroad is he with? 
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The Benjamin Reflector 





One of the developments of engi- 
neering architecture is the planning of 
splendid structures for the housing of 
industrial occupations. While great 


if Lm ae 


There Are No Dark Hours Here 


modern factory building is the matter 
of lighting. You will see that so far 
as possible there are placed openings 
for the inletting of light from every 























In the Dalton, Ga., Plant of the American Thread Company. 


strides have been made in residence, 
commercial and public building plan- 
ning, equally important advances have 
been made in industrial structures. 
One of the most interesting things 
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side available and from above in as 
great a quantity as the structure and 
layout will permit. 

In addition to all of the provisions 
that is made for daylight however 
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Note How Daylight Illumination is Made Good by the Lighting Equipment. 


the reflector and lamp salesman can 
do is to give careful scrutiny to the 
advertising which is being placed in 
various engineering, architectural and 
industrial magazines demonstrating the 
modern method of planning a factory 
lavout. 

In every instance one will find that 
element in the 


the most important 


you will notice that in every modern 
factory layout provision is made for 
electric lighting, the equal of or su- 
perior to that which is possible in the 
same layout with clear daylight. 
When planning a new industrial 
building, there is absolutely no ques- 
tion about the desirability of a con- 


tinuous level of high-class illumina- 


tion whether it be daylight or arti- 
ficial. If this is true with the plan- 
ning for the new building is it not 
more than ever true with regard to 
thousands upon thousands of factories 
which are housed in congested areas. 

We believe that one of the best 
things a reflector and lamp salesman 
could do is to make a study of and 
procure a collection of modern “no- 
dark-hours” industrial lighting exhibits 
as a means for convincing the present 
factory owner that he stands to lose 
every day he neglects improving a bad 
lighting condition. 

The illustrations herewith which 
were taken in the newly equipped Dal- 
ton, Ga., plant of the American Thread 
Company is a case in point—there 
are no dark hours there. 


\ , ) 


A Benjamin Book 
that Sells Lighting 


The Benjamin booklet “Correct Illum- 
ination for Industry,” plays an impor- 
tant part in Industrial Lighting cam- 
paigns all over the United States. The 
past three months have seen requests 
from many sections calling for from 
ten to five hundred copies to be used 
as a follow-up piece in answer to in- 
quiries. 





*x* *e * 


“Jerry” Gross of Walker & Kepler, 
Philadelphia, Pa., has installed an ingeni- 
ous electrical contrivance on his door 
bell line. Consists of a small switch 
capable of turning off current and used 
when “Jerry” spots peddlers first. Al- 
most forgot to mention that from now 
on it will be “Mr. and Mrs. Jerry”, 
“Mrs.” formerly being Miss Agnes Louise 
Carlisle. 








* * * 





James A. Murray, who was with the 
Illinois Electric Company, at Los An- 
geles, Cal., for thirteen years, is now 
Manager of the Kingsport, Tenn., 
branch of the Gemmell Brothers Com- 
pany. 





~ 


Mr. W. F. Kuhn, President, Security 
Radio Electric Co. St. Louis, Mo., 
writes that they are enjoying a phenom- 
enal business. The company has recently 
issued an unusually fine catalog, cover- 


ing an extensive line of radio products. 
x ok * 


* * 








Mr. Dan R. Longe, formerly with 
Western Electric Co. at Canton, Ohio, 
and G. W. Smiley, formerly Sales Man- 
ager of the Commercial Electrical Sup- 
ply Co., Detroit, are now with the Gray- 
bar Electric Co., at Detroit. Mr. Smiley 
is manager of the Lamp and Lighting 
Department. 
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After several enjoyable selections 
in the piano by Miss Smathers, B. W. 
fawks of the sales force entertained 
ith some vocal solos. Mrs. Pressly 
of the service department was in her 
sual good form and with a snappy 
ttle review outlined the progress that 
ad been made in the past year. After 
that, games and dancing in which all 
joined in completed the evening’s en- 
ertainment. 


Wm. Farr, president of the com- 
pany reports that the combined busi- 






PIEDMONT ELECTRIC 
CO —~ DARNED IF IT 
DOESN'T —~ HIS FIRST 
MAME SHOULD BE “HOWE” 


ness of the two houses, Asheville and 
Greensboro which are wholesale only, 
for 1925, has afforded the largest 
volume they ever had. The gross busi- 
ness of the Asheville house was ex- 
tremely gratifying since it indicated 
that the company was keeping in step 
with the tremendous building and de- 
velopment progress being made in 
western North Carolina. 

Some interesting pictures of the 
Asheville and Greensboro houses ap- 
pear on page 23 of this issue. 

* & & 


They’re Up-to-date in Jackson- 
ville 

The Jacksonville Electrical Supply 
Co., 17-19 N. Ocean St., Jackson- 
ville, Fla., was incorporated and 
started to do business about two and a 
half years ago. Due to the increase of 
Florida business, it has now been 
necessary to move to very much larger 
quarters, at 922 West Bay St. 

M. I. Husted, who has been con- 
nected with the Baltimore Electrical 
Supply Co. for about eight years, on 
January 1 moved his family to Jack- 
sonville, to be assistant to C. H. 
Lamar, manager. 

While it is true the most intense 
activity in Florida is around Miami 
and on the East Coast—on the other 


hand, Jacksonville is making a very 
steady increase, not only in its pop- 
ulation, but in buildings, homes, etc., 
and the outlook in 1926 for the elec- 
trical business in and around Jack- 
sonville, is far more encouraging than 
it has been for many years. 
* * # 


Alexander & Lavenson Be- 
come G. E. Distributors 


Announcement was sent out recent- 
ly by the Alexander & Lavenson 
Electrical Supply Co. of San Fran- 
cisco, that on February 1 it would 
carry General Electric wiring devices 
and other items listed by the Gen- 
eral Electric under its Merchandise 
Division. Improved counter service, 
increased stocks and a continuance of 
prompt deliveries is an assurance given 
by Alexander & Lavenson to their 
customers. Also, a new catalog cov- 
ering all the company’s lines will be 
ready for delivery March 1. 

* * # 


Baltimore Supply Opens 
Miami House 

Owing to the great development in 
Florida within the last year, the Bal- 
timore Electrical Supply Co., of Bal- 
timore, Md., has been obliged to open 
another jobbing house in that state, 
under the name Flannery Electrical 
Supply Co., at 168 N. E. 24th St., 
Miami. O. A. Flannery is manager 
of the new Miami house and J. P. 
Flannery~is secretary and treasurer. 

The company is said to have one 
of the best locations and facilities 
for warehousing of any company in 








“Kid” Gier, lightweight champion of the 
Shepherd-Fluharty Electric Co., Baltimore, 
Md., finds a lamp box better than a chip 


on the shoulder. While they’re swinging 
for the hat he uppercuts ’em: 





Gordon Smith 
ager of the Matthews Electric Supply Co., 
Birmingham, Ala. He has made a careful 
study of dealer problems and has recently 
written a book on “Interior Decoration” 
which he uses in his sales plan covering 
jobber-dealer tie-in. 


is merchandising man- 





Miami, maintaining an average stock 
of from $75,000 to $100,000, to take 
care of the immediate trade in Miami, 
West Palm Beach 
territory. 

The electrical business has been ex- 
ceptionally large in that section in 
the last 12 months and this has re- 
sulted, it is said, in the opening of 
more electrical jobbing houses with 
warehouse stocks than in any other 
section of the extreme south, 
being about 12 of them. 


and continguous 


there 


*# 2 


Crevasse With Reiser 


J. N. (“Joe”) Crevasse, formerly a 
salesman for the Holt Electric Co.., 
Miami, Fla., is now the Florida repre- 
sentative of A. W. Reiser, Toledo, O.., 
manufacturers of the “Rosalind”’ line 
of lighting fixtures. 


* * * 


Lawrence Active in Com- 
munity Work 


The F. D. Lawrence Electric Co., 
Cincinnati, Ohio, is taking an active 
interest in the Cincinnati community 
radio programs broadcasted every 
Monday evening from Station WSAI. 
F. D. Lawrence has sent out a letter 
to radio fans announcing the plan and 
program. 
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Here’s a Fast Selling Line 


SMALL UNIT INVESTMENT—RAPID TURN OVER—GOOD MARGIN—AND NATIONALLY ADVERTISED 
Everyone of the 14,537,000 wired homes needs one or more of these quality Electrical necessities : 
Vacuum Sweeper—Home Motor—Hair Dryer—or Vibrator. Add to this the ever increasing demand 
jor drink mixers, jeweler’s motors, and motors for buffing and polishing and other myriad uses — 
and you have an idea of the market for Hamilton Beach Products. 


Hamilton Beach 


Vacuum Sweeper— Home, Jeweler’s, Grinder and Polisher Motors— Drink Mixers— Vibrators— Hair Dryers 










When you sell a housewife ove Hamilton Beach Electrical necessity 
you can be assured that it will stay sold and build good will in 
her neighborhood. You can be sure too that her next purchase 
of an electrical necessity will carry the Hamilton Beach name. 


Overa million Hamilton Beach motors are in use today— 
many for 15 years. Several hundred thousand Hamil- 
ton Beach Vacuum Sweepers are giving “‘no trouble” 
service. There are more Hamilton Beach Drink 
Mixers in use than all other makes com- 
bined. Our Vibrators, Hair Dryers and 
Small Motors have stood the test of 
time, their quality is recognized the 
country over. 


All the advantages of a well- 
rounded lineunderonena- 
tionally known brand 
nameareyourswith 
the Hamilton 
Beach Line. 


FREE 


Practical 


Sales Helps 


We furnish Free every prac- 

tical Sales Help—attractive win- 
dow displays—snappy envelope en- 
closures, lantern slides and newspaper 
electros that tie your store to our national 
advertising. A well organized sales promotion 
department is at your service at all times. 
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Who Makes It? 


Wise merchandisers know the importance 
of reputation. Jobbers and dealers both 
want to know how long the manufacturer 
has been in business—if he has a sound sales 
policy and if he has kept faith. 


Hamilton Beach Products are made by one 
of the pioneer manufacturers of quality 
Electrical Necessities. For over 15 years 
they have put quality above price. All dur- 
ing this time they have kept faith with the 
Trade and users of their products. 


Hamilton Beach Products are sold by 
America’s most representative jobbers and 
dealers because of the quality of the mer- 
chandise—the known stability of its manu- 
facturers and its square deal—live and let 
live policy. 


National 
Advertising 


in The Saturday Evening Post, 
Ladies’ Home Journal and Good 
Housekeeping reaches 6,000,000 


homes monthly. 


In 41 out of every 100 wired homes the Hamilton 
Beach message goes regularly — nothing spectacular 

—not a sensational, spasmodic campaign, but persistent 
—consistent—common sense advertising to 6,000,000 of 
America’s best homes—regu/arly. 


@ Quarter and half pages in The Post and Journal and % and % 
pages in Good Housekeeping tell of the utility and superior quality of 
Hamilton Beach Products. 


Consistent advertising over a long period of years, of a line whose quality 
has always been of the highest, has built for Hamilton Beach Products a 
National acceptance such as only a few manufacturers enjoy. 


You Can't Beat Marsin! 


There is no substitute for Margin. 


Wise retailers are no longer enthused by the stories 
about spectacular advertising campaigns— how mer- 
chandise sells itself, etc. They know—as you know, 
that merchandise doesn’t sell itself—that it costs 
money to sell goods. 


Hamilton Beach builds quality into its products, and 
in addition gives you every practical selling and ad- 
vertising co-operation but wot at the expense of 
margin. 


The margin is liberal— yes, generous, because we 
fully appreciate the effort necessary to move any 
merchandise no matter how high its quality— how 
strong its advertising, or how well known its name. 


1926 is going to be a big Hamilton Beach Year. 
Progressive jobbers already have Hamilton Beach 
Products and can fill your orders promptly. The 
dealers who feature this line will make money. Write 
us for details of the 1926 Merchandising Plan, but 
place your order on your local jobber now. 


HAMILTON BEACH MFG. CO. 


RACINE WISCONSIN 
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ive News 


bout Live Ones 
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Frep SHaw, counter salesman for 
four years with Woodill-Hulse Elec- 
tric Co.. of Los Angeles, resigned to 
a similar position with the 
Pacific States Electric Co., of the same 


city. 


accept 


* * * 
Frep W. Bretz has joined the sales 
force of the Western Light & Fixture 
Co., of Los Angeles. 


* * * 


WittiamM Bosatu, formerly price 
clerk with the Western Light & Fix- 
ture Co., of Los Angeles has been pro- 


moted to the position of city salesman. 
* * * 


H. X. SHEETER is a new salesman 
with the Pacific States Electric Co., of 
Los Angeles. Sheeter was at one time 
with Woodill-Hulse Electric Co. 

7. + * 

Irvin B. Scuirr, the ‘Continental 
Kid” of Chicago, formerly with Rei- 
man Wholesale Electric Co., of Chi- 
cago has answered the call, “Go West, 
Young Man” and is now with Woodill- 


Hulse Electric Co., of Los Angeles. 


* 

Buck Buckty, hailing from New 
York, having been with Stanley & 
Patterson, has joined the sales force of 


Woodill-Hulse Electric Co., of Los 
Angeles. 

Crype C. Crauson is in the ship- 
ping department of the Danville 


Electric Supply Co., Danville, Il. 
2 
C. W. Barry is now with the South- 
ern New York Electric Supply Co., 
Binghampton, N. Y., working in the 
shipping department. 
* * x 
L. J. Martice resigned from the 
Commercial Electric Supply Co., De- 


troit, Mich., on January 1. 
* * 


Four New salesmen employed by 
I.. Gould & Co., Chicago, are as fol- 
Thos. J. Hecklin; Edw. I. 
Johnson; Douglas Spencer and Henry 
Fitzpatrick. 


lows: 


* - a 


H. E. Prentiss and H. H. Murol 
are two new men with Alexander & 
Lavenson Electrical Supply Co., San 
Francisco, Calif. 

*~ * : 


Jack Muvuruuart is now with the 





Allentown Radio Distributing Co., 
Allentown, Pa., in the capacity of 


salesman. 
*K * * 


RicHarpD SHORTELL is a new ware- 
house man with William Davis Hawk, 
Kingston, N. Y. 

* * * 

L. J. Gtoor will cover the western 
Illinois territory for the Electric Ap- 
F. Winter, 
in 


pliance Co., Chicago. E. 
be with the 
northeastern Iowa. 


will same company, 


These men have 


replaced G. T. Perlick and E. B. 


McKey who have resigned. 
* * * 


Joun T. Covcuman, formerly with 
the Indianapolis Electric Supply Co., 
Indianapolis, Ind., is a new salesman 
with the Crescent City Electric Co., 
Evansville, Ind. Ray Hertzman is 
at the city desk of the same company. 
Mr. Hertzman was formerly with the 
Varney Electrical Supply Co., Evans- 
ville, Ind. 

* * * 

SamvueEv B. Preston will represent 
the Southern New England Electric 
Co., Hartford, Conn., on commercial 
lighting fixtures and lamp sales. ~He 
has had six to eight years’ experience 
in this branch of the business. Frank 
P. Maleksy is a new counterman at 
the Waterbury house of this company. 





Correction 





The top picture was shown by mistake last month in connection with an account 


of the W. A. Roosevelt meeting in L. A. Crosse on page 36. 
here shown was of the Roosevelt meeting. 

The upper group picture shows the sales force of the H. 
There are 39 men in the picture. 


Supply Co., Philadelphia, Penn. 


general manager, is on the left away up on top. 


The bottom picture 


C. Roberts Electrical 
G. H. Miller, 
This company handles supplies, 


radio and automotive material in departments which function independently. A very 
snappy house organ the “Roberts News” and a live advertising department help 


a whole lot. 
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350.000 newhomes 


and every one a real live ‘prospect 


or Electric Buin Ventilation 
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The American Blower Ventilating Fan installed 
with new Permanent Wall Fixture— seen 
from the inside as it appears on kitchen wall. 


ee ae 
al ib > ly eral 


wer VERY electrical dealer you call on should 

want to handle the American Blower 
Household Fan with the new Permanent 
Wall Fixture which makes every one of the 
N ) 350,000 new homes to be built in America in 
| : 1926 a real live prospect for built-in ventila- 
The fixture which tion. Get your dealers “in” on the profits from 


the wall’ Smatt this fast growing field for electrical appliances. 


projecting handle 
opens and closes 


outside louvre. AMERICAN BLOWER COMP ANY, DETROIT 


BRANCH OFFICES IN ALL PRINCIPAL CITIES 
CANADIAN SIROCCO COMPANY, LIMITED, WINDSOR, ONTARIO 


American Rlower 


tier aren HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 
idee ee of all Types of Air- Handling gH Equipment Since 1881 
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D. R. Morcan is a new salesman 
in the illumination department of The 
McGraw Co., St. Louis, Mo. He was 
formerly employed by the Westing- 
house Electric & Mfg, Co., in its 
St. Louis Office. E. H. Springmeier 
replaces R. C. Delcour in southern 
Missouri and 
northwestern Arkansas. “Al” Peters, 
formerly of the appliance department 
has been placed in charge of counter 
sales, replacing Frank Dierker. 


_ 


Illinois, southeastern 


Ray Mounre ct and A. E. Pille are 
two new salesmen with the Schuster 
Electric Co., Cincinnati, Ohio. Virgil 
Lemey is a new counterman with this 
company. 

* * * 

ALBERT NESSELHAUF is a new coun- 

terman with Brown & Hall Supply 


Co., St. Louis, Mo. 
* *k * 
T. J. Carson, formerly with the 


Electric Supply Co., Saginaw, Mich., 
is now with the Capitol Electric Sup- 
ply Co., Lansing, Mich., in the ca- 


pacity of salesman. 
* * * 

Epw. Josver, for the past year store 
manager of the Central Electric Co., 
Chicago, has gone back on the road. 
“Ed” says he prefers to be on the 
outside looking in rather than the in- 
side looking out. Also he will have 
to corral the jack as his engagement 
to Ray Flavin’s sister-in-law has just 
been announced. 

* * * 

Eart R. Goopman, formerly of the 
Western Light and Fixture Co., Los 
Angeles, has joined the sales organi- 


zation of the California Wholesale 
Electric Co. of the same city. 
* * * 


E. G. Snow, formerly vice-presi- 
dent of the California Wholesale Elec- 
tric Co., Los Angeles, and previous 
to that with the Pacific States Elec- 
tric Co.., connec- 
tion with the former company. He 
is now on an auto tour through the 
Pacific Coast States and will make no 
definite plans for the future until he 
returns to Los Angeles. 


. * * 


has. severed his 


B. W. Hawks is now on the sales 
force of the Piedmont Electric Co. 
out of Asheville house, covering east- 
ern Tennessee and the Piedmont sec- 
tion of North Carolina. Mr. Hawks 
is well and favorably known to a large 
number of the boys in the electrical 
business; in fact, he is almost in the 
class of the “Old Timers” because for 








many years he was in the sales de- 
partment of the Westinghouse com- 
pany’s Charlotte office. 

* * * 

A. T. Siack, formerly Wyoming 
representative for the Graybar Elec- 
tric Co., Denver, has been transferred 
to Denver. L. E. 
connected with the Omaha house has 


Bruce, formerly 


taken over the Wyoming territory. L. 

H. Meriwether is Denver correspond- 

ent for the “Graybar Tag,” official 
organ of the company. 
* * * 

Howarp M. SuTrHERLAND who was 

of 


house sales of the Piedmont Electric 


formerly in charge Greensboro 
Co., is now travelling out of that 
house, covering a portion of eastern 
Howard made 
so many friends in the house that he 


felt he wanted to get out and meet 


and central Carolina. 


the rest of the Piedmont customers. 
Mr. Sutherland’s long experience 


with Piedmont, starting as checking 
clerk and working up through several 
positions, has enabled him to make a 
contact with the trade that is much 
appreciated by them and is spelling 
success for him. 

* ok * 

Tue H. C. Roperts Evecrricar 
Supriy Co. of Philadelphia recently 
secured the lamp contract for the en- 
tire city of Philadelphia for 1926, 





including the Sesqui-Centennial— 
some order and mighty pleasing to 
Mr. Gansman and Mr. Miller. The 
bright boy who secured this fat order 
was named “Bennie.” Bennie what 
is a question as there is no ‘‘Bennie” 
the subscription list of Tuer 
Jopper’s SALESMAN and it is difficult 
to check up. 


on 


* * * 


Lupwig Homme. of Ludwig Hom- 
mel & Co., Pittsburgh, recently gave 
a luncheon to his visiting dealers at the 
William Penn Hetel in that city, in 
connection with a display of the. new 
models. 
J. R. Newman, secretary of the com- 
pay, was toastmaster. In addition 
to the leading address by Mr. Hom- 
mel, H. E. Sherwin of “Fada” and 
James H. Weir of the National Stock- 
man and Farmer also gave talks on 


“Fada” radio art furniture 


the radio trade and selling conditions. 
* * * 


Haroxtp B. Kine, who for the past 
six years has been associated with 
the Mohawk Electrical Supply Co., 
will now represent A. M. Little Co., 
Inc., in the territory west and north 
Mr. King has had a 
number of years experience in the 
electrical and 
spent some time with the General 
Electric Co., in its St. Louis office. 


of Syracuse. 


supply _ business has 








Here is another one of those “happy families” who make things extremely pleas- 
ant for themselves and all visitors without any sacrifice of efficiency—the Lindley 


Electric Supply Co., Philadelphia, Pa. 


The four men in the doorway (above the 


group) are, left to right, Jack Shelton, Fenton Algard, then Al and Walter Wick, 


the partners. Below, left to right: 


George Parsons; Frank Holsworth; Philip 


Culbert; Isabelle Moran;. Bernard Algard; Leslie Grand, and Harry Newman, 


just above “Les”. 
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Entirely Surrounded by Features 


to clinch sales for Candle Sockets 


Improved 


CANDLE 








Rigid 
Heavy-Metal 


oke. 
Double Arm 
for Strength 


Five full 
threads. 
Grips 
Candle-holder 
firmly 


S) 


Secure 


Shell 
Assembly. 
No Rivéts 










































or Inserts 





Undercut 
screws. 


Wont work 
loose 












H&H 


Dwo-arm Extension Frame-Original HeH Principle 





Optional. 
Hole at bottom 
of slot for 
separating yoke 
and frame 











Adjustable 
SOCKETS 


\? 


Scaled for 
Setting to 
}|'| predetermined 
length 


































f a\ coma 
in Socket. 


No flickering 
of lights 













ili Firm at 
full extension. 
2 bearing 
at end of 
~* yoke &arm 






| Side 

set screw 
when 

desired 







All features and assembling data in your HeH Catalogue or on request 


THE Hart & HEGEMAN Mre.Co. HarTFoRD, Conn. 
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R. G. Ross and J. H. Cohen of the 
Beller Electric Supply Co., Newark, N. J., 
doing their stuff on the roof. Yes, they 
can Charleston, but not for nothing. 








Lake States Merger Completed 


As announced in the January issue 
of THe JoBper’s SALESMAN, six of the 
prominent General Electric  dis- 
tributors in Ohio, Michigan and In- 
diana have been incorporated as one 
company. 
Electric Supply Co., Inc., which is 
the name of the new corporation has 
been organized with an issued capital 
of 20,000 shares of no par common 
stock. It will carry on business as a 
wholesale distributor of electrical sup- 
plies in Ohio, Indiana and Michigan. 
It has taken over the equipment and 
merchandise of the following com- 
panies and will retain their personnel: 

The Erner and Hopkins Co., 
Columbus, O.; Indianapolis Electric 
Supply Co., Indianapolis, Ind.; Cres- 
cent City Electric Co., Evansville, 
Ind.; A. T. Knowlson Co., Detroit, 
Mich.; Post-Glover Electric Co., 
Cincinnati, O. (except factory at 
Ludlow which will be conducted 
under old name as_ heretofore); 
Republic Electric Co., Cleveland 
and Akron, O., and W. G. Nagel 
Electric Co., Toledo, O., (except 
manufacturing operations which will 
be conducted under the old name as 
heretofore at Hamilton St. factory). 

The above companies have all been 
wholesale distributors of General Elec- 
tric merchandise. The object in form- 
ing this new corporation is to provide 
a more effective form of organization 
and to give better service to customers. 
The General Electric Co. will 
have a substantial interest in this new 
corporation. The merger became 
effective January 1, 1926, and not 


The Lake States General | 


January 1, 1925, as stated in error 
in THe Jospser’s SALESMAN. 

The officers are as follows: W. G. 
Nagel, Toledo, O., chairman of the 
Board; M. A. Pixley, Columbus, O., 
president; W. G. Clarke, Detroit, 
Mich., vice-president; L. Griesser, 
Cleveland, O., vice-president; H. E. 
Rasmussen, Indianapolis, Ind., vice- 
president; F. D. Van Winkle, Cin- 
cinnati, O., vice-president; J. T. Dun- 
nick, Columbus, O., secretary-treas- 
urer, and R. N. Evans, Toledo, O., 
assistant secretary-treasurer. 

The directors are as follows: W. G. 
Nagel, chairman, Toledo, O.; H. A. 
Pixley, Columbus, O.; W. G. Clarke, 
Detroit, Mich. ; L. Griesser, Cleveland, 
O.; R. P. Oblinger, Indianapolis, Ind. ; 
F. D. Van Winkle, Cincinnati, O.; 
F. R. Huntington, Columbus, O.; W. 
H. Colman, Chicago, Ill; H. C. 
Houck, Bridgeport, Conn.; L. U. 
Murray, Cleveland, and L. M. Nichols, 
Bridgeport, Conn. 








W. G. Nagel, Chairman 
of the Board 





M. A. Pixley, Pres. 


OFFICERS OF THE LAKE 
STATES GENERAL ELECTIC 
SUPPLY CO. 


‘appointed credit manager. 














David Aitken is manager of the elec 
trical department of the George D. Worth- 
ington Co., Cleveland, O. You’ve heard 
about him and his “Electrical Nephews.” 





Hayes Made Assistant 
Treasurer 

M. J. Hayes, office manager of the 
Electric Appliance Co., Chicago, has 
been appointed assistant treasurer of 
that company. This appointment 
comes as pleasant news to “Maurie’s” 
many friends. He started with the 
company in the credit department 
about ten years ago. Rising rapidly 
he became manager of the service de- 
partment. After he had this section 
of the business well organized he was 
Recently 
he took another step up the ladder to 
become office manager. His latest ad- 
vancement to assistant treasurer, an 
executive position of weight and re- 
sponsibility with that organization, 
is an indication of the opportunities 
for advancement available to young 
men in the jobbing industry. 

ee: 


Beg Your Pardon 


In announcing in the January is- 
sue the changes made by the Com- 
mercial Electric Supply Co., it was 
incorrectly stated that they referred 
to the company at Detroit, Mich. 
The item should have specified the 
Commercial Electric Supply Co., 
Toledo, O. These companies are not 


in any way connected with each other. 
¢# #2 @ 


Southwest Installs Sample 
Room 

The Southwest General Electric 
Co., Oklahoma City, Okla., has built 
a sample room in its present location. 
This room contains samples of all ma- 
terial handled by the company, and 
also has a model display window which 
is always trimmed with seasonable 
merchandise in an attractive way. 
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The Hotpoint Servants Line of 
Household Appliances is merchan- 
dised under a policy which means 
protection and profit for the Jobber. 

The Hotpoint 3-Point Policy is 
not a ‘‘maybe’’ policy—it is not 
offered with our fingers crossed. We 
grant jobber prices ONLY to those 
concerns which function as distrib- 
utors of the Hotpoint Servant Line. 


When a Jobber signs with Hot- 
point, his protection is absolutely 
guaranteed and his margin of prof- 
it is assured. 


The first point in this policy is— 


Protection | 





POINT 2 


ON NEXT PAGE 
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NEW ORLEANS 


/ Vyasa SicINCoMERAN TG 


DISTRIBUTORS 
ELECTRICAL SUPPLIES 
WHOLESALE ONLY 





N REPLY REFER TO Tre ST @ CLARK AVE 


SWUOHMWS,, san. 2, 1926. 

























Hotpoint has demonst 
that a high grade line of 
hold Appliances can be ha 
at a handsome profit b 


ecaus 
s Line 


Jobber. inuo 
The Hotpoint Line is pogmete al 
Edison Blec. Appliance Co, There is an insistent publ ber 
5600 ¥, Taylor, mand for it, because Hot st t 
ae is ice does the greatest amount @MBilers, 
sentlemen: tional advertising. Whig . 

; public demands, the big rem" is th 
It gives me pleasure heartily to endorse the will buy—and he can onl s profi 
policy of the Edison Blectric Appliance Co. in relation to merch- Hotpoint from an estab expec’ 
Hotpoint distributor. boint Di 

andising Hotpoint appliances to the department store through the J . ’ of the 

Hotpoint is fast-moving 

: a order 
electrical jobber, chandise. The Jobber do 2 we | 
Sheaadoul ; 
Furthermore, we have been able to do a satisfactory have to do any mi ases ff; 
work”’ to get it started offMretailer 
business. in Hotpoint appliances with St. Louis department stores by it moving. He simply ner part me 
his normal and proper fumiess, ur 

r i } t of the r facturer. : 
reason of this policy on the part o e manu as distributor and take Otpoin 
profiz. € gets 


lus the 


So the second point i of the 


Hotpoint Policy is— 


Yours very truly, 


JAW Fete 


President, 


+ 


JLB,.O 


“ 














Popular 
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ecause the Hotpoint Serv- 
s Line is in such great and 
inuous popular demand, 
are able to maintain our 
ber protection policy 
nst the pressure of large 
ilers. 


his is the class of business which 
ns profit to the Jobber. 


texpect, in fact we demand, that 
bint Distributors take scrupulous 
of the pickups and the 1-12th 
orders, but in return for this 
ewe protect them on volume 
ases from whatever source, be 
retailers, electric light companies 
partment stores. This class of 
ess, under our policy, belongs to 
otpoint Distributor, and we see 
he gets it. 


us the third, and most vital 
of the Hotpoint policy is— 


Profit 


Y 


Pr rrr rrr? r) 
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AMM hh a 
144A 44 LIENS, 
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OFFICES 


CLEVELAND 


CALAIS. 29 Mut Oanwe 


EXECUTIVE DEPARTMENT 


Edison Electr 
Chicago, Ill. 


Gentlemen: 


Our 


to be satisfa 





EDISON ELECTRI 


5600 West Taylor Street : 
BOSTON, NEW YORK, CLEVELAND, CHICAGO, ST. LOUIS, ATLANTA, SALT LAKE CITY 
"f ONTARIO, CALIF., LOS ANGELES, SAN F 


Factories: Cen 
In Canada: Canadian 


Lee May Lepeartment Slrektimpuny 
Samous Toa. 


are made through our local jobber, the Weeco 


Supply Co., and we have found thie arrangement 


OFFICES 


STORES 
LOS ANGELES DENVER AKRON KOBE. aban 


St.Louis 


Jan. 6, 1926. 


ic Appliance Co., 


purchases of "Hotpoint" Appliances 


ctory. 


Yours very truly, 
FAMOUS BARR CO. 











C APPLIANCE CO., Inc. 
Chicago, Illinois 


RANCISCO, PORTLAND, SEATTLE 
, Illinois and Ontario, California 


eneral Electric Company, Ltd., Toronto 


— 
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E. S. & E. Co. Holds Big 
Meeting 

The thirteenth annual convention of 
the members of the Electric Supply & 
Equipment Co. and its dealers was 
held at the Ten Eyck Hotel, Albany, 
N. Y. on January 9. The morning 
was devoted to a meeting of the 
E. S. & E. men at which notable 
announcements were made. G. P. 
Wilcox, formerly secretary of the 
company, has been elected second vice- 
president and assistant general man- 
ager; K. W. Boynton, formerly assist- 





public invited. The show and the 
electrical and radio devices exhibited 
were advertised in a two-page adver- 
tisement in one of the Albany papers. 
Though a blizzard raged all day the 
show was remarkably well attended. 
R. E. MeMillin, manager appliance 
sales. of the Electric Supply & 
Equipment Co., had charge of the ex- 
hibit. 

The afternoon was devoted to 
speeches by some of the manufactur- 
S. & E. Co. repre- 


ers which the E. 


sents. 


Electric Co, held an informal meeting 
with J. W. (Ward) Thomas of Bryant 
as the guest of honor. To show his 
appreciation, Ward gave a slight-of- 
hand performance with an attachment 
plug. As usual with magicians the 
burning question was: “How in the 
world does he do it?” 
+ t+ 


New Jobber in Providence 


A new jobber has started out under 
favorable conditions and with a good 
set-up in Providence, R. I. It is the 


STRIKING FIGURES AT THE E. S.& E. CONVENTION 


This Jovial Gentleman is Arthur Raphael, Has Here’s the Pair of Hom- 
R. E. McMillin, Manager of Just Been Made Sales bres That Taught Hoyle 
Appliance Sales for the Manager of the Lionel How to Shuffle the Paste- 


Electric Supply & Equip- 
ment Co. and Located in 


the Albany House. ‘‘Mac” tric Trains. He Says Crouse-Hinds Co., and the 
had Charge of the Electri- You’d Be Surprised At the “Shorthorn”? On the Right 
cal Show Which His House Profit There is in Toy is Brewster Hall of Pass & 


Put On for the Benefit of 
the Dealers at the Hesarb 
Meeting. 


bers’ 
Them. 


ant treasurer, has been made treasurer; 
B. J. Savage is secretary, and Robert 
Powers, assistant secretary. H. E. 
Page retains his office as president and 
J. O. Morris as vice-president and 
general manager. 

Prizes were awarded for the best 
sales performances during the year. 
H. D. McRae of the Buffalo house, 
won the first prize of $100; Frank 
May of Albany, the second prize of 
$50, and Harry Schwartz of Scranton, 
the third prize of $25. G. R. Wilcox 
and K. W. Boynton were presented 
with beautiful gold watches as tokens 
of the company’s esteem. 

An electrical show was held simul- 
taneously with the meeting and the 


Corp. of New York, Which 
Manufactures Model Elec- 


Trains and How Easy Job- 
Salesmen Can Sell 





Carl McGreevy 


No, 


Seymour. 


The evening was devoted to a ban- 
quet and “individual social festiv- 
ities.” Tiddledewinks, lotto, flinch 
and dominoes seemed most popular. 
(Laugh that off.) It wouldn’t be a 
convention if it were not reported that 
Bert Ayres of Eagle Radio, Carl Mc- 
Greevy of ‘Condulets,” Brewster 
Hall of P. & S., Haynes Everest of 
H. & H., Harry Southgate of Kolster, 
Roy Staunton of Brandes and Mac- 
Donald of Thomas & Betts were 
there. 

* * & 


Cleveland Society Note 


On Saturday afternoon, December 
12, 1925, the salesmen at Graybar 


boards. On the Left is 


Wrong Carl Doesn’t Ped- 
dle Papers on the Side. 


Here’s the Man Who 
Taught the Eagle How to 
Fly—A. B. (Bert) Ayres, 
General Sales Manager of 
the Eagle Radio Co., New- 
ark, N. J. Before Enter- 
ing the Radio Field He 
Sold Carter’s Ink All of 
Which Proves That One 
Need Not be a Radio En- 
gineer to Sell Radio. 


of the 


You’re 


Leonard Electrical Supply Co., with 
headquarters at 182 Washington St. 
Abraham White is the president and 
treasurer. David Garey is vice-presi- 
dent, while Richard Garey looks after 
the duties of secretary and sales man- 
ager. The two Garey brothers have 
the electrical experience necessary for 
the conduct of the business, while 
President White will have charge of 
the financial affairs. Richard Garey 


was formerly with J. H. Parker & 
Son, Inc., of Parkersburg, W. V., and 
for a period was manufacturers’ agent 
in the south. They are starting in a 
modest way with some 3,000 sq. ft. of 
floor space and one city, two country 
and three counter salesmen. 











February, 1926 THE JOBBER’S{RJSALESMAN 49 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Gem Attachments 


A complete 7-piece set 
consisting of fan case cou- 
pler which is also used as 
blower connection; 8-ft. 
hose; 6-in. tool connector; 
upholstery nozzle; brush, 
which slips over upholstery 
nozzle; radiator and blower 
tool; 24-inch extension tube. 
Connection made through 
nozzle, direct into fan case. 
As complete a set as fur- 
nished with any cleaner. Re- 
markably attractive retail 


7. ae 


A New Winner! 


The Gem Cleaner 


A quality cleaner, rug- 
gedly built. Has powerful 
General Electric motor; 14- 
inch nozzle; unusually pow- 
erful suction, efficient across 
entire width and at ends of 
nozzle for both embedded 
and surface dirt because of 
new nozzle design; trigger 
switch in handle; swivel 
rear caster; gravity oil sys- 
tem; wood handle; 25-ft. 
cord; bayonet lock bag; sil- 
ver tone finish; light in 


Price only. 944.90 


WITH A DEFINITE JOBBER POLICY 


Powerful 


‘s¢G.E”’ 
Motor 


She Cleaner 


A 





NEW, Popularly Priced Cleaner of Unusual 
Quality, for the Jobber who wants to 


Cleans 
with Air 
Only 


Dominate the Price Field with a Quality Cleaner 


Here is a cleaner with which you can 


The Gem Cleaner has a General Elec- 


Dominate, on Quality, Completeness, and 
Price. 

The new GEM Cleaner is a Straight 
Suction type cleaner which meets and 
beats competition. It has powerful, ef- 
fective suction. All other claims not- 
withstanding, the Gem has more power- 
ful, more efficient suction—cleans faster 
than any other cleaner of its type. Sub- 
stantiate this yourself! Simply compare 
The Gem with any cleaner for efficiency, 
for quality construction, for 100-cents- 
on-the-dollar value! 


tric motor; a scientifically designed noz- 
zle; and many other appealing conveni- 
ences. It is sturdily built. It has a fine, 
complete set of attachments selling at 
the amazingly low price of $5.00. 


With this new cleaner the Jobber can 
absolutely dominate the Price Field in 
his Market—and make a very satisfac- 
tory profit! 

Let us send sample for testing and 
approval. 


Write today for details! 


a high quality cleaner under your own name at a most attractive price. Write 


[3 the large Distributor—we have unexcelled facilities for furnishing you ra} 


for details. 
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Will You Accept 


This $6 Fixture As a Gift? 
No Strings Attached 


Read This Bona Fide Offer 


You can never fully appreciate the merit, the value, the quality and the sales 
possibilities in the electrical merchandise you are either selling or being offered 
until you have actually tried it yourself. 




















In your relations with the trade you are like the ancient “‘court taster’’ who tried 
the food and wine before his sovereign partook of it to preclude the possibility 
of his meeting his fate through the malice of the chef. So, for your dealers’ 
sake and your own, we give you this opportunity to try a Gillway Unit in your 
own home at our expense. 


You will find no “poison” in tasting Gillway Units. Their practicability and 
saleability as commercial and residential lighting units are already so well es- 


tablished that we have had to add another floor to our already spacious plant to 
fulfill the demand. 


Illuminating engineers have agreed that shaded light is the best, most efh- 
cient and easiest on the human eye. It is also most pleasing in appearance. 
Gillway Units are scientifically designed not only for the duty they are to per- 
form but for distribution through electrical supply jobber-dealer channels. 


You need have no lighting expert on your staff, no fixture department, nor 
any special knowledge of illumination or lighting fixtures to sell Gillway Units. 
The jobber receives them assembled and wired and ready to be shipped to his 
dealers. The dealer merely opens the carton and hangs them up. 


For the convenience of the jobber’s salesman we furnish standard size cata- 
log sheets printed in color, making it entirely possible to do a real job of , 
selling with a minimum of time and energy expended. As to prices they : 
can't be beaten by anybody and there’s a differential for jobber and dealer which 
will amaze the most exacting in this respect. 


Read the next page and mail the coupon. Accept as a gift and a check on the 
above statements a handsome six-dollar Gillway Unit which will do credit to the 
most beautifully appointed bedroom. Hang it in your own bedrom and note the 
effects. There's positively not a string attached to our offer—You are under no | 
obligation whatsoever. 
Sincerely yours, 


Sales Manager 
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This Gillway Unit 
To Jobbers And 
Jobbers’ Executives 


MAIL THIS COUPON 


GILLWAY UNITS 


Many electrical jobbers in recent years have con- 
fessed that lighting fixtures and glassware have been 
100 per cent responsible for their company’s showing 
a profit. In lean times and good, these items form a 
prop for the rest of a supply business. 


The Gill Glass Company has designed a line of 
“‘quick-turnover” residential and commercial lighting 
units especially for jobber-dealer distribution and em- 
ploying the famous Hyperion glass. They have been 
named ‘“‘Gillway Units."" When we say “‘jobber,”” we 
not only mean the regular jobber, but also the elec- 
trical supply jobber who probably never before has 
ventured into the lighting fixture field and who may 
have been justifiably skeptical of the many and varied 
propositions presented him. 


This line of Gillway Units (packed in the well- 
known Gill way) embodies fixtures for commercial use 
and residential fixtures for the bathroom, bedroom 
and kitchen. The jobber and jobber’s salesman 
doesn't have to be “‘up”’ on period design and all the 
intricate terms frequently attached to the lighting fix- 
ure business to sell them. 


To prove the claims on these two pages, we invite 
you to install the Gillway Unit, shown on this page, 
in your own bedroom. You need not pay us a cent 
and your acceptance puts you under not the slightest 
obligation. Just fill in and mail this coupon. Your 
wives will thank you and so will we. 


GILL GLASS CO. 


Amber and Venango Sts. 
Philadelphia, Pa. 




















Wanted — A Home 
In Your Bedroom 











een AD 








Here is a Gillway Unit for your bedroom 
at home. Like all other Gillway Units it is 
furnished in either ivory and blue, ivory 
and tan or ivory and pink to suit the taste 
of the individual. 

Any jobber or jobber’s executive can 
have one of these attractive fixtures, fur- 
nished in any of the three ways, if he will 
merely sign and mail the coupon below. / 

The usual list a is $6.00, but we offer ' 
this to you FREE, without even asking you 
to pay the express charges. This er is 
to show you in a practical way how beau- 
— and satisfactorily a Gillway Fixture 
can light your bedroom. ' 
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Gill Glass Company, 

Amber & Venango Streets, 

Philadelphia, Pa. 

Please send me free of charge, express prepaid, one of the Gillway 
Units, illustrated above, for use in my own home. I understand 


this puts me under no obligation whatever. I have checked the 
finish I prefer. 


Ivory and blue [] Ivory and tan [] Ivory and pink 02 


see e e828 BB BBE SS 


My name is... 


. 


Company name ...... = See ve ; ee EE | 


Pn ae ee . ee Sees : 
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‘ease enue 
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C> OD 


HEINEMANN 
CUTOUTS 


Since 1888 the name Heinemann has been 
synonymous with ‘‘cutouts” throughout the 
United States. When the 1925 edition of the 
National Electric Code showed important 
changes in regard to unfused neutral (solid 
neutral, polarized, single fused) wiring, the 
Heinemann Electric Co. was among the first 
to fall into step with the times by making 
the necessary changes and improvements in 
their cutouts. 





2199-0 
30 Amp. 125 Volts 
Wire Double 
Branch 









y 


3-2 


1935-0 
30 Amp. 125 Volts 


4 
f 3% 
2-Wire Single 


E 
Branch — 


UNFUSED NEUTRAL 
CUTOUTS 


LIVE AND DEAD FRONT 
TYPES 





3086-0 Dead Front 

30 Amp. 125 Volts 

3-2 Wire Double 
Branch 


3084-0 Dead Front 
30 Amp. 125 Volts 
2-Wire Single 
Branch 





To meet this new ruling in the Code ade- 
quately and efficiently we have designed 
and are now producing a line of Unfused 
Neutral Cutouts both open as well as cov- 
ered, some of which are illustrated here. 
We have gone further than merely convert 
the old style bases by inserting solid ter- 
minals to replace the socket shells. The 
bases are practically one quarter smaller. 
All solid neutral parts are identified by 
nickel plating. 
Let us solve your local problems for 
special switches and cutout 
assemblies 


HEINEMANN 


ELECTRIC CO. 


Established 1888 


1734 North Fifth Street 
PHILADELPHIA Pa. 











Brown & Hall Forging Ahead 


No longer ago than 1913 the Brown 
& Hall Supply Co. was organized in 
St. Louis and began operations in a 
little place about 10 feet square, in 
the Central National Bank Bldg. In 
the intervening years the company 
has come forward with remarkable 
rapidity, outgrowing its quarters and 
moving to new ones about every two 
years, until now its business of well 
over a million annually is crowding 
with merchandise six floors of a good- 
sized building at the present location, 
1504 Pine Street. 

Norman S. Brown, now president, 
was the organizer of the company, 
having previously being a manufac- 
turers’ agent in St. Louis and having 
a representative following in the trade. 

Practically at the beginning, Mel- 
ville B. Hall, now treasurer, became 
a member of the company, having been 
' formerly with the Westinghouse Elec. 
| & Mfg. Co. 
| Likewise, Gilbert Elliott Semple, 
secretary, came in on the ground flogr, 
having been lured into the electricah 
business from the newspaper field— 
St. Louis Post-Dispatch. 

Somewhat later, 1919, F. A. Wiebe, 

manager 
from the 











vice-president and _ sales 
joined the organization, 
American Steel & Wire Co. 

With the above executive staff and 


a close-knit organization of about 45 


/employees, the company is doing a 
healthy and growing electrical and 


radio business in Missouri, Kansas, 
Oklahoma, Arkansas, Iowa and IIli- 


nois. Of late, in the radio line, the 


| 
tendency has been more toward a 
drawing in of territorial lines and 


| greater 


concentration, although the 


| general supply line, in which the com- 


_pany is active, still calls for direct 
representation in these six states. 

As Atwater Kent distributors, the 
Brown & Hall Supply Co., is doing 
an exceptional business, without, how- 
ever, losing sight for a moment of its 
regularly established supply trade. It 
has sold hundreds of thousands of 
|dollars worth of Atwater Kent re- 
| ceivers, and in conjunction with this 
| manufacturer last year spent $32,000 

in local advertising in St. Louis—in 

the form of billboard advertising and 
| double-page spreads in the Post-Dis- 
|Patch. In radio, the policy is not 
| to cram too many dealers in a terri- 
| tory, but to play ball with one and 
| play the game so that there is satis- 


faction on the part of all concerned. 

Brown & Hall are one of the largest 
lamp distributors in the United States. 
They have made more than one record 
in the course of their activities in the 
Buckeye Lamp Division. A handsome 
cup can be seen in Mr. Brown's office 
—winner of the Sweepstakes Glad 
Rags Race, September 1 to December 
31, 1923. Last year they qualified 
five men in the On-to-Nela race, which 
means that each man signed up more 
than $10,000 of lamp yearly business. 

Mr. Brown cites four factors as es- 
sential in merchandising from the 
standpoint of the jobber—(1) Qual- 
ity of merchandise. (2) Range in 
price (meaning a satisfactory high- 
priced and low or medium-priced line). 
(3) National advertising back of the 
product. (4) A sound and closely fol- 
lowed policy on the manufacturers’ 
part. 

In the sale of supplies they confine 
their activities to the public utilities, 
the larger contractors and the indus- 
trials. The members of the firm and 
the salesmen are active and aggres- 
sive in all things because there has 
been built up in the whole organiza- 
tion a real liking for the work. There 
is a feeling on the part of the execu- 
tives, borne out in practice, that they 
would rather have one-priced, efficient 
salesman than ten low-priced ones of 
the other kind, and the result of this 
policy is that the sales force 
animated to an unusual degree by a 
genuine interest in the business, since 
they are able to carve out of it some- 
thing worth while financially. 


is 


* * * 
About Van Aernam 
In the January issue of Tue 


JoBBER’s SALESMAN was shown a pic- 
ture of J. H. Van Aerman with the state- 
ment that he is sales promotion mana- 
ger of the Iron City Electric Co., as 
well as being manager of the Pitts- 
burgh Electric League. It has since 
been pointed out that when he took 
over the managership of the League 
he severed his connection with the 
Iron City. 


* * %* 


Graybar Fan Manual Out 

The 1926 Electric Fan Manual of 
the Graybar Electric Co., has just 
been issued. It is in effect, a “Silent 
Salesman,” pointing out to the dealers 
the various sales helps which the 
Graybar Electric Co. is prepared to 
furnish. 





OLLS that rumble day and night, 
spinning from red hot copper 

bars millions of pounds of wires and 
cables every year. Row after row of 
wire drawing machines, continuing 
this reduction process in some cases 
to a hair-like thread of copper. 
Stranding, rubber insulating, and 
braiding machines, building up these 
copper conductors into finished 
wires and cables of all sizes and types. 


These are some of the processes that 
take up the twenty acres of manu- 
facturing floor space in the Rome 
Wire Company’s mills. 





Spinning KW cobwebs 


Because all of these processes are 
under one centralized control, in- 
dustry is assured of uniform quality 
in Rome Wires. 


Because of the intimate knowledge 
of all types of wire which such com- 
plete production brings, industry 
can be, and is, offered the service of 
an engineering department com- 
posed of men who have made a life- 
time study of the construction and 
use of all types of wire. 


These production facilities and these 
men are at your disposal in working 
out knotty wire and cable problems. 


ROME WIRE COMPANY, ROME, N.Y. 


ROME 


WIRE 


FROM WIRE BAR TO FINISHED COPPER WIRE 
























; Taasih T hail 


4 Weatherproof } Gumevee Wires 
a Wires and Cabses and “cables 


Tinned Copper 
Wires and Cables 





Antenna Wire if 


Automobile 
Wires and Cables 


‘Extra Flexible 
Wires ana Cables 


Heater Cords 


Lamp Cords 








HETHER you are wiring a building, 

winding a coil, installing a trans- 
mission line, or manufacturing a product 
that requires the conveyance of electric 
current, you can find a Rome Wire that 
will fit your particular needs. 


Many of these are indicated in the bor- 
der of this page, but for complete infor- 
mation you should have the Rome cata- 
log devoted to that particular type of 
wire. 


If you will let us know in what wires 
and cables you are interested, we will be 
glad to send you samples, catalogs, and 
other information that will be of help 
to you—while an opportunity to quote 
on any of your wire requirements will 
always be welcomed. 


ROME WIRE COMPANY 
Mills and Executive Offices: ROME, N.Y. 
Diamond Branch: Buffalo, N.Y. 


New York — 50 Church Street 
Boston — Little Building Chicago — 14 E. Jackson Blvd. 
Detroit — 25 Parsons Street Cleveland — 1200 W. 9th Street 
Los Angeles — J. G. Pomeroy, Inc., 336 Azusa Street 
San Francisco — J.G. Pomeroy, Inc., 51 Federal Street 








Power Cables 


Slow Burni 
Wires id 


Super Service 
Cords and Cables 


Wires ~ Code 30% 
Intermediate 


Copper Rod ana 
Bare Copper Wire 
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Industrial Lighting Activity 
Reaching Out 
By the first of this year the num- 
ber of communities participating in 
the Industrial Lighting Activity had 
reached the surprising number of 
1919. They represented a population 
of 37,921,575 or 53.2 per cent of the 
electrical population of this country 
under wire. These figures came offi- 
cially from the office of the industrial 
lighting committee of the National 
Electric Light Association. 

One of the high-potential spots in 
the Activity at the present time is 
Omaha. In his characteristic way, 
President James E. Davidson of the 
National Electric Light Association, 
who is also president of the Nebraska 
Power Co., has rolled up his sleeves 
and pitched into the battle with a 
vim and aside from his interest in bet- 
ter industrial lighting from the na- 
tional standpoint is personally co- 
operating with his sales department. 
It is said that the work is being so 
thoroughly prosecuted there that the 
whole territory of his central station 
is being bombarded systematically 
with broadsides that are loaded with 
TNT (Try, Never Tire). 

From every quarter come encour- 
aging reports that this latest form 
of campaign is bringing tangible re- 
sults—actual orders. In the Wiscon- 
division the Northern States 
Power Co is actively carrying on the 
campaign in Eau Claire, Chippewa 
l’alls, La Crosse and Menominee. The 
combined prospect list of 340 names 
shows 79 requests for surveys and 
bulletins and 18 sales. 

In Worcester, Mass., they 
more prospects than they can handle 
at times. In practically every case a 
trial installation is made, being turned 
to a _ contractor. Working 
through the contractor and jobber has 
been found highly successful there. 

Results obtained to date in Cin- 
cinnati have been remarkable when 
figured in terms of sales per call, 
units per sale and wattage increase 
per sale. Such a showing is a strik- 


sin 


have 


over 
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ing tribute to the direction under 
the 


had the opportunity of working. A 


which Cincinnati salesmen have 
report from the Dayton Power and 
Light Co., 
December shows that as a result of 
28 calls, 3,994 reflectors were sold, 


the load increased 523.5 kw. and that 


covering a week in 


17 other specifications were prepared 

re- 
One 
outstanding job was the machine shop 
of the Delco Light Plant No. 1 where 


involving the addition of 4,957 
flectors, an increase of 711 kw. 


260 reflectors replaced 72 old re- 
flectors, the increase being 17.4 kw. 
The infusion of new blood has 


brought the desired results in Louis- 
ville. The movement of the campaign 
was causing no shouting of “hur- 
rahs’”’ from the housetops until Illum- 
inating Engineer L. M. Grawemeyer 
decided to add some new faces to the 
picture and one new man, in particu- 
lar, landed nine out of 10 prospects. 
Five hundred reflectors were sold in 
three weeks and the 

taken on added impetus. 


campaign has 


An so it goes throughout the coun- 





try. As promised in the beginning, 
the Industrial Lighting Activity is 


not an ephemeral proposition—a big 
hurrah and nothing definite accom- 


plished after the wind has blown 


over. This is a growing movement 
that gains greater impetus as the 
months go by. 
* * * 
Mid-Winter Course in 
Illumination 


‘The Edison Lamp Works will hold 
its. third mid-winter course in illumi- 
nation design and sales methods at 
the Edison Lighting Institute, Harri- 
son, N. 
1926. 

This course is planned primarily for 


J., from February 15 to 20, 


sales and service men of electric serv- 
ice companies. Those who attend will 
be given a thorough background in 
illuminating engineering and its ap- 
plication, which will include lectures 
on special methods which have been 
found successful in selling lighting 
installations. 

The course of instruction offers to 


electric service companies an excel- 











Arrangement of this fixture display room of the Charles E. Hayes Co., Springfield, 
Mass., produces a decidedly different atmosphere from that of the usual display room. 
The first thing you notice is that a home-like appearance is preserved ‘in the arrange- 
ment of the fixtures and lamps and the furnishings of the rooms. Some idea of how 
each individual fixture will look in a room can be obtained when it is lighted. Also, 
there are relatively few designs shown—no confusion. 
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A RANGE WITHA | 
REAL JOBBER POLICY 


‘“Standard”’ electric ranges were sold through job- 
bers in 1925 in 10 major districts (comprising 65% ) 
of the U. S. 


Our distributors and their salesmen did a good job and 


It was a record year in sales and profit. 


we appreciate it. 


The policy of jobber distribution will be followed in 
1926. A representative of “Standard’’ will be main- 
tained in each sales district to help you develop busi- 
ness. Our factory is being enlarged to give you instant 
service. 


Popularity of ‘““Standard’”’ ranges for homes and apart- 
ment buildings is increasing. They are quality ranges 
down to the last bolt. 
them this year than ever before. Here’s to your success! 


You will make more profit from 


The STANDARD CATALOG will be 
sent on request. Let us also tell you how 
we co-operate to build sales. 


The Standard Electric 
Stove Co. 


TOLEDO, OHIO, U. S.#A. 




















lent opportunity for training men in 
illuminating engineering, present 
lighting practice and the commercial 
aspects of the lamp business. 

All communications regarding res- 
ervations, details of the conference, 
etc., should be addressed to T. F. 
Joyce, Edison Lamp Works of Gen- 


eral Electric Co., Harrison, N. J. 
% % % 


Live Christmas Tree Idea 
“Went Over Big” 


Partial returns announced by the 
Society for Electrical Development 
shows that the idea of illuminating 
live Christmas trees has grown by 
leaps and bounds, the various com- 
munities report anywhere from 20 to 
2000 trees dotted over the territories 
supplied by the local central station 
companies. As a result a definite bond 
has been established between the in- 
dustry and local organizations and 
merchants who have heretofore car- 
ried on independent Christmas cele- 


brations. 
x * * 


Evils of Price Cutting 

It would be worth while to cut this 
out and paste it in the roof of your 
hat, where it would be handy to show 
to dealers. 

On 25% margin of profit a cut of 
5% requires 18 2-3 more volume. 
8% requires 35 1-8 more volume. 
10% requires 50% more volume. 
1214% requires 75% more volume. 
15% requires 11214% more vol. 

In other words, if you cut your 
price 15% on a $100 sale, it is neces- 
sary to sell $112.50 worth of addi- 
tional business before you can make 
the profit of $25 to which the original 
sale entitled you. 

Here is another example to illus- 
trate this table and emphasize that 
price-cutting is foolhardy merchandis- 
ing: 

Assume sales at 25% margin. In 
that case, sales of $100 will yield $25 
gross, cost being $75 and margin $25. 

If, now, we cut prices 15%, the 
goods we sold for $100 will bring us in 
only $85. Where the $100 yielded us 
$25, the $85 will yield us only $10. 
So here is what we must do on new 
basis: 


Sell $85 worth to get.............. $100.00 
Sell $85 worth to get.............. $10.00 


Sell another $85 worth to get... 10.00 
Sell another $42.50 worth to get 5.00 





Before we get back to the old 
basis of gross earnings of ........ $25.00 
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LL household sizes of the New 
Standard Edison MAZDA 
Lamps are now available. 


Public demand will naturally fol- 
low the extensive advertising 
campaign starting immediately. 


To Edison MAZDA Lamp Agents 
they mean: 














—a Saving of space, 

—less selling cost, 

—stock simplification, 
—speedier turnover, 

—simplified reports, 

—more profitable lamp business. 


Be sure the agents you serve cash 
in on this. 


EDISON MAZDA LAMPS 


NERAL ELECTRIC PRODUCT 


@ 
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This improved design is the only type on the a 
market that makes a water-tight joint when in- ' 
\ 


—— 


= 
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stalled. Made of Malleable iron, galvanized by the 
Sherardizing Process which protects the threaded 
parts as well as the outside surface. hy 


WAREHOUSE STOCKS IN PRINCIPAL CITIES 


Steel City maintains warehouse stocks in all the principal y 
cities for the convenience of the jobber, thus assuring y, 
prompt deliveries of any orders placed. 4 


<a 
— 


@e = 


e i 
‘ The jobber’s customers can draw upon these stocks at ' 
w any time necessary and such material ordered will be - 
N billed through the jobber. 4 

\/} 
" Jobber’s Salesmen can realize more profits by explaining 1 


iN this Steel City service to their Contractor dealer friends, é 
é as it helps them in landing orders, by assuring prompt VY} 
delivery of the material. 


4 i 
¢ Make 1926 a ‘‘Steel City’’ Year ' 
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Star Fixture Stems \ 
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EQUITABLE BUILDING, NEW YORK, N. Y. 
EQUIPPED WITH STEEL CITY PRODUCTS 


STEEL CITY ELECTRIC CO. 
PITTSBURGH PA. 
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But that is not all. For a given 
quantity of goods formerly sold fo. 
$100: When we cut prices 15% and 
get only $85 for that same physical 
quantity of goods, we have to sell not 
merely $127.50 more in value but on. 
and a half times the physical quantit, 
of goods; so to cut 15% on prices en 
tails the handling of 250% of the firs: 
physical quantity of merchandise t. 
return us the same gross money. 

And yet again: It will cost us full) 
two and a half times the expense t: 
handle two and a half times the mer 
chandise, hence on the basis of cut 
ting our margin 15% we have multi 
plied our expenses on the same physi 


| cal quantity of merchandise by twe 


and a half! 

We are short on mathematical for 
mulae, but anybody who wants to tak: 
apart any of the statements in this 
table and build up costs, expenses and 
compensations as was done on this 
item, can, we are sure, convince him 
self that price cutting is pretty expen 
sive business.—Pacific Coast Travel 
ler. 

* * * 


Ten Per Cent Increase in 
Electrical Output 

The total output of electricity by 
public utility power plants in the 
United States from January to Sep 
tember, inclusive, in 1925 was 47,- 
570,000,000 kilowatt-hours, a genera! 
increase of 10 per cent over the sam« 
period for 1924, The output by the 
use of water power for the same 
months was 16,548,000,000 kilowatt 
hours for 1925, also an increase of 
10 per cent over the same period for 
1924. 

The total capacity of generators in 
electric public utility power plants in 
January, 1924, was 19,400,000 kilo- 
watts; in February, 1925, the total 
capacity was 22,500,000 kilowatts, an 
increase of over 3,000,000 kilowatts. 
or about 16 per cent in the 13-month 
period. 


&¢ 2 


G-Q Enlarges Warehouse 

The G-Q Electric Co., Milwaukee, 
Wis., has leased additional warehouse 
space from the Milwaukee Terminal 
Co., which adjoins the G-Q offices anid 
warehouse at 27 Erie St. The en- 
tire ground floor of 4800 sq. ft., at 
numbers 23-25 will now be devoted to 
the city sales department. An attrac- 
tive four-page circular has been mailed 
describing the change. 
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VERY month sees new additions to the list of Jobbers who have 
accepted this exclusive proposition, and every month we have evidence 

in the shape of re-orders from our older Jobbers which proves thatthe 
exclusive proposition pays them an easier and more comfortable profit 
than the old competitive method of handling commercial lighting material. 
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or Nuite Commercial Lighting Glassware—beauti- 
ful in design and decoration when cold, even more 
beautiful when lighted, every piece tested for bal- 
ance and density and— 


PRICED RIGHT 


It is easier for the Jobber to sell an exclusive light- 
ing unit, easier to get a fair profit on it, and you 
don’t worry about who will get the orders for re- 
placements. So we ask you 


Jour Own 


———~a9y, 












Let us lay the facts, figures 
and samples before you. Other 
jobbers find our proposition 
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Yes, it’s A. P. H. Saul, salesman for 
the Robertson-Cataract Electric Co., Buf- 
falo, N. Y. Mr. Saul specializes on ap- 
paratus. Wonder what all the _ initials 
stand for. 





Delinquent Accounts 


The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem- 
ber manufacturers and _ jobbers, 
through its various divisions, for De- 
cember, 1925, as compared with the 
same month the previous year. Also 
these figures are shown for the 12 
months periods of 1924 and 1925. 


Raftery and Dougherty Now 
Control Bunnell 


Control of J. H. Bunnell and Co., 
founded in 1879, and best known as 
one of the world’s leading manufactur- 
ers of high-grade telegraph appara- 
tus; also as manufacturers of a 
complete line of fire alarm apparatus 
and other electrical equipment, has 
been acquired by J. J. Raftery and 
J. G. Dougherty. 

Mr. Raftery, who has been elected 
president of the company, is very 
well known in the electrical industry. 
Immediately after graduating from 
Amherst College he entered the em- 
ploy of the Western Electric Co., 
where, for several years he was in 
charge of sales in the eastern dis- 
trict. Later, for two years, he was 
eastern general manager of the Man- 
hattan Electrical Supply Co., Inc. 

J. G. Dougherty, who will be vice- 
president and treasurer, comes from 
Bethlehem, Pa. He has been con- 
nected with the Illinois Steel Corp., 
and is a graduate engineer of Lehigh 
University. 

The new interests bring to this well 
known firm young blood and experi- 
enced management. The retiring 
president, Mr. J. J. Ghegan, who has 
been associated with Bunnell for 40 
years, wll retain a financial interest 


NUMBER OF ACCOUNTS REPORTED 


DIVISION 


New York Elec’! Credit 


December 
1924 1925 





% Increase 12 Months 
or Decrease 1924 


% Increase 
1925 or Decrease 





Ass’n Headqu’rs New York........ 308 259 —14.5% 4050 4129 +01.9% 

Electrical Credit Ass’n, 

Middle and Southern Atlantic 

States, Headqu’rs Philadelphia 182 180 —01.1% 2816 2695 —04.8% 

Electrical Credit Ass’n, 

New England Division, 

Headquarters Boston .... . 60 80 +60.0% 700 985 +40.7% 

Pacific Coast Elec’] Credit 

Ass’n, Headquarters 

San Prancigco:...-...>......... a, 37 +27.6% 268 241 —10.0% 

Electrical Credit Ass’n, 

Central Division, Head- 

quarters Chicago ................... .. 694 947 +86.4% 10179 10521 +038.38% 
‘Ok yr. cr 1258 1503 +19.5% 18013 18571 +038.1% 


TOTAL AMOUNTS REPORTED 


% Increase 


December 
1924 1925 
New York Division....$ 40,897 $ 84,902 
CAP 6), rr 21,040 18,931 
New England Div. .... 5,458 6,689 
Pacific Coast Div. ...... 4,495 - 5,018 
Central Div. . ..... 88,782 118,558 


TOTAL ....$160,672 $184,098 


% Increase 


or 12 months or 
Decrease 1924 1925 Decrease 
—146% $ 596,642 $ 580,962 —-02.7% 
—10.0% 815,596 835,902 +06.4% 
422.5% 76,961 104,476 185.8% 
+11.6% 34,093 81,791 +06.7 % 
433.5% 1,217,816 1,808,957 +07.5% 





+14.6% $2,241,078 $2,862,088 405.4% 


AVERAGE AMOUNTS 


New York Division... fay 
M; & SS: Ac S. Bwison....c cs... 
New England Division........... 


Pacific Coast Division......... : ae, aoe 


Central Division 


December 12 Months 
1924 1925 1924 1925 
_& 185 $ 135 $ 147 $ 140 
ev 106 112 125 
<x: 109 84 110 106 
55.00) 186 127 182 
128 126 120 125 








“Kiss me, my fool,” says W. E. Munroe 
(left) of the Graybar Electric Co., Boston, 
but George Blackburn of Crouse-Hinds 
doesn’t seem to care a condulet whether 
he does or not. 





in the business and will continue to 
give to it the benefit of his long ex- 
perience. Plans for enlarging the 
manufacturing end of the business, as 
well as for the further development 
of the jobbing end, are being worked 
out. 
* * * 


Employment Bureau and Esti- 
mating Department 

Two  out-of-the-ordinary — things 
that are being done by the Ackerman 
Electrical Supply Co., Grand Rapids, 
Mich., are worth consideration on the 
part of any jobber. The first is an 
electrician’s employment bureau that 
this company has established. Any 
contractor can call this bureau and at 
once find out whether or not there are 
any electricians available. 

The second idea is a free estimating 
department, likewise for the use of 
the contractor. In it he can have an 
estimate prepared from any set of 
plans from a dwelling house to the 
largest power installation. 

* * & 
Capital to Increase Plant 

The Capital Electric Supply Co., 
Lansing, Mich., will start at once on 
a new warehouse which will give it an 
additional floor space of 18,000 sq. 
ft. 


* * 


Electric Appliance Holds Dance 

Following its custom of many years, 
the Electric Appliance Co., Chicago, 
held its annual dance for employes on 
December 29, in the Drill Hall, 
Capital Bldg., Chicago. The dance, 
which is always given during the 
period of the sales conference, aids a 
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—this is the first of a series 
of advertisements that will ap- 
pear in this publication, de- 
signed and created to acquaint 
Jobbers and Jobbers’ Sales- 
men with the Quality of Pauld- 
ing Devices, and the excep- 
tional service and co-operation 
rendered by the Paulding or- 
ganization. 


Watch For Them! 


























the First Of a Serres 


" Devices That Render the Service 
for Which They Are Lesigned “ 
















JOHN I. PAULDING INCORPORATED 


NEW BEDFORD AAS MASSACHUSETTS 
A 
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SATISFACTION 


































62 THE JOBBER’S[J}SALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


great deal in cementing the relations 


meeting were all present with the re- the conference room the next morning. 
sult that difficulty was experienced in It’s a long step from selling to danc- 


of the inside and outside employes. 


The 
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Above is the result of a day’s “gunning” at Graybar Electric 
Co., Inc., Boston. Note the rigid adherence to the Massachu- 
setts game laws—just an even 50 people. In the upper left 
hand corner is the sales force. Left to right (rear row) are: 
H. W. Robinson; R. C. Goodwin; H. E. Bernkopf; W. F. Abely, 
credit manager; A. J. Perry, asst. mgr.; W. D. Koch; P. A. 
Mayr; G. H. Bolles; F. A. Tibbitts; T. E. Burger, manager, and 
J. H. McMullen. Front row: F. Hurley D. H. Freeman, 
R. C. Welch, F. X. Fitzpatrick, C. F. Howes, D. F. Mitchell, 
J. P. Lynch, and G. E. Ela. Next to the salesmen are four men 
from the warehouse: Frank Fisher, Tom Pollard, Steve Sullivan, 
and J. L. (Scotty) Anderson. 


Now clean the old specs and meet the girls. Rear row: Laura: 


Baldelli, secretary to Mr. Burger; Marian McGowan; Frieda 
\below; Mary McLaughlin; Evelyn Willard; Anna Petersen, 
credit and collections; M. E. Sadler, head of office service; Mar- 


30 salesmen who attended the dragging creaking joints upstairs to ing the “Charleston.” 


























garet Patterson; Mary Kennes; Elizabeth Kennes, and Doris 
Donovan. At their prayers in front are: Alice Coville; Helen 
Arnold; Helen Moran (oh, Charley Dawes, where are you?) ; 
Marian Grant; Dorothy Boynton; Maude Hurd, and June Gill. 
Yes, that’s another of those classy Graybar Electric buildings to 
the right of the girls. 


In the lower left picture is the “Boston Synthetic Quartet.” 
W. E. Munro (left) is Graybar’s store manager. Next is George 
Blackburn of Crouse-Hinds, followed by Harry Hebard, Na- 
tional Carbon Co., and National Carbon’s general manager, Mr. 
Raymond. 


At the door of the “chicken-coupe” is E. H. Given, city sales- 
man. The sheik is Nate H. Sanderson; the “Modern” (mustn’t 
say flapper) is Dorothy Law, while the two heavy laughers 
below are Ted Robarge and Bill Whitehouse. 





Gllger 
(ord 


Sells 


[ tself 


Rack 1s of strong construc~ 


tion and the spools just ft. q 


It keeps the cord clean and © 


‘ 
is easy to handle. 


Set It up on Your Counter 


A Handsome Display that Will Mean 


Increased Sales 


Ask your jobber for our Free 
Spool Rack offer or write to us 





Send for circulars of other COLLYER Wire Products 





COLLYER INSULATED WIRE Co. 
PAWTUCKET, R.I.. U.S. A. 
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Re RHODE ISLAND 
se == dn 
Se Armored Cable 


NOTE THE RED INNER BRAID 
fed dentifes 


Your J ob 


Rhode Island Red Armored Cable is strong, extra 


flexible and easily stripped. Made in all sizes. 
N. E. C. S. 600 Volts. Approved by the Underwriters Laboratories. 


A NEW DEVELOPMENT IN CODE WIRES 


RHODE ISEANDRED  # Leenijies 
RUBBER COVERED 
WIRE 


Job 


RED WIRE is clean and 
smooth, easy to pull into 
conduits and will not soil 
hands, walls or ceilings. 


MANUFACTURED BY 


PROVIDENCE INSULATED WIRE CoO. 
Providence, Rhode Island 
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Changes in Personnel 
Water Pierce, formerly salesman 
and also in charge of lighting fixtures 
for the Pierce Electric Co., Tampa, 
Fla., has been promoted to sales man- 


ager of the company. 
ee * 


R. T. Dunn, previously with the 
Pittsburgh house of the Graybar 
Electric Co., has been appointed 


stores supervisor of the company. 
* * * 


ALBERT H. SurPRENANT has been 
made sales manager of the Noyes 
Electric Supply Co., New York. 

* * = * 


A. D. Kierer, formerly in the sales 
department of the Dotson-Hiebert Co., 
Minneapolis, Minn., has recently been 
appointed manager of the radio sales 
department of the Kiefer Electrical 


Supply Co., Peoria, Il. 
* * * 


¥,. & 
few years has been in charge of coun- 
try sales for L. Gould Co., Chicago, 


has been placed in charge of city sales. 
* * * 


Erickson, who in the past 


C. W. Eaton has been made mana- 
ger of sales of the Schuster Electric 
Co., Cincinnati, O. 

x * * 


é. B 


sales manager and W. E. Taylor pur- 


STEELE has been appointed 


chasing agent of the American Elec- 
tric Co., St. Joseph, Mo. 
7. * * 

J. O. Beri, formerly in charge of 
sales in the Oklahoma City house of 
the Con 
has been Tex., 


Southwest General Electric 
transferred to Waco, 


and “‘Ben” Clarkson succeeded him on 


January 1. Mr. Clarkson was for- 
merly with the Southwest General 
Electric Co., in the San Antonio terri- 
tery. A. T. Groom is the radio. spe- 


cialist of the company. 
* * KE 

E. F. 
treasurer of the Carter Electric Co., 
Atlanta, Ga., has resigned and F. H. 
Dendy has been appointed acting fi- 


Huff, formerly secretary and 


nancial manager. 
* & * 


Substantial Bonus for Gertler 
Men 

The new year brought many smiles 
to the employees of the Gertler Elec- 
tric Co., Inc., New York, and West- 
chester. On Saturday, January 2, 
everyone in the employ of the com- 
pany received 4 liberal bonus and a 
New Year greeting im his pay envel- 
ope. This was the fimpt-vear of the 
bonus system put into “effect by the 


@ 


company and from the “inside looking 
out” it is said that there will be much 
more in store in 1927. 
* * * 
Aitken’s Electrical Nephews 
David Aitken, Sr., manager of the 
electrical department of the George 
Co., Cleveland, Ohio, 


besides being one of the real old- 


Worthington 


timers of the game, boasts a flock of 
Roy Aitken, a 


electrical relatives. 


nephew, formerly with H. C. Roberts 
at Syracuse, is now with the Jones 
Co. Wilburt 
nephew, is the Buffalo representative 
for the National Metal Molding Co. 
Robert J. 
formerly with Henry D. Sears, is now 
the Graybar Electric Co.. 
Cleveland. One of Mr. Aitken’s sons 
Milton L. Aitken, is with the Cleve- 
land Electric Illuminating Co. 


l’ixture Jones, also a 


Another nephew, Jones. 


with 








A photographic ensemble from one of the livest and fastest-growing organizations in 


New England—the Milhender Electrical Supply Co., Boston J. L. 


(Joe) Milhender, 


president, is shown in the center. In the top group are the outside salesmen. Left to 


right, they are: Mark E. Levine, J. J. 


McHugh, Moe Himan, Maurice E. Stepner, 


Henry L. Wolfers, Chas. E. Silver, R. L. McDonald and J. S. Taylor. Second group, 


rear row: J. S. Cain, Jack Brennan, M. J. Hackel, and Oscar Scmitt. 


Front row: 


“Mac” Sandler, Al Hood, “Al” Landz, and “Bill” Smith. The close-ups below are of 
Ed. Weinstein, J. F. Hartigan and (lost his initials, darn it!) Mr. Doherty. 
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HE Number 661 Fan Outlet and Support 

represents the last word in efficiency and 
economy for a fitting of this kind—thanks to the 
valuable suggestions received from our many 
friends among contractors and engineers. 


The neat, unobtrusive appearance, the ease of in- 
stallation, along with its adaptation to the stand- 
ard 4-inch square Outlet Box with raised cover, 
its low cost and yet rugged construction make 
this fitting a great asset to both contractor -and 
owner. 


Catalog No. Six-Sixty-One is the complete 
fitting, as illustrated, except that the iron 
outlet box cover, which is shown in phantom, 
is not included. The finish of the brass plate 
is brush brass and each fitting is packed in 
an individual carton properly marked for 
ready identification. 


Tested and approved by the Underwriters’ Lab- 
oratories and the Electrical Testing Laboratories, 
the results showing that—although the heaviest 
fans do not weigh over fifty pounds—this fitting 
withstood the test of ten hundred and fourteen 
pounds. 


For individually illuminated picture mountings 
and for glow heaters this fitting is particularly 
adaptable. 

Literature giving full information may be had by 
writing to any of the offices listed below. 


Russell & Stoll Company 


53 Rose Street, New York 





BIRMINGHAM BOSTON pg age SAN FRANCISCO 
r 
~ greg hag Pearl he i‘ FRANK RESKE CLAPP @ LA MOREE 
dani re PHILADELPHIA LOS ANGELES 


CHICAGO DETROIT 
53 W. Jackson Blvd. General Motors Bldg. 
FRANK H. GETCHELL Cc. E. WISE’ ‘ 





239 S. Fifth St.. 


Fourth St. 
H. W. LEITHOLD 


LA MOREE 







POR’ 
.218 Comm ry 






CLAPP & && MORE 


Le a 
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Top group—Union Electric Supply Co., Providence, R. I. Standing, left to right, 
Margaret Carroll, Agnes Roake, Louise McGuire, Celina Martel, Alice Olson, Edith 
Gaisford, Marcella Gerhardt, and Margaret Prior. The three “down in front” are 
Ethel Anderson, Gertrude Asher and Helen McCaffrey. The unusual hilarity was 
caused by the peculiar “stance” of Miss Anderson. 

Middle Group—H. C. Roberts Electrical Supply Co., Syracuse, N. Y. George 
Tusang was in town, which explains all the marcels. Left to right, Marion Dwyer, 
Alice Herzig, Alice Tinkey, Ruth Stieler, Mollie Conkey, Marion Day, Mrs. Mar- 
garet Griffin, Alice Masters, Mrs. A. N. Longley, Flora Mapstone, Miss Longtin, 
and Florence Denmark. 

Lower group—Milhender Electric Supply Co., Boston, Mass. There are as many 
girls in this group as there were employes in the company not much over a year 
ago. Left to right, Gertrude Lasner, Helen Doherty, Mary Devereaux, Gladys 
Doherty, Sally Sulkis, Lillian Albert, Alice Daniels, and Louise Connolly. 


IN THE INDUSTRY.” 


Bill Kranzer, Admires Chinese 


Custom 


W. J. Kranzer, president of Cran- 
nell, Nugent & Kranzer, New York, 
was kind enough to send in the fol- 
lowing copy of a letter which his com- 
pany received, with the remark: 

“The ancient Chinese custom, as re- 
gards a payment of debts is known to 
so many and practised by so few, that 
perhaps the letter quoted above might 
come in handy as the basis of an 
article in THE 


, 


JOBBER’s SALESMAN.’ 

The letter requires no “article.” 
Here it is: 

“The custom of distributing Christ- 
mas and New Year cards is now quite 
general. 

“We favor the Chinese custom of 
clearing off all indebtedness before the 
new year. 

“The enclosed check is our contribu- 
tion to you for satisfactory service 
rendered and to balance our account 
to date. 

“Very truly yours.” 
* * * 


Facts About Your Public 
Utilities 
BY THOS. G. GRIER 
There is a distinct difference be- 
tween government ownership and pub- 
lie ownership. 

A “public utility” is what the name 
means. It is a “utility of value” to 
And the 
public which it serves is the one to 
be interested. 


the public which it serves. 


No business can be successful that 
is not run so that the income will ex 
ceed the expense of operation and de- 
preciation—having a margin of profit 
for surplus and emergencies. 

Depreciation and emergency ex 
pense fluctuate from year to year and, 
also, income has its variations. 

Government ownership has demon 
strated that the economy of operation 
is overlooked, that proper relation to 
cost of producing and income is not 
considered, and eventually the people 
as a whole are taxed to supply de- 
ficiencies caused by inefficient man- 
agement. 
ever, always has before it that the 
business must pay. This means econ 


omy of operation, efficiency in produc- 


Private ownership, how- 


tion and foresight in management. 
The 
under government ownership there 
would be a deficit. 


how this privately owned public util 
(Turn to Page 90) 


above makes a profit, where 


The point now is 
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HERE’S THE ‘fOBBER POLICY 
YOURE LOOKING FOR 















Packed in_ individual 
cartons, showing type, 
finish and catalog num- 
ber on the outside. 


Grahling Bros. fixtures 
are furnished in_ all 
popular designs, finishes 
and tints. 


No. 155 


Five Light Candle 
Length 36”, Spread 21”. 


E HAVE decided, after considerable re- 

search, that the most logical outlet for our 
line of Artistic Lighting Fixtures is the Electrical 
Jobber. 


In order to be successful in this method of mer- 
chandising we must protect you, Mr. Jobber, to 
the fullest degree and therefore we have adopted 
and will maintain a strict jobber policy. You know 
without being told what a strict jobber policy 
means to you. 

The Grahling Line of Lighting Fixtures is the 
result of many years of experience in creating and 
designing lighting fixtures of the higher grade. 
Each fixture is a wonderful combination of design 
and color, blending and harmonizing to such an 
extent as to make it practically exclusive. 


If you are not yet acquainted with our proposi- 
tion, write us—we will be glad to submit it to you. 


GRAHLING BROS. COMPANY 


1917-21 E. 61st Street 
CLEVELAND OHIO 

















Following the Trail. of 
House-Wiring 


Profits 


(Continued from Page 9) 
From 10:00 until 2:00 I do all of th 
‘personal service’ work as above men 
tioned, that I possibly can and whic! 
will result in business later. 

“In reference to the early spring 
season in house and apartment wir 
ing, I feel that this is the time of the 
year when I can replenish my ‘stock 
of contractors’ to the best advantage. 
A fellow loses a customer every now 
and then for some reason and new 
customers must be put on the books 
to take the place of them if he is to 
show progress. During the time of 
the year when the contractor is the 
busiest and he has the most difficulty 
in getting the supplies to the job, then 
it is you will find more ofportunities 
to be of service to some contractor 
not already on your books and you 
will get him interested in you and get 
a start with him. 

“All these things, insofar as my ex- 
perience goes, I can sum up into two 
or three rules, if you want to call 
them that. In the first place, and 
most important of all, ‘know your 
stuff.” By that I mean to say that 
in the ordinary run of supplies that 
are sold in the course of everyday 
work a salesman should comé pretty 
near to knowing not only the types. 
sizes, and current prices well enough 
to’ rattle them off from memory, but 
also the practical application of each 
item. It is aggravating for -a con- 
tractor to wait for a salesman to dig 
into a price book or catalog for every 
bit of information. Time and again 
I have gone into a contractor’s office 
who said he didn’t need anything. I 
have run down through this list of 
articles, one after another, naming the 
article, asking him how this or that 
price suited him that day and kept 
it up as long as he would listen. It 
is almost certain that when you do 
that before you get through you will 
have enumerated several items he will 
remember that he is short of and h¢ 
will give vou substantial orders. 
Imagine going into a_ contractor’s 
place and getting out a catalog and 
starting to read it to him to accom- 
plish this same purpose. 

“Of course, there are certain things 
which you have to look up. In that 
case give him the exact information 
out of the book and then make every 
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Clearsite Fuses 











The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
“approval” by the Underwriters’ Labora- 
tories. Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U.S. A. 
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We are pleased to an- 
nounce that we are now 
located in our new and en- 


larged quarters at 
1407-1417 W. Jackson Blvd. 


with greatly increased fa- 
cilities to take care of the 
ever increasing demand for 
STERLING Reflectors for 
Show Windows, Display 
Cases, Flood-Lighting, 
Cove and General Interior 
Illumination. 





















We also desire to ex- 
tend our thanks and ap- 
preciation to jobbers 
and their salesmen for 
' the valued cooperation 
which has been so large 
a factor in making nec- 
essary these extended 
manufacturing facilities 
within the short period 
of a year. 























/// Reflector & Illuminating Co. \\’ 
V/ Manufacturers and Engineers ANY 
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1411 Jackson Blvd. Chicago, U.S. A. \\ 
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effort in the world to supply his need. 
no matter how small and insignificant 
the item. I well remember one time 
a contractor wanted to know where 
he could get two single-pole switches 
mounted on one block. My memory 
did not serve me on this but we found 
it in the catalog and he only wanted 
one of these switches. To get it and 
deliver it to the job took several 
hours of my personal time but as the 
saying goes, he was ‘tickled to death.’ 
I eventually got an order for quite a 
number but it was the orders for other 
material that he gave me that made 
the business worth while from my 
standpoint. 

“Next after knowing your stuff it 
is important to sell all the material 
that you can at the job after you get 
the initial order. If a man orders 
pipe and wire from me I try to find 
out what job it is for and suggest 
everything I can think of to go with 
it. After he gets the fixtures on the 
job and there is no way to get my 
particular line of fixtures substituted, 
I go after him on sockets, pull chains, 
canopies, plain candle sockets and 
even solder and tape. One thing is 
as certain as that day follows night; 
he is not going to hand you the busi- 
ness on these items if you do not sug- 
gest them and ask him for the busi- 
ness, 

“Finally, it goes without saying, at 
all times be honest with your con- 
tractor. There are plenty of oppor- 
tunities to ‘put things over’ on him 
—little things that might not be put 
in any worse light than that of being 
smart business. But after all, remem- 
ber that the contractor is not only 
your friend but he is your bread and 
butter, and he is worthy of the squar- 
est treatment you can give him.” 


California Jobbers Consider 
Milwaukee Plan 
Considerable interest in the Mil- 
waukee plan for promoting the use 
of the standard accounting system 
among electrical contractor-dealers is 
being manifested by the southern 
California jobbers. Complete data 
has beensplaced in the hands of the 
credit men of the associated jobbers 
by C. J. Grisbush, secretary of the 
California Electragists, southern di- 
vision. They in turn have presented 
the matter to their executives. 
If the plan meets with favor, it is 
thought likely that it will be put in 
operation during the early part of this 
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The most comprehensive 
catalogue of Electrical Supplies in 
the United States. Like its pre- 

a decessor, it was compiled on the 
X Donnelley Unit Selection Plan. 


Jobbers’ Catalogue Department 


R. R. DONNELLEY & SONS COMPANY 


731 PLYMOUTH COURT - CHICAGO 
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Help your customers who 
are located near factories 


7 men out of 10 who work are in trade lines—me- 
chanics, electricians, carpenters and so on. 


The retailers you call on have a number of articles in 
their stock that especially appeal to these men who work 
with their hands as well as their head. 


The BUSS Light is one of them. Think how they can 
use it in their trade to clamp anywhere, hang anywhere 
and adjust the light in any direction. Imagine what that 
convenience means to any man either on the job or at 
home. 


Men in trade lines are particularly attracted by the 
display of BUSS Lights, because it is such an ingenious 
mechanical unit, and because it offers such a big value 
for the price it costs—only $2 or $3. 


Your retailers who are located near factories can get 
exceptional results in sales from a proper BUSS Light 
display. Bring this fact to their attention. 
But remember, it is the display material that tells the story and 
sells the goods. When you sell the dealer BUSS Lights, sell him on 
the idea of sending for Display Set— it’s FREE. That's the one sure 
way of moving BUSS Lights off your dealers’ shelves and securing | 
i re-orders. - a: ee 


BUSSMANN MANUFACTURING CO. + St. Louis. 





Refer 
to Your 
Discount 
Sheet 





BUSS Light 


The Hlandiest Light in the World, 


—— 
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Making the “Approach”’ 

(Continued from Page 12) 
pends largely upon whether the cow 
is in the barn or in the pasture. Tl 
same is true with a customer, Some 
times he is in his office and sometimes 
wandering about the establishment. 
If he is in his office, like the cow in 
the barn, you know where he is and 
may go ahead with your preparations 
for a successful approach. If he is 
grazing around the place you ma\ 
have to spend a lot of time looking for 
him. 

In hunting for a cow, you often 
save time by shouting, “Here Bossic. 
Here Bossie,” as you wander over tlic 
landscape. But_you have to know 
your cow. Some cows recognize the 
call as the signal for an interview 
and strive to keep out of the way, 
while others suspect some profit from 
the occasion and come sauntering up 
to sign the order book. A customer 
is the same way. If you know he is 
in the pasture, and if you know him 
well, you may save considerable time 
by standing on a counter and shout- 
ing, “Here Boss, Here Boss.” In 
nine cases out of 10 the prospect will 
come a-running, for he'll want to know 
who is making so much noise. 

Some salesmen prefer to interview 
a cow in the pasture and others in the 
barn—that is only a matter of experi- 
ence. With a prospect, it’s the same 
way—you may want to interview him 
in his office or in the pasture. Let 
your conscience be your guide. If you 
prefer an office interview, chase him 
into the office, slam the door and pro- 
ceed with the remainder of your ap 
proach. This method may not always 
be desirable, depending upon the 
length of the chase, for you may be 
out of breath when you get him in 
side. I have found the best way is 
to drive him slowly—never get a cow 
or a prospect excited. Calmly but 
with determination urge him into the 
barn, throw out the feed and open 
the cofiversation. 

Those who have had experience in- 
terviewing cows, declare that the 
longer you interview, the more cream 
you'll get, because the cream is the 
last part of the interview to be given 
out. Therefore the longer you can 
stick to your prospect, the more cream 
you should get into your order book. 

In conclusion, let me say that all of 
these rules work excellently under 
normal conditions, but you'll have to 
change your entire approach if you 
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T-62 
Baby Tap 


THE RODALE 
BRACKET STRAP 
Cat. No. F-7 


NE of the most valuable labor- 

saving developments of the 
year. This device facilitates wir- 
ing of wall brackets to various | Mh 766 
types of boxes, such as the GEM {fj it Base-Board Outlet 
3-INCH PAN-CAKE and others. ANN 


The top and bottom slits have 
been designed so that the screws 
can be inserted at the exact point 
required to fit the particular wiring 
box. 


We have a real jobbers policy 
in every sense of the word. 
Write for our scale of dealers’ 
resale price sheets for distribu- 
tion among your customers. 


Patent papers have been filed, 
serial No. 61,939. 


P-26 
Attachment Plug 


ANN 5 
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E-78 
Spool of Resistance 
: Wire 
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NEW YORK CITY. 
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iw tind that your prospect is engaged in 
UNL NEL PRUE EEE bli TTT CH Tee eee an interview with his cow when you 
come in. Never butt-in on a pros- 
pect’s interview. 
‘ ‘ [In an early issue, Mr. Parker will 
Boost Your Sales with ABolites ‘| resume his learned discources on sales- 
manship, explaining how you may, 
(Porcelain-Enameled Steel Reflectors) with adroitness, “Control the Inter- 


view.’’—Editor. | 













TYPE GSF 


This ABolite Commercial Light- 


e 
Reardon Heads Bingham 
ing Unit has One Piece Reflector- ’ 
Holder. It is for use where the Electrical Department 
ABolite Interchangeability feature G. R. Reardon is now well estab- 
is not required, or where One- . ' ‘ . ; 
Piece construction is specified. lished as manager of the electrical 
activities of the W. Bingham Co.. 

Cleveland, Ohio. Mr. Reardon has 
been with the company five years and 
was formerly assistant to W. H. Rush 
in the same department. 

He is well grounded in the business, 





TYPE GST 


This Interchangeable Type 
ABolite Commercial Lighting Tino r r . 
Unit, (Type GST,) has Threaded hay =5 been & aduated f _ the A 


Neck which fits ANY OF THE 
STANDARD ABOLITE HOLD- 
ERS SHOWN BELOW. 


> —> 


bert G. Lane Technical High School 
in Chicago and De Paul University. 
After 10 years with Graybar Elec- 
tric he went to the Leutkemeyer Co.., 
which was absorbed by the Bingham 
firm, 





e¢ ¢ © 


Jobbing Trade in Kansas City 


The following tabulation, compiled 
by the Chamber of Commerce of Kan- 
sas City, Mo., shows the total amount 





A 


HOLDER CT Bs. sta une of jobbing trade in electrical supplies: 

Phe occing mes eA a “ile Pheer asthe Forms, with same Re- Year Amount ee 
above, the cr, AB. TYPE GSEC Complete fector, the combination 1918 $ 5,500,000 wereeeee 
olite Unit GSCT. Unit. GST Complete Unit. 1919 5,887,114 1% 
1920 6,984,850 19% 

AKE it easy for your customers to guarantee the even 1921 4,830,000 31% 

light distribution and soft, restful illumination which 1922 5,409,600 12% 

helps them to land the big, profitable commercial lighting jobs, 1923 6,430,236 19% 

by means of GLASS-STEEL ABolites. 1924. 11,586,000 80% 


Remind them, too, that ABolite ReliABility helps repeat 
orders. 





NATIONAL MAZDA LAMPS 


“*Glass-Steel’’ ABolite Selling Points | ; ; } j 


Diffusing Bowl eliminates direct filament glare at ALL ANGLES. Ideal , > 
units for stores, offices, banks, etc., especially if headroom is limited or j 
the general lighting must be closer than usual to the working surface. 
Special enamel cannot discolor or crack. Extra heavy steel reflector is 
PRESSED—not spun—into exact form. Backed by 20 years’ experience 
in ABolite manufacture. 


Write for Catalog 178-A 








The expressions of satisfaction on this 
picture are quite evident and they have 
every reason to be happy. They have 

just completed their first delivery of 

A B PRODUCTS DIVISION “Packard” national mazda lamps to the 
Garrett Electric Co., 751 South Warren 

THE NATIONAL SCREW & MFG. CO. St., Syracuse, N. Y., a live wire National 
Mazda agency. The Garrett Electric Co. 
2440 East 75th Street CLEVELAND, OHIO had twenty-five boys engaged in a sell- 
ing campaign for thirty days. The serv- 
ice department of the Baldwin Hall 


Co., Syracuse, N. Y., consists of the fol- 
nua — |. i 15888080 sosnna asses lowing: Kenneth Keegan, Harry Pick- 
Wan erereneannonee Naasnene | LL TOCEUUTUUEOOUU ADEN ELEREUDEEAESDE TD OT EEE) tonnes ering, George E. Marshfield, Frank 7 

Ferry, and Herbert Rech. 
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.;The Sampler Idea Wins 


ESS than two months ago The Jefferson Glass 
Company announced an innovation in_ the 
merchandising of illuminating glassware— 

the SAMPLER. It meant that for the first time, 
dealers could obtain a complete assortment of glass- 
ware without a heavy investment in stocks and at 
standard package prices. 


The response was instantaneous. Jobbers found 
in the SAMPLER a real merchandising opportuni- 
ty. Hundreds of new dealer accounts were made 
possible that heretofore were out of their reach. 
And the dealers too, were quick to sense the profits 
that the SAMPLER made available. 


Now The Jefferson Glass Company announces 
three new samplers; Decorated bedroom units; 
boudoir lamps; torchieres; making five in all. 
(See accompanying list.) 





Jefferson Samplers 





If you have not yet cashed in on this business- 
1. Three doz. Electric Shades; a ° ° e : . 
9 decorations, 4 of each | building innovation,-we urge you to write or wire 


packed in one carton. 


oe Tee Se Bae Sate ¢ us at once for complete particulars. 


decorations, 4 of each packed 
in one carton. 

3. Eight only, decorated 9 in. 
bedroom units, 4 decorations, 
2 of each packed in one car- 
ton. 

4. Four only, Boudoir Lamps, 
4 decorations, 1 of each 
packed in one carton. 

5. Six Torchieres, 3 decorations, 
2 of each packed in one car- 
ton. 


No package charge 











The Jefferson Glass Company 


Follansbee, West Virginia 


a) ie - > yy vy, / 


LINE OF BOUDOIRS ana TORCHIERES 


JEFFERSON QUALITY 


c for the Vobbers trade 
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A. S. M. E. Forms Radio Exhi- 
bition Corporation 

Are there too many radio shows? 
Which of the shows now conducted 
promote the welfare of the industry 
and which are run merely for private 
gain? 

These and other questions are to be 
considered in connection with a gen- 
eral survey of the entire subject of 
radio shows to be undertaken by the 
Radio Exhibition Corp., formed fol- 
lowing the recent meeting at the Wal- 
dorf in New York by important set 
The 


officers and directors of the new cor- 


and supply manufacturers. 
poration will soon be announced from 
the executive staffs of leading radio 
manufacturers. The subject came up 
at the meeting of the radio division 
of the 


Electrical 


Manufacturers of 
definite 
action was taken in the formation of 


Associated 
Supplies and 
the Radio Exhibition Corp. 

While full plans are not yet ready 
te be announced, R. M.-Klein, general 
for FF. Aw DD: 
mentioned the general object to be 


“The 


manager Andrea, Inc., 


sought by the new corporation. 


ae 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


general object,” said Mr. Klein, “‘is 
to insure radio shows that will be put 
on in a manner to bring the greatest 
benefit to the public, to the radio man- 
ufacturers and to all elements having 
the best interests of our industry at 
heart. for the 
benefit of an individual or a group of 
individuals will be discouraged. 
“The public is, of course, entitled 
to first consideration in this matter. 
Next comes the industry, and it will 
be our endeavor to study the subject 
from this double angle and take such 


Promoting shows 


action as it is possible to take to make 
radio shows synonymous with the very 
highest standard in educational exhibi- 
tion. We in the business are judged 
by the presentation of radio to the 
general public and in an important 
phase, such as the shows held annually 
in most sections of the country, it is 
up to us to see that in all cases they 
reflect the industry as a whole and 
interpret both the actuality in manu- 
factured apparatus and the spirit of 
radio from every standpoint.” 
It is stated that Mr. Klein 


officers and directors. of 


and 


other the 





Radio Exhibition Corp. will get to 
work immediately on the problems of 
the radio shows aiming towards full 
harmonious co-operation with all ex- 
isting local and national radio organ- 
izations. With this organization giv- 
ing special attention to this feature 
of radio, it is expected there will be 
general improvement noted througl- 
out the radio show circuit. 
* * # 


Oklahoma City Holds Radio 
Show 


The second annual radio show. 
sponsored by the Oklahoman-Times 
newspapers was held in January in 
Oklahoma City. manufac. 


turers and dealers had exhibits in this 


Jobbers, 


show and a very interesting display 
was to be seen. There was a crystal 
broadcasting station which attracted a 
great deal of Various 
artists from over the country added to 
among them, The Hired 


attention. 





the interest- 
Hand, The Sunshine Girl from Kan- 
sas, Ray-O-Vac Twins, Little Jack 
Little, Tackett’s Toe ‘Teasers and sev- 


eral others. 








The Interstate Electric Co. is doing a remarkable radio busi- 
At a recent radio show held 
in the Washington Hotel, Shreveport, they had one of the most 
pretentious exhibits, a picture of which is shown above. The 


ness in and around Shreveport, La. 


Shreveport Interstate bunch is making the New Orleans fellows 
hustle when- it comes to progressiveness, and no.wonder when 
they go at things in this way. The dignity of the booth inspired 
the confidence of the dealers and public who viewed it. 
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“We have been able to more 
than triple our sales” 


WHEN the Ideal Electric Co., Creston, 
Iowa, started to handle Eveready Radio 
Batteries, they knew that they had tied up 
with a mighty profitable line. But they 
never guessed that a little over a year later 
it would be possible for them to write such 
a letter as this: “Through window display 
and advertising, we have been able to more 
than triple our sales. We 


money than they have ever been offered 
before, and we believe that the coming 
year’s sales will more than triple again.” 

The large dummy “B” battery displayed 
in their window is their own original idea. 
It contributed its share in increasing the 
company’s profits, as did the display ma- 
terial we ourselves supplied. Sell your 
trade Eveready Radio 





find the sale of Eveready 
‘B’ Batteries gives us the 
cleanest profit we are 
able to get in the radio 
field. With Evereadys 
we are able to give cus- 
tomers more for their 


WwEEI-—Boston 





Tuesday night means Eveready Hour 
— 9p. m., Eastern Standard Time, 
through the following stations— 


wEaF-—New York wor-Buffalo 
wyar-—Providence wcaE—Pittsburgh 


wtaGc-W orcester wwj-Detroit 
wFi—Philadelphia woc—Davenport xsp-St. Louis 


Batteries, and they and 
you will both profit. 


Manufactured and guaranteed by 


NATIONAL CARBON Co., Inc. 
WEAR-Cleveland 


weco! Minneapolis New York San Francisco 
wsal—C incinnati tS iy Atlanta Chicago __—ODaalias 
“ Kansas City Pittsburgh 





Canadian National Carbon Co., Limited 








Toronto, Ontario 


Radio Batteries 


-they last longer 
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Snyder Promotes Southwest 
Radio Sales 

One of the most important 
pouncements in the radio industry of 
the Southwest is the appointment of 
I’, A. Snyder, new head of radio divi- 
sion General Electric 
Co., with headquarters in Dallas. 
Warehouse stocks of R. C. A. products 
are maintained in Dallas, Houston, 
Oklahoma City and Tulsa. 

As an experienced radio and sales 
Mr. has 
many years to his credit. 
oughly familiar with trade conditions 
of the Southwest and the great pos- 
sibilities of the future of radio. 

Mr. Snyder lays emphasis on the 
fact that one of the most important 
factors in the ultimate success of the 


an- 


of Southwest 


Snyder 
He is thor- 


promotional man, 


radio dealer is service to the public. 
While it is true that radio receivers 
have been greatly simplified and made 
trouble-proof to the degree that thev 
do not require an inordinate amount 
of attention, it is nevertheless a fact 
that all machinery and devices pro- 
duced by mankind do require period- 
ical inspection and adjustment. 

We all are aware of the fact that a 
large proportion of the listening pub- 
class themselves as electrical ex- 
that 
through knowledge gleaned here and 


lic 


perts and they are enabled, 





é 
ad 
| ad 
‘ 
3 
i 


WHY buy a Large RADIO 


COMPACT 


This is some very effective and at the same time not expensive advertising that 


was recently done by the Brown & Hall Supply Co., St. Louis. 


The pony-drawn 


wagon, with its radio sign, was driven about the streets of St. Louis for a full week 
at the height of the radio season and attracted the attention of thousands for the 


expenditure of a few dollars. 





there, to service their own equip- 
ment; yet at the same time the greater 
number of present day purchasers of 
radio equipment, of which the woman 
in the home is rapidly becoming the 
outstanding factor, do not possess this 
technical knowledge and_ they 
therefore, dependent upon others for 
inspection and adjustment. 


are, 


Present day radio merchandising 


calls for an efficient service depart- 
ment which can do a great deal toward 
building a very profitable business and 
is something many dealers neglect. 
Speaking of sales saturation, he 
says that the radio industry will be 
similar to the automobile industry. It 
is an easy matter to look back a few 
years when it was thought this point 
(Turn to Page 82) 








This is what you might call a representative group of jobber 
salesmen, and the fact that you couldn’t pick out the two Yale 
men without reading the key proves that “men are men” and 
The group represents the sales force of 
the Frank H. Stewart Electric Co., Philadelphia, and from left 
B. A. Propert, sales manager; E. W. Maier, 


all pretty much alike. 


to right they are: 








R. C. Conrad; L. 





assistant sales manager; E. K. Moore, sales manager Yale Elec- 
tric Corp.; L. R. Schlegel; F. M. Wiehsner; W. C. Rodgers; 


A. Wilson; J. E. Bradberry; W. H. Baker: 
R. E. McLaughlin, pur. agent; Mr. Webb, district representa- 
tive Yale Electric Corp.; R. H. Kratz. 
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Half page advertisement in 
New York Times—by Aeolian * 
Company. 





EOLIAN HALL Y 


roa ” CHOSEN 


—— by those who know 


n announcement 
by one of the lead- 
ing music houses 

of the country 


RCA~Radiola 


*MAKERS -OF + RADIOTRONS 





rit 
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New Rad 





lio Products, Illustrated 













The “Panatrope,” a new 
musical reproducing in- 
strument, is a product of 
the electrical and acous- 
tical laboratories of the 
Radio Corporation of 
America, the General 
Electric Co., the West- 
inghouse Electric & Man- 
ufacturing Co., and the 
Brunswick - Balke - Col- 
lender Co. It is really a 
new and improved phono- 
graph which, based on 
electrical recording and 
reproducing principles, 
delivers the original 
sound cause without loss 
or distortion. Described 
briefly, the singer stands 
in front of a fine micro- 
phone; vacuum _ tubes 
amplify the voice and the 
output of the tubes op- 
erates a precise cutting 
tube which makes the 
master record. 

















































The new Kodel “Radio-A-Power” 
unit and the Kodel “Radio-B-Power” 
unit are identical, so far as outward 
appearances are concerned. Both are 
finished in maroon, over pressed steel, 
with brass or silver handles and lock- 
ing clips; completely equipped with 
ten feet of cord attachment plug and 
terminals for the radio receiver— 
everything in readiness to plug into 
the light socket. The size is 12 in. 
long, 5 in. wide and 9 in. high. ‘The 
Kodel Radio Corp. is located in Cin- 
cinnati, O. 








The Federal Radio Corp., Buf- 
falo, N. Y., a division of the Fed- 


eral Telephone & Telegraph Co., is 
marketing the Type B-35 “Ortho- 
sonic” unit shown below. 


It con- 





tains a five-tube receiver of the 
tuned radio frequency type, which 
has micrometer controls, and sta- 
tion indicators located behind glass 
posts. The receiving mechanism 
slides out to install tubes. Cabinet 
is of mahogany. The dimensions 
are: Length 35 in.; height 43 in.; 
depth 21 in. Set will operate on 
either wet or dry batteries. 














New roof type aerial masts from 
20 feet to 120 feet high have just 
been placed on the market by S. W. 
Hull & Co., Cleveland, O. Special 
high strength steel angle construction 
is used which affords ample strength 
and at the same time light weight— 
simplifying erection. The steel roof 
adaptor is so designed that it can be 
placed on a peak or a flat roof. Earth 
installations are made without the 
use of concrete. 





The Kurz-Kasch Co., Broadway 
and Morris Ave., Dayton, O., is 
furnishing its dealers through job- 
bers its group controls mounted on 
a temporary demonstration panel. 
The master control moves all tun- 
ing units in the same relative re- 
lation and at the same time pro- 
vides a correcting vernier for each 
unit. Photo shows the units packed 
in an attractive carton. 
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Balkite Radio Power Units 


convert any receiver into 
a light socket set 


Balkite Radio Power Units — the Balkite Trickle Charger and Balkite 
“*B”— convert any receiver into a light socket set. 

The Balkite Trickle Charger converts the “A” battery into an automatic 
“A” power unit that furnishes full “A” current from the light socket at 
all times. Balkite “B” replaces “B” batteries entirely and furnishes “B” cur- 
rent from the light socket. As an added convenience there may be added a 
switch that cuts out the charger and turns on Balkite “B” during operation. 


This popular light socket installation is the last word in radio conven- 
ience. It is extremely simple to install, economical both in initial cost 
and in operation, and is so compact it will fit in practically all present 
battery compartments. Revolutionary in the convenience it gives, yet it 
is composed entirely of units that have demonstrated their success over a 
long period of time. 

All Balkite Radio Power Units are entirely noiseless, have no bulbs, no 
moving parts, nothing to break or get out of order. All are permanent pieces 
of equipment. Their current consumption is ridiculously low. All operate 
from 110-120 volt AC current, with models for 50, 60 and other cycles. 
All are tested and listed as standard by the Underwriters’ Laboratories. 


_ Every radio set owner is a prospect 
for Balkite light socket equipment. 
Balkite is one of the most outstanding 
lines in radio today. Get your share 

of this profitable business now. 


FAN STEEL 


Balkite 


Radio Power Units 


MANUFACTURED BY FANSTEEL PRODUCTS COMPANY, INC., NORTH CHICAGO, ILLINOIS “A 
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Trickle Charger 


Converts any 6-volt “A”’ bat 
teryof30ampere hourscapac- 
ity or more into an automati 
“A” power unit that fur 
nishes “‘A”’ current from the 
light socket. With 4-volt and 
smaller 6-volt batteries may 
be used asan intermittent 
charger. Or as a trickle 
charger ifaresistanceisadded 
to cut down the charging 
rate. $10. West of Rockies, 
$10.50. In Canada, $15. 





Battery Charger 


The popular rapid charger for 
6-volt “A” batteries. Noise- 
less. lf your battery should be 
low you merely turn on the 
charger and operate the set. 
Special model for 25-40 
cycles. $19.50 West of Rock- 
ies, $20. In Canada, $27.50. 





Balkite “B”’ 


Eliminates ““B’’ batteries and 
supplies plate current from 
the light socket. Keeps the 
“BY” circuit always at full 
power. For sets of 6 tubes and 
less. $35. In Canada, $49.50. 





000 00 


aicca) 








Balkite “B’”’ II 
Supplies plate current from 
the light socket. Will serve 
any standard set. Especially 
adapted to sets of 6 tubes or 
more. $55. In Canada, $75 











SOLE LICENSEES IN THE UNITED KINGDOM: MESSRS. RADIO reo e ACCESSORIES LTD.,9-13 HYTHE RD., WELLESDEN, LONDON, N. W. 10 
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BLANDIN'S 
POLICY 





Blandin Phonograph Co. | 
has a 100% jobber policy. 


Never sold direct. In- 
quiries turned over to near- 
est jobbers. What more 
can we do? 


Blandin has sold highest 
grade cabinets since the 
early days of the phono- 
graph, and employs highly 
skilled workers who know 
their business. 


Add the Blandin Line of 
Radio Cabinets to your 
new catalogs. It is medium 
priced and brings good 


profits. 


Jobbers will have no “come 
back” from dealers on 
Blandin Cabinets. 


Blandin 


Radio Cabinets 





Blandin Phonograph Co., Inc. 
1000 16th Street 


Racine, Wisconsin 


























The time, the place, and the men,—but not enough light. Still their friends will 


be able to recognize them. 


Left to right: G. A. Fleishell, office manager; W. 
B. Clark, radio manager; J. 
Walter, in charge of shipping and receiving. 


Spring, salesman; E. 
G. LL. 


Picture taken at Carroll Electric Co., Baltimore, Md. 


H. Yeomans, salesman; R. H. 
R. Taylor, store manager, and 





had been reached, but such is not the 
case. There are more automobiles sold 
today than ever before in history. 

Saturation is an equally meaning- 
less term in radio sales. New models 
are constantly replacing old ones, new 
accessories replacing old ones, as well 
as the sale of vacuum tubes and other 
equipment. All of these things tend 
to keep the radio industry in constant 
growth and healthy condition. The 
future holds much for the aggressive 
dealer. 

* * * 


Local, National, International 
Broadcasting 

David Sarnoff in a recent address 

has a word to say for the local broad- 

casting station as coupled with nation- 


wide and international broadcasting 
to make the chain complete. 


The local broadcasting station has 
established itself as a permanent fac- 
tor in the broadcasting picture. It 
has a distinct function to perform and 
interests to serve. Like the local 
newspaper in the tield of journalism, 
the local broadcasting station can and 
does give expression to community in- 
terests. Insofar as it renders such 
service it has a solid purpose for ex- 
istence and a field of its own. Yet 
with all that has been done in the 
creation of a web of local stations in 
the United States, the fact must be ad- 
mitted that the country as a whole is 
not yet adequately served by radio 
broadcasting. There is a multiplicity 











Quite a capable looking crowd? Well, the Graybar Electric Co., Buffalo, N. Y., 


turns in a nice volume of business. 


Left to right: 


W. D. Mattison, salesman; L. 


B. Stewart, salesman; F. A. Miller, appliance specialist; K. L. Thielscher, manager; 
E. R. Evans, stores manager; C. C. Croll, salesman;'J. W. Wholohan, power appa- 
ratus specialist, and J. A. Madden, detail sales department. J. W. Taft and J. A. 


Royce, Rochester and Jamestown salesmen, respectively, are not shown. 
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The Best-Known Line of Radio Parts 


“i 


——e 


is the Big Allen- 


DDITIONS have been made to 
the well-known Allen-Bradley 

line of radio devices whenever a new 
product was developed that would 
improve radio reception or make 
tuning easier. The Allen-Bradley line 
now includes 10 fast-selling items, 
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ca Allen-Bradley Turnover Builds Big Profits wa 


Allen-Bradley Products Are Sold 
in Distinctive Checkered Cartons 


wu 


Bradley Line 


every one of which assures the dealer 
of quick turnover and substantial 
profits. For this reason Allen-Bradley 
parts continue to sell year after year 
and are building profits and business 
for progressive dealers. Investigate 
the Allen-Bradley line, now! 
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We certainly want 








plete literature. 
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Allen-Bradley Company, 
492 Clinton Street, Milwaukee, Wis. 


about the Allen- 
Please send us your latest com- 


eeeeeeeeeeeeeeeeet 
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to know more 
Bradley line. 
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KESTER 


Rosin Core 


RadioS OLDE! 


Sure ‘ is Safe and Simple 


Easy to Sell 


BECAUSE /T'S 


Fasy toUse 


THAT'S the beauty about Kester 
Radio Solder—it’s easy to sell 


because it is ready 
“Reauires Only Heat.” 


Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
And for the dealer, 
they are the start of a neat little 
rapidly grows into 


on your books. 


business that 
sales on the larger packages. 


No long missionary work in selling 
An extensive ad- 
vertising campaign reaching all of 
the dealers is constantly breaking 


Kester Solder. 


down sales resistance for you. 


For the dealer, we are conducting 
campaign 
which keeps moving his stock and 
automatically creates repeat busi- 


a national consumer 


ness for you. 
Start now at this active time and 
enjoy the repeat 


APPROVED BY 
RADIO ENGINEERS 





for use. It 


business which 
will come to you all year round. 





of entertainment in some parts of the 
country, and a dearth of broadcast- 
ing in other parts. In the larger cities 
the radio listener has a wide choice 
of programs; in many smaller towns 
he is restricted to the offerings of 
the nearest station. Certain 
areas remain completely uncovered by 
the useful range of any good broad- 
casting station. 

“And why should not the American 
farmer, in his lonely prairie home, 
have the same character of service so 
freely available to his city brother? 
Why should the small town dweller in 
many cases be cut off from the cul- 
tural and entertainment advantages 
inherent in radio broadcasting? If 
adio is a welcome service in the city 
it is a necessity on the farm. 

“Increasingly the need becomes 
clearer for a system of nation-wide 
broadcasting, ready for any national 
or public emergency, with facilities 
adequate enough to cover the entire 
country, and to span the oceans if 
need be. 

True, a sufficient number of sta- 
tions to cover a considerable part of 
the country may be, and often are, 
interlinked by wire to act as one trans- 
mitting unit, but the fact must be 
faced, that whereas the president of 
the United States might pick up his 
telephone today and talk across the 


local 

















Miss Elizabeth Wunderla of the Gray- 
bar Electric Co., Philadelphia, Pa., belongs 
to Post 50, American Legion, having been 
a yeomanette in the war. Don’t the navy 
have all the luck? In the next war, we'll 
insist on having ladies in our army, and 
will call ’em “private-dears.” 
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Best January on Record! 
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February promises even better prospects 


to Federal ORTHO-SONIC 


January was the greatest month in Federal’s 
entire history. There are many reasons for 
this overwhelming success. Chief among 
them is the established public preference for 
Federal ORTHO-SONIC Receivers. The 
ORTHO-SONIC Principle produces a life- 
like tone acknowledged by radio experts and 
music lovers alike to be far in advance of 
contemporary theories. Such praise has nat- 
urally been conducive to an unparalleled 
consumer demand. 


Then, too, our merchandising policy is 
the finest and most satisfactory in the in- 
dustry. (Ask any Federal dealer or distribu- 
tor.) As a result, Federal’s Retailers and 
Wholesalers actively promote trade for Fed- 
eral Products. They know their connection 
will be a permanent and profitable one. 


The trade and the public know that Fed- 
eral is in radio to stay! They also know that 
Federal will never sacrifice permanent wel- 
fare for temporary gain. Federal Receivers 
are built to give lasting satisfaction—to fill 
the needs of a discriminating public who 
demands its dollar’s worth in radio! 


bl 4 4 


There are many reasons why you should 
investigate the Federal proposition. Federal 
financial resources are vast! Federal’s word 
is a bond that has never been forfeited! We 
demand no signed contracts! 


The Federal advertising and merchandis- 
ing program for 1926 is most extensive. 
Retailers who join with us now will reap a 
rich harvest! Federal is on its toes —and 
going strong! Why not sit in with a winner? 


FEDERAL RADIO CORPORATION, Buffalo, N. Y. 


(Division of Federal Telephone and Telegraph Company) 
Operating Broadcast Station WGR at Buffalo 


Federal 
ORTHO-SONIC 
Radio 


“Rivaled Only by Reality” 
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THE STERLING MFG. CO. 
CLEVELAND, CHO. 
U.S.A. 


An order on hand 


is worth two 


When a salesman reports of a dealer: 
order next time | call’°—that isn’t half as fruitful as 
the order to ship now. 

That’s why those cumulative day-by-day orders for 
Sterling Meters are such a big help. 
find a dealer ready for more of these instruments that 
have become one of the steadiest, least troublesome 
and fastest sellers of all radio items. 


““next time’’ 


POCKET METERS 


All types—always correct. Right 
resistance feature assures right 
readings and prevents overtaxing 
strength of battery during test. 
List Price $1.00 to $4.00. 


PANEL METERS 


For mounting on_ the panel to 
know actual condition of bat- 
teries and to prevent burning 
out of tubes. andsome in ap- 
pearance—an attractive addition 
to any fs and more being used 


every “v 
Lid rices $3.00 to $6.00 
Also Filament Voltmeter for 
Radiola 25 and 28. 
List Price $7.50 





‘promises an 


Invariably you'll 










































‘METERS 








THE STERLING MANUFACTURING COMPANY 
2831-53 sotaiapeana Ave., Dept. F., Cleveland, Ohio 











DIATRON 
Radio Tubes 


are good because 
Walter Armstrong 


made them good. 
Ever dependable. 


The result of 38 
years unparalleled 


experience. 


DIAMOND VACUUM 
PRODUCTS COMPANY 


4055 DIVERSEY AVENUE 
CHICAGO, ILLINOIS 











A GOOD 
BUY 


A majority of the job- 
bers’ salesmen of this 
country consider THE 
JOBBER’s SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
littleironman! Subscribe 
today and recommend 
THE JOBBER’S SALESMAN 


to your friends. 














country to San Francisco, he could 
not do so by radio, without vast prep- 
aration, considerable expense and the 
voluntary co-operation of many broad- 
casting stations. Unless and until the 
best programs in the air can be re- 
ceived at will in every home in the 
country; until in a national emer- 
gency, a signal voice is able to deliver 
its message to every home equipped 
with a radio set, we shall not have 
achieved the ideal of a public service 
envisioned for radio. 

“And while we are considering 
national broadcasting, international 
broadcasting is knocking at our doors. 
The secretary of commerce has well 
said that we are at the threshold of 
international exchange of ideas by di- 
rect speech through radio broadcast- 
ing. We have shown in experimental 
demonstrations that this can be done. 
The chimes of London have been 
made to ring in Washington and New 
York homes, and men in America and 
England, whose voices have been car- 
ried across the ocean by radio, have 
greeted each other in speech. If we 
are to receive organized programs 
broadcast to us from the capitals of 
Europe, it is clear that our own sys- 
tem of broadcast communication must 
be stretched to span the seas. For in 
the exchange of programs contem- 
plated between this country and 
Europe, we must be able to give as 


well as to receive.” 
* * * 


Woodill-Hulse Adds Radio 

The Woodill-Hulse Electric Co., 
Los Angeles, has added radio to its 
lines and through the assistance of the 
Garnett Young Co. has been ap- 
pointed distributor for Stromberg- 
Carlson. Joe B. Grissom has been 
added to the organization as radio 
technician. Additional store space 
has been acquired by this company at 
119 E. Third St., a few doors from 
its main location. The growth of its 
business has made it necessary to 
have more space for the display of 


radio lines and other specialties. 
* * * 


Hall Active in Broadcasting 

M. B. Hall, treasurer of the Brown 
& Hall Supply Co., St. Louis, Mo., is 
also vice-president of the “Voice of 
St. Louis” broadcasting station 
KMOX, which had its inaugural 
Christmas Eve. The studio is lo- 
cated in the Mayfair hotel, St. Louis, 
Mo., while the broadcasting station is 
in Kirkwood, Mo., 14 miles away. 
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Advance In List Price! 





Effective 
Feb. 10, 1926 


$15.00 each 
New retail price 


$15.50 West of 
Rocky Mts. 


Model WG-10 





Majestic Reproducer 


Unexcelled by any loud speaker of twice its price. One of the 
biggest sellers of the season. Broad range of highest tone quality. 
Adjustable volume control. Powerful. Practically non-breakable. 


In our opinion this reproducer is well worth $25 or $35; it is by 
quantity production and “‘one-profit’’ manufacture that we are en- 
abled to offer it at this popular price. 


GRIGSBY-GRUNOW-HINDS CO. 


4546 Armitage Avenue, Chicago, IIl. 
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The section 
{ shown below is 
from an 
P ane! board. 
This shows 
the heavy, 
oversize con- 
struction. 








‘“Panelboard 
Profit Talks” . 


No. 2 


of a money 
making series 








Is Making 


Panelboard Profits 
Why Not You? 


Just like any other specialized work there are better profits for 
you in selling panelboards. By that we do not mean you need 
be a panelboard expert. But we do mean you must know the 
things about panelboards the other fellow doesn’t know. That 
is what you will be well paid for. 

The proven big income from panelboard sales is being demon- 
strated every day of the year by men who have already special- 
ized in selling panelboards. Their choice is invariably (@ panel- 
boards. Because those meet with the least sales resistance. You 
see—(™ Panelboards are nationally advertised. Your trade 
knows lots about them before you ever call. In other words— 
@ Panelboards are half sold before you start to talk. 


Here are some more (7) sales points—get them down—{1 ~@ 
Panelboards are the original safety type molded section panel- 
board. Over thirty-six years experience is behind their manu- 
facture. [(2)} (7) Panelboards are not built to cost less—but they 
do! {3} €@ Panelboards are installed by all big builders—Rail- 
roads, Office Buildings, Apartment Houses, Homes, Schools, 
Churches, etc. They lead the field the country over. (§ Panel- 
boards are unanimously conceded to be “The Sign of a Better 
Job.” Architects and builders take pride in specifying them. 
The @ Residence Panelboard is carried in stock by many job- 
bers. If your house does not stock them have the ‘‘chief’’ write 


for details of the (A Stock Proposition. 


The best way to KNOW panelboards is through 
the @ catalog. It contains everything you 
want. It's free—write for it. 


Hrank Adam 


ELECTRIC COMPANY 


ST. LOUIS 
DISTRICT OFFICES 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Chicago, Ill. 
Cincinnati, Ohio 
Dallas, Texas 
Denver, Colo. 
Detroit, Mich. 
Kansas City, Mo. 
Los Angeles, Cal. 


Minneapolis, Minn. 
New Orleans, La. 
New York City, N. Y. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Oregon 
Seattle, Wash. 

San Francisco, Cal. 
St. Louis, Missouri 
Winnipeg, Canada 
London, Ont., Canada 








The Other Fellow 











Great Sales Opportunity 


(Continued from Page 14) 
orders for ventilating equipment. 

Years of national advertising anc 
educational work have pretty well 
paved the way. There isn’t a hamlet 
or town in the country where some 
national magazine, trade publication 
or newspaper has not brought the mes 
sage of health and ventilation. There's 
hardly a chance for anybody not 
knowing the why and how of correct 
ventilation. 

And now it’s up to the jobber and 
his salesmen to get busy and profit by 
it. Their field is unlimited in season 
and scope. You can sell ventilating 
fans in spring, summer, fall and win- 
ter; you can sell them in New York 
or Beardstown. Why, they're even 
selling fans now away up in northern 
Ontario, where the mercury hangs 
around the 50 below mark. 

Getting further down to brass tacks 
on the opportunities in merchandis- 
ing ventilators, there is one feature 
that should make a big appeal to the 
dealer and one which the salesman 
should not overlook in his sales argu- 


| ment to everyone of his customers. 





This opportunity is the one pres- 
ent in making cash sales. It affords a 
triple profit on every transaction, one 


| on the sale of the fan, another on the 


labor in making the installation and 
another on the necessary wire, switch, 
conduit, supplies, etc. It’s a business 
that interlocks with the dealer’s labor 


| turnover and stock investment, and the 








entire transaction is closed when the 
fan is installed. 


It’s up to the jobber salesman now 
to enthuse the dealer and acquaint 
him more thoroughly with his oppor- 
tunities. A lot of them realize them, 
but need an extra shove to go after the 
business. 


A good thing for every jobber 
salesman to do is to induce each of his 
customers to install a ventilating fan 
in his store as a demonstrator and as 
an example of up-to-date storekeep- 
ing. By making his store fresh and 
inviting to the trade the dealer will 
go a long way in proving the eff- 
ciency of a ventilating fan. For “see- 
ing is believing.” 





H. R. Buyeet, of The United Elec- 
trical Supply Co., Salt Lake City, 
Utah, has been put on the Board of 
Trustees of the Rocky Mountain 
Electrical Co-op League. 
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The Pictures Tell the Story of 











These few simple operations, illustrated, tell 
the story of the new Gem Locktite Switch 
Box with Mounting Bars and Lath Supports 
—an innovation over the old type of mount- 








The lower bar is 


ing. It is quickly and easily installed. Itlocks  ‘#en hookedto 


the other end of 


the box tightly and rigidly. It adjusts itself ‘he box andis 


to any width of uprights. 


held tightly. 


The lath fits into the grooved brackets on 
either side of the box and is held tightly. 


The Locktite Box with Mounting Bars and 
Lath Supports makes a good, workmanlike 


job, and speeds up your wiring. 


Like all Gem Switch Boxes, the Locktite "fn. (?“"*"® 
can be ganged to accommodate any number 


of boxes. 


Show this new box to every customer. 


The box is then in place 
ready for lathing. 


Rigid lath supports are 
provided on each side. 
The lath requires no 


fastening. 


The lower bar is 












Simply nail one bar 
to the uprights. 












(Patent Applied For) 


AND CONDUIT 


SWITCH BOXES WITH MOUNTING 
BARS AND LATH SUPPORTS 


1519 W. 15th Street 
CHICAGO, ILL. 


Quick and Easy Installation 


>, 





After one bar is in 
place, hook box in 
groove. The hook 
holes are spaced 1' 
inches apart for easy 
adjustment. 




















CHICAGO FUSE MFG. Co. 


> 


ELECTRICAL PROTECTING MATERIALS 
FITTINGS 


N 


MANUFACTURERS 
OF 


No 
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The Outlook 


Another big year ahead—we all are ready; the 
building campaign laid out for 1926 spells 
activity in electrical lines, and the Jobber with 
the stock, with real service to the trade, will pull 
out a mighty big plum. 


Our organization is with you; our aim is always 
to give good service, with good conduits. That 
is what you have had in the past and will get in 
the future. Our Standard of Quality—both in 
service and goods—never lags, never falls by 
the wayside. 


“XDUCT” 
“ELECTRODUCT” 


Two really good Rigid Steel Conduits 


“LOOMFLEX” 


A non-metallic flexible conduit of dependence. 


Let us mail you samples. 
“XDUCT” 


Made from the best raw pipe obtainable; it is thor- 
oughly cleaned of mill scale and silicates, heavily gal- 
vanized and a distinctive smooth raceway given by 
enameling the interior. 


“ELECTRODUCT” 


A superior all enameled tube. The pipe is so cleaned 
and treated, that our coating adheres closely, at the 
same time retaining such flexible qualities that it bends 
with the pipe without cracking or flaking. 


“LOOMFLEX” 


A seamless non-metallic tubing, strong and durable; it 
has canvas-like surfaces, is well soapstoned and is thor- 
oughly impregnated with moisture and flame resisting 
compounds. Flexible but non-kinking. Pliable but 
non-collapsible. Special carton—red banded. 


AMERICAN CIRCULAR LOOM CO. 


90 West St., New York 

















Boston Pittsburgh Chicago 
Atlanta Los Angeles Portland 
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Facts About Public Utilities 


(Continued from Page 67) 


ity becomes a public owned utility anc 
not a government owned utility. 

As the service becomes more ex 
tensive, the customers greater in num 
ber, the property must have increased 
capital. For this increase the manage 
ment offers the increased capita! 
stock to the public, which it serves. 
and the public—those who are served 
—invest and become partners in the 
utility. When the users invest they 
take an interest in their property. 
There is a more cordial relation be- 
tween the user and the management. 
The public will have a clearer insight 
into the conditions. 

The utility, we assume, has been 
conducted so there has been a margin 
of profit to cover the depreciation and 
create a small surplus. When it is 
increased in capacity and the public, 
the users, become partners—these 
partners share in this profit. With a 
doubled output the executive expense 
is not doubled; with greater capacity 
other reductions in cost are possible 
and though for a time the surplus is 
retained for additional working capi- 
tal, the partners, the public, can have 
the feeling of satisfaction that their 
investment has an increasing intrinsic 
value. This increasing intrinsic value 
results from two causes; the fore- 
sight of the management in using 
every means for economy and effi- 
ciency and the fact that the public 
have increased their use. As the sur- 
plus increases, increased dividends re- 
sult. The public by their co-operation 
in becoming partners have first as- 
sured themselves of a continuation of 
a service which they could not do with- 
out. They have made their investment 
stronger and eventually reap the bene- 
fits in increased dividends. 

The wider the ownership among 
the public of these public utility se- 
curities the better for the public. 

For evidence of foresight in man- 
agement and a service to the public 
compare the cost of electric current 
to the consumer today to what it was. 
It is one service that has decreased 
in cost and yet how much more exten- 
sive is its use and how much greater 
area is served. The public investing 
in these securities have been one of 
the beneficial causes. They have given 
the management the capital to expand 
and it is the public that must con- 
tinue to be the partners in a still 
greater expansion. 
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URABILT 


Reg. U. S. Pat. Off. 


PRODUCTS 


This is the first of a series by Dura Bill on Durabilt Products. Watch 
this space for live wire comments by Dura Bill. 
TUBULAR WOVEN FABRIC CO. - + PAWTUCKET, R. I. 
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Good radio stores, the 
country over, are selling 
this finest of all panels to 
match the efficiency of the 
best parts. 


By any test—tensile 
strength, dielectric 
strength, appearance, 
workability and durabil- 
ity FIBROC-BAKELITE 
PANELS are far in the 
lead. 


FIBROC TUBES offer 
another profitable line to 
the jobber of radio parts. 
In addition to its uses in 
the field of radio FIBROC 
is rapidly replacing fiber 
and hard rubber in hun- 
dreds of electrical appli- 
cations. 





To responsible jobbers 
we offer a proposition that 
will assure profits well 
worth while. May we 
send you complete de- 
tails? 


J ~ 
| FIBROC-BAKELITE 
| FEATURES 


High dielectric strength as- 


suring lowest dielectric 
losses. Great tensile strength. 
Will not crack, feather, chip 


or cold flow. Readily en- 


































| 

| 

| graved. Wide range of at- 
’ ( 


FIBROC 


INSULATION CO. 


1021 Lincoln Avenue 
| VALPARAISO - INDIANA | 





| Modern Electric Co., 


Contractor Builds Electric 


Home 


C. W. Allen, service manager of 
The Peerless Electrical Co., Minne- 
apolis, Minn., has sent in a most 
interesting story about a Minneapolis 
contractor. L. T. Prall, owner of the 


} 
| 
| 
| 





Prall’s Electrical Home 


built, as an ex- 


periment, an Electric Home of the 


| Spanish bungalow type to sell for ap- 


proximately $6,500. 

The house when finished was not 
opened for general inspection by the 
public, but a great many people have 
gone through it, the majority taking 
home with them electrical ideas for 
their own buildings. 

Mr. Prall found this a_ profitable 
venture for him, as he not only sold 
the house at a nice profit, but secured 
wiring contracts for 20 similar homes 
in the neighborhood. He has also 
had a great many calls for additional 
work from people who inspected the 
home. 

* * 4% 


Kubec Enlarges Quarters 
The Kubec Electric Co., Chicago, 


has arranged to take over the second 
floor of the building in which they 
are located at 628 W. Jackson Blvd. 
This addition to their present quarters 
practically doubles this floor space. 











A barking dog on the door step may at- 
tract attention to a hot dog stand but the 
reaction to the potential customer is nega- 
tive. 

An electrical establishment with an un- 
lighted show window gives the same sort 
of reverse stimulation to an otherwise en- 
thusiastic public._—“‘Red Shield.” 
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MICABOND 


Insulation 


a profit 
builder 


Any electrical product is 
only as good as its insula- 
tion. 


When a motor or any 
other piece of electrical 
equipment is repaired 
with MICABOND—The 
Standard Mica Insulation 
—the owner can be sure 
of satisfactory service. 


For MICABOND has 
served the electrical in- 
dustry for 27 years. Its 
unfailing dependability 
and absolute uniformity 
have placed it far in the 
lead as the standard mica 
insulation. 


The sale of MICABOND 
TAPE AND MICA- 
BOND PLATE, both 
segment and moulding 
has shown a highly satis- 
factory profit to many 
jobbers throughout the 
country. Why not join 
their ranks? 


Ask for prices and 
discounts 


Chicago Mica Co. 
428 Campbell St. 
Valparaiso, Indiana 
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“RACO” Set-up Box } ; 
U. S. Patent 
March 18, 191 


“RACO” 33 
R HANGERS 


MERIT YOUR SPECIAL ATTENTION 
a. Oo 


“RACO” HB Straight Bar Hanger and Stud 


Carries any style of Ceiling Box and may also be used in concrete work. 


date contractor by supplying the means to do 
a better job in less time. 


THEY are in wide demand right Paki ne a 
now and increasing popu- 


larity means new customers, and larger sales “RACO” HS Shallow Offset Bar Hanger and Stud 
to old customers. Offense of conrect: depth so, Being, 34" deep Outlet Box fiush with 
ARE you taking advantage of this de- 

mand created by our extensive ot Oe a 
advertising campaign? We are telling every 
contractor in the country about the many ad- “RACO” HD Deep Offset Bar Hanger and Stud 
vantages in using “RACO” Bar Hangers. ay tt a ceeedeees Pew 


RIC , HT now is the time to get busy 

on your trade in anticipa- f 1 
tion of spring business. Our nearest repre- 
“RACO” HC Cleat Hanger 


Adapted for use with 1%” deep Outlet Box fitted with Plaster Ring 
> or Switch Cover. 


sentative will be glad to give you all informa- 


tion. 


“RACO” 
“RACO” Bar Hangers are covered by United States Patent 


SWITCH BOXES No. 1056498 dated March 18th, 1913, owned by the 

Roach-Appleton Manufacturing Company. All infringe- 

OUTLET BOXES ment will be vigorously prosecuted. Look for this patent 

AND COVERS number or date, which appears on the product of licensed 
GROUND CLAMPS manufacturers. 


ROACH-APPLETON MANUFACTURING CO. 


3440 N. KIMBALL AVENUE - CHICAGO, ILLINOIS 


BOSTON MIAMI PITTSBURGH 
CLEVELAND MINNEAPOLIS PORTLAND 
DETROIT NEW YORK ST. LOUIS 
INDIANAPOLIS PHILADELPHIA SEATTLE 


LOS ANGELES VICKSBURG 
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| S. W. G. E. Growing in 
Oklahoma City 


The Newest Emerson Credit is due manager Charles Skove 
and his people at the Southwest Gen 


e 
ll eral Electric Co., Oklahoma City, for 
Emerson Jr. Osci ator many progressive ideas and all the 
hard work and thinking it takes to 
carry them out. 
One of the latest wrinkles in this 








A 9-inch, 4-blade, single-speed induction fan 
of Emerson quality. 


Embodies most of the distinctive features of 


Emerson fans and is offered with the 5-Year establishment is a display room for 
Factory-to-User Guarantee. various articles and appliances. One 
List Price $15.00 of the main attractions of this 

room is that it puts on exhibition not 

Emerson Jr. (Non-oscillating) and Emerson one line or specialty, but a large 


Jr. oscillator with the 9, 12 and 16-inch fans x ‘fed 
and 32, 48 and 56-inch ceiling fans, comprise number of diversified products. In 


a complete line for your dealers in 1926. The other words it manages to harmonize 
48-inch Franch Gray Ceiling fan is a new everything from line material to ra- 
model particularly attractive. es ep 

dio and gets away with it because of 
the arrangement. To do this and pre- 
sent a polished appearance is no easy 


° job, but they did it. The net result 
Sign your dealers for is that dealers see and buy more goods 


MERSON FANS because of the reminders on the walls 


and tables. Another good thing is 








Price lists, bulletins and a forceful advertis- 
ing campaign now ready. 








with the 5 year guavantee that nothing in the room is so promi- 
for 1926 nent or spectacular as to confuse or 
detract attention from the rest. The 

. yhole is a balanced display. 

oO \ p*a) 

The Emerson Electric Mfg. Cc = Another good feature is a complete 
2018 Washington Ave., St. Louis, Mo. show window built in the office. This 
50 Church St., New York, N. Y. 608 S. Dearborn St., Chicago, IIl. a‘ : 
. y enables the salesmen to show mer- 


THE EMERSON COMPANY SELLS NO APPARATUS AT RETAIL ea! 
chandise, window-lighting and win- 


dow-trimming all at once. Thus a 
dealer’s attention is called to some- 
thing he ought to be pushing and at 


“Circle - the same time he can be shown what 


good window lighting and trimming 


A Brand New Reason will do to sell the goods. 


Among Mr. Skove’s assistants are 














begat onda ee: Sales C. H. Kitterman, who handles credit 

A. Single Poe oa Y- “69 sSoreediny “ ital and financial matters, Ben Clarkson 
THE NEW “E. W." (Easily transferred from the Southern Texas 

Wired) SWITCH is just going territory to take charge of sales, and 

st the market with a flying J. T. Maledon, service. R. S. Gack 


Aincady -snuninnveiibk tile. as who travels western Oklahoma and 


ranging to mount these directly 
on machines using small motors 
to the tune of about 5,000 
Switches per year. 








The story is short, but effective: 
1. A single blade, single fuse, 
30 Amp., 125 V. Switch. 

a. Smallest on the market 
(See dimensions under 
cut). 

b. Easiest Switch to wire— 
—the entire switch and 





No. 5790 operating handle can be 
Box 3%” W. x 6” L. x 3%” D. lifted from the box as a 
List $1.25 ea. unit (see cut). 
c. Rugged as its big “‘Circle 
T”’ brothers. 





THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. b 
“Eddie” Moore, Rodgers Yackel, and 


New York Chicago San _ Francisco 
114 Liberty Street 2001 W. Pershing Road 595 Mission Street George Babcock of the Brooklyn branch 
Boston Philadelphia Jacksonville, Fla. of the Sibley-Pitman Electric Corp. Mr. 














Yockel is manager of the branch. 
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The CARRYING 
POWER OF 
THE WORLD 


XN ie 


Yan f 5 . 
Sin j 








a eee Wn Eee 





16: 
Segel 


E VERY foot of PARANITE possesses 

the self same high quality so instru- 
mental in establishing PARANITE as 
“more than code requires.” 





Sell it to all your trade. 
If It’s PARANITE It’s Right. 





INDIANA RUBBER & INSULATED WIRE CO. 
CHICAGO JONESBORO, INDIANA NEW YORK 


140 S. DEARBORN ST. KANSAS CITY LOS ANCELES THE THOMAS & BETTS CO. 
63 Vesey St. 
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Bulldog 


Loxon and Portable Hand Lamps 


tors, deal d builders have approved the McGill Loxon Guards and port- 
Eo gy oe Mec are also approved by the National Board of Underwriters. 
Strongly made, they will last years—giving excellent service the while. They are 
easy to sell! aol 
BULLDOG—A strong rtable lamp guard made essemer steel, copper- 
am Fi rnicheed aie key 4 keyless socket, securely embedded in handle, giving 
a rigid base. Adapted for any size cord and for 60-watt lamp. ie - - 
CRESCENT—A light but vei strong and convenient portable, built to withstan 
hard usage. nessusuaniied y* unusual service. Ma of Bessemer steel rods, 
stamped metal rings, eopper-plated. Takes any 34-inch Standard Brass Socket. Fur- 
nished without socket. é 
NATIONAL—The best medium priced guard made. Has no weak spots. Guard and 
handle rigidly fastened. The convenient open end makes quick lamp change. Heav- 
ily tinned. Porcelain keyless socket in handle. 


‘‘Loxon Protection Guards to Perfection”’ 
Send for New Descriptive Bulletin 


7 MCGILL 


| Electrical Specialties of Quality 
ESTABLISHE 


VALPARAISO - INDIANA 












HUI 











































Powerlet Conduit Fittings are made of one piece construction assur- 
ing rigidity and alignment and have large wire chambers for insulating 
and tapping wire joints. 

The Multi complete line of Porcelain and Slate Cartridge Fuse Cutouts 
offer splendid sales possibilities. Samples sent on request. 


Our booklet of selling points is full of valuable information and you 
should have it. Send for it, it’s free. 


MULTI ELECTRICAL 


Manufacturing Co. 


1848 W. 14th St., 
CHICAGO, ILL. 
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| J. E. Owens, the eastern part. M. « 
Huie is the city man. A. T. Groom 
what you might call a “seasonabk 
specialist, pushing merchandise in a: 
| vance of coming demand. The oth. 
| specialist is V. B. Mason. 

& * ” 


Creating an Ideal 


Leon Frank, who is general sal: 
manager of the Mutual Electric M: 
chine Co. of Detroit has sent out 
communication that contains som 
very apt comparisons which any jol 
ber’s salesman might well quote to hi- 
contractor who persists in selling hi 
trade the unsafe forms of electric: 
devices, belonging to the “Dark Ages 
of the art, simply because they ar 
cheap, and after a manner will d 
the work. He writes as follows: 


“We all know that we can take 
bath and keep clean with a tin bat), 
tub. Let’s ask ourselves why don't 
we continue to use them? They hav: 
the element of cheapness, are inex 
pensive to replace, easier warmed up. 
because thin tin is warmed easier than 
a thick porcelain tub, and tin is easier 
to clean. But the manufacturers 01 
these beautiful white porcelain fix 
tures, such as bathtubs, lavatories. 
etc., had paintings made showing 
beautiful tiled bath rooms with 
children disporting themselves (: 
smile on everybody’s face) taking 
a bath, and by a great adver 
tising campaign created in the minds 
of the people that.they spend a great 
deal of their time in the bath room. 
in fact, make the bath room appear to 
most people as the most important 
room in the house. In other words. 
they created a high ideal of what ought 
to be and what a bath room should 
look like, so that prospective hon 
buyers . or tenants when looking 
through a home, to a great extent. 
judge how modern that home is by the 
way the bath room is equipped. 

“Modern builders would not dare, if 
they expected to sell their homes at 
a profit, put in anything but an up 
to-date bath room. 

“What have the hardware manufac 
turers done for the industry? If you 
own a home I dare say that you 
have on your front door a ‘Yale, 
‘Corbin’ or similar lock that requires 
a key made to a hair line ‘so that no 
one can open the door without a 
similar key, in less than a few hours’ 
time. This lock probably represents 
a cost of from $15.00 to $150.00. 
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es entire Line of Five 9999 |) New 


® NATIONAL @ 


National MAZDA Lamps becomes 
available on £% You will recall 


that the 9 25-watt lamp was<3y 
first announced /77 of last year. 


The ) 100-watt size was next’ 
announced on 7 And nowf7you 
will be able to get all five 99999 
of the New National MAZDA Lamps 


?! . | ) | ) 
WATT WATT WATT WATT eos 


with lower prices than average 
prices of the lamps they replace 
and with 5 outstanding sales ad- 


vantages. Unusually fine gis) 2 
dealer helps will be available. 
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MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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A “TIMELY”’ 
SUGGESTIO 





“RELIANCE” 


AUTOMATIC TIME SWITCH 


Offer the “RELIANCE” Time Switch to} 
your trade. They will be interested be-| 
cause for more than sixteen years the| 
“RELIANCE” Time Switch has proven! 
itself to be absolutely reliable and de- 
pendable. 








Its simple construction, high quality 
materials and accuracy of manufacture 
place this time switch on a par with! 
any other on the market for perform- 
ance and service. 


Every switch is guaranteed for one year. 
It is made in 12 different sizes for 10, 20, 
30 and 50 amperes and priced from 
$28.00 to $36.00 list. This switch is 
approved by the National Board of Fire 
Underwriters. 








“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced Eight Day Time Switch 
for ON and OFF window lights, signs, 
bill boards, apartment house hall lights, 


etc. 

Made in two sizes, 10 and 20 amperes, 
selling for $17.50 and $23.00 list. It 
is made largely of “RELIANCE” parts 


and bears the same guarantee. 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 
RACINE, WISC. 





“On your back door, you probably 
have a lock that costs somewhere be- 
tween 50 cents and $1.50; on your 
windows you probably have a catch 
lock that costs 5 to 15 cents. 
“Whoever heard of a burglar break- 
ing in the front door, but the hardware 


| manufacturers, through an educational 


campaign, are selling their high qual- 


ity hardware, representing a profit to | 


all 


who use it, because they have 


created, ‘as an ideal,’ that unless you | 
have a lock of this nature on the front | 


door, the house is unsafe, and no 


builder of modern houses would care 
to put back door locks on the front 


door.” 


* * * 


| Jobbers Active in Associations 


Watrer Pierce of the Pierce Elec- 
tric Co., Tampa, Fla., has been re- 
elected governor of the Junior Board 
of Trade which is Tampa’s Junior 
Chamber of Commerce. 

* * * 

W. D. Hawk of William David 
Hawk, Kingston, N. Y., has been made 
chairman of the advertising committee 
on the new Electric Home, being 
planned for exhibition in February 
by the Electric League of Kingston. 

* * 


Charles P. Scott 
(Continued from Page 25) 
electric gas lighters for church chan- 
deliers, regulators for stage light dim- 

ming and other queer devices. 

These things Mr. Scott can relate 
to you at length because he has been 
in the business from the beginning, for 
the Eastern Electrical Supply Co. 
was organized in March, 1897, and 
the Royal Electrical Supply Co. in 
1905 These two companies were 
consolidated in 1908 under the name 
of the Royal-Eastern Electrical Sup- 
ply Co. 

He was with the Eastern Elec- 
trical Supply Co. at its inception, 
having before that been successively 
with the Sawyer-Mann Electric Co., 
later in the electrical contracting 


business (principally installing elec- | 


tric bells, annunciators, speaking 
tubes, and the beginning of electric 
light wiring) and with the Perkins 
Electric Switch Mfg. Co. 

Mr. Scott was born and brought up 
in Brooklyn. His father was an 
Englishman and according to his ideas 
every boy should go to an English 
boarding school—there was no chance 
for argument. So such a school was 
selected—in Heidleberg, Germany 
and young Charles P. was sent off 











Nowhen 


Electric Appliances 








No. 31. 110 V. 660 Watts, 13” Copper Reflector 
Here is ONE heater that sure sells 
easy—and why shouldn’t it? With its 
“SUPER” element designed for heavy 
| duty insuring long life, its 13” reflector 
of pure copper and built of the high 
quality materials as in all other 
“NORTHERN?” appliances. All in all 
it is the biggest value of the day. Ask 
any dealer about the salability of 


“NORTHERN?” appliances. 















“Northern.” 
The better 
Pad, known 
for its high 
quality, long 
service to all 


buyers. In 
demand at 
this time of 
the year. 


| “Northern” Service Curling 
Irons are beautifully finished 
and are the pride of those 
who use them. Curling Irons 
of this quality are always 
appreciated and good sell- 
ers. 


Nowhen Lfeciric Co. 


2837 N. WESTERN AVENUE 
CHICAGO, ILL. 
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ON TOP of the WORLD 
with PEIRCE CLAMP PINS 


The Transmission Line featured is the 44,000 volt Moffatt 
Tunnel Line which crosses the Continental Divide at an alti- 
tude of 12,000 feet above sea level. The snow level in the 
upper photograph is even with the cross arm which is about 
30 feet high. 

This line is equipped with Peirce Clamp Pins, Cross Arm 
Straps, Pole Top Pins, Hubbard Hardware and Locke insu- 
lators. 








You can give uninterrupted service such as this in all kinds 
of weather when you use Peirce Clamp Pins. 





The Reasons for the Popularity of 
Peirce Clamp Pins:-- 


"C tise € 


With Peirce Clamp Pins there are no pin holes and therefore no roof is 
necessary. You can use a smaller sized arm thereby saving considerabl 
expense, and still get greater original strength. And instead of helping 
the natural checking and splitting of the arm, Peirce Clamp Pins prevent 
it absolutely because they bind the fibers of the arm together. Peirce 
Drop Forged open hearth steel cross arm straps are so flexible that, as 
the nuts are tightened, the straps are brought into solid bearing against 
all sides of the arm, preventing checking in any direction. 














Specify Peirce Clamp Pins and Cross Arm Straps for 
your next transmission line. 


HubDalid acomeany 


PITTSBURGH * OAKLAND, CAL.“ CHICAGO 
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What Will Your Sales 
Records Be For 1926 


Every jobber and jobber’s salesman 
will find a ready market among their 
contractor customers for the FITZ-M- 
ALL Outlet Box Hangers, and the 
KRUSE Switch Box Supporting strips. 























































Fitz-M-ALL 


OUTLET BOX HANGER 














FITZ-M-ALL 
Trade Mark 193347 ° 
During the past year we have spent 
considerable money educating the trade on the mer- 
its of these two products and we will continue doing 
so to assist you 


in making sales. 


These two prod- 
ucts will prove 
every statement 
we make regarding 
their time and 
labor saving fea- 
tures. 


You can sell them 
with confidence. 











PATENTED 
















CLIP ’EM OFF, NAIL 
"EM UP-—IT’S DONE 





MID-WEST METAL PRODUCTS CO. 


Muncie — Indiana 





New York’s Newest Hotel 


Mra, 
99 339999 9999.3) 
49 924332 37 32 aa 
4299929) daa 3) 
449999929992 7 


aoe Hotel 
r . 
aauunnnl Knickerbocker 





37 adda dd adda a lj. 
F \ 


Am 





120-128 West 45th Street 





Esp pet unsurpassed. A 
few seconds to all leading 

shops and theatres. Away 
from the noise and bustle, and still 
convenient to everything. Between 
$3 to $5 per Day Grand Central and Pennsylvania 


Terminal. 


400 Rooms—400 Baths 


Rates 


JUST EAST OF BROADWAY AND TIMES SQUARE 
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across the water for his early educa- 
tion. 


The father, J. W. Scott, was, by 
the way, one of the most noted stamp 
and old-coin collectors and dealers in 
his day. For many years he had 
his place of business in a building on 
the corner of Broadway and Fulton 
Streets in New York. He was an 
authority of international reputation 
—the last word as to the authenticity 
of old coins, stamps, and bills. So 
Charles P. comes quite naturally by 
his bent for collecting, although in his 
case it is old catalogs instead of 
money—to him the modern forms of 
currency being quite satisfactory and 
entirely more useful in buying dogs. 


One more story about the old days. 
Price cutting came into vogue some 
say the next day after the second job- 
ber was established. Be that as it 
may, in the early days, before Uncle 
Sam cast an observant eye toward the 
wholesaler, an association was formed 
among the New York jobbers with the 
object in view to stop this nefarious 
practice. They drew up strict rules 
as to the maintenance of prices. Then 
the game was to catch a price-cutter 
among their number with the goods 
and pin a $250 fine on him. Eventu- 
ally, they spent about as much time 
at this inspiring and highly commend- 
able work as they did at their legiti- 
mate business. The practice was to 
send a man around to a competing 
jobber with a roll of bills that would 
choke a_ horse. This presumptive 
buyer would pick out a bill of goods 
of large proportions and offer to pay 
in cash if the price were shaded a lit- 
tle. The poor jobber would resist a 
short time then accept the money— 
when, zipp !—another one was caught 
who would have to appear at their 
next meeting and be made to feel not 
only the sting of the fine but the deris- 
ion of his fellow members. Charles 
P. Scott asserts that he was never 
caught but says he can name several 
who were—men who now are veritable 
pillars in the church of the jobbing 
business. 


As time went on, the Royal-Eastern 
became a strong factor in the electri- 
cal business of the Metropolis and it 
has always remained so. As mentioned 
in a brief way in a recent issue of this 
magazine, the company some years 
ago had established branches in 
Brooklyn, Long Island City and 
Jamacia. More recently three new 
ones have been opened in Bridgeport, 
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Lines 


Stock 
Complete _ Stecks 


Service 


Inland service to the jobber is complete in every 
respect. No other manufacturer has a line of com- 
mercial and residential glassware which is better 
adapted to your every need. Located in the heart of 
the Central West, with unexcelled transportation 
facilities, jobbers can always count upon Inland for 
ample stocks to meet every requirement, and im- 
mediate shipment. 


The sales policy of Inland is one which absolutely 
protects the jobber. Under no circumstances are 
dealer orders filled direct, but in every instance, 
dealers are referred to the nearest jobber. Large 
stocks always maintained at the conveniently located 
factory assist jobbers in handling business of every 
nature without investing heavily. Complete lines 
with attractive designs for every purpose save time, 
energy and money usually divided among a number 
of manufacturers. 


Inland believes in the jobber; Inland or- 
ganization is built for the jobber; Inland pro- 
tects the jobber. 


Write for complete sales agreement 


INLAND GLASS 
COMPANY 


CHICAGO, ILLINOIS 















) 
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QUALITY d WINGY > SERVICE 








When your dealer wants QUALITY Tu- 
bing, when he wants Tubing that will give 
real SERVICE or when he’s looking for a 
SQUARE DEAL, just offer him ETTCO. 
The QUALITY, the SERVICE and the 
SQUARE DEAL that go with every 
ETTCO sale will give the dealer confi- 
dence in you and pave the way for future 
orders from him. 


















































PHILADELPHIA 


CHESTNUT and 39th STREET ~ 





Fireproof - Unrestricted Parking 


600 Rooms 
500 Baths 


Half minute trom center 
of activities in very good 
residential location 


Rooms with running water 
from $2.50 per day 


Rooms with private 
bath and shower 
from $3.50 per day 





Food and Service the best 


Near West Philadelphia Station Pennsylvania Railroad 
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After you’ve been soaked with rain 
for two days, and your mail has gone 
astray, and then you meet a nice little 
crowd like this, and they cheer you all 
up, ain’t it a grand and glorious feeling? 
They represent the Westmore-Savage 
Electric Supply Co., Springfield, Mass. 
Left to right: J. Edward Hall, manager ; 
J. Fred Carman; D. B. Clark and B. H. 
Spinney, sales manager. 





New Rochelle and in downtown New 
York. The company, therefore, now 
covers in an intensive way the greater 
part of the Metropolitan District. Mr. 
Scott and Mr. Sweeney as in the be- 
ginning are the two sole owners on a 
50-50 basis. They are as active in the 
business as ever, and take keen de- 
| light in planning these recent devel- 
opments. They have been in the job- 
_ bing business a long time but there is 
| no waning of their vigorous powers of 
achievement. As some wise para- 
grapher remarked: “Push determines 
how quickly a man will get there. 
Character determines how long he will 





| 


| stay.” 





One Salesman—F our Jobs 


-—$300,000 
(Continued from Page 6) 
material is generally one-third of that 

you can figure my share.” 

It is difficult to refrain from point- 
ing out the moral in this interesting 
series of sales. On the other hand. 
the moral is much too obvious to re- 
quire it’s being enlarged upon. 

Certainly jobber’s salesmen every- 
where who feel there is a limit to the 
size of an order a jobber’s salesman 
can go after should view their posi- 
tion with an added dignity after learn- 
ing of Mr. Orr’s successes. The one 
and only conclusion to be drawn is 
that a jobber’s salesman can land any 
order he goes after if he is properly 
equipped with the material of which 
they sometimes make violin strings. 





C. W. Cuxxin, president of the 
Monroe Lamp & Equipment Corpo- 
ration, New York, has been elected 














sheriff of New York County. 
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C for 1926, the F. W. Dodge Corporation predicts a building 


program of over One Billion Dollars in the above three groups. 





Above is shown the new Ornament- 
al M-B Safety Holder 06-MB 
with Inland Unit 7026D39. 








With the M-B Safety Holder you can invade 


this rich field and come home with a good 
share of the jobs. 


The M-B Safety Holder is priced right, oper- 
ates faultlessly, looks good and is economical 
to maintain! Through our advertising, arch- 
itects and big builders are becoming acquainted 
with these qualities. 


Perhaps you have some particular job in mind 
right now. If you area Sales Manager why 
not have us send you, free of charge, an M-B 
Safety Holder, together with prices and full 
information? 


It’s bound to better your chances on this and 
other jobs! 


MOE-BRIDGES COMPANY 
Fa@ory and Main Offices: MILWAUKEE 
Branches: NEW YORK — DETROIT —MINNEAPOLIS—SAN FRANCISCO—LOS ANGELES 


‘\OE*BRIDGE 


SP Residential & Commercial cf, 
Lighting Equipment 
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New Diehl Fan 


The new DIEHL 16” fan made in 
oscillating and non-oscillating types for 
both alternating and direct current will 
prove to be the feature fan of the 
coming season. 


It will appeal strongly to fan buyers 
because of its low speed, noiseless op- 
eration, ruggedness, attractive appear- 
ance and the great amount of air it 
moves. 


Sell DIEHL fans—the complete line 
—and supply all the fan requirements 
of all of your customers. 


Complete range of styles and sizes 


Alternating current Direct current 
Oscillating Non-oscillating 
Nine—Ten—T welve—Sixteen inch 

Ceiling fans Exhaust fans 


Send for descriptive bulletin—now. 


DIEHL MANUFACTURING COMPANY 
ELIZABETH, N. J. 


BOSTON 


CHICAGO DETROIT 


NEW YORK PHILADELPHIA 


DIEHL 


BUILDERS OF MOTORS AND FANS FOR MORE THAN THIRTY-SEVEN YEARS 
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IFLEXCO-LOK 
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| 
Bee nen| 

CUCDNNAOETANUUD IA 
| looking. 


general use. 
tin finish. 








{in yy 
aucun it 
“Who is Looking?” 


Theft or unauthorized removal of a lamp 
guard is largely a matter of ‘‘who is looking.”’ 

The FLEXCO-LOK Lamp Guard is always 
Firmly locked to the socket it effi- 
ciently protects the lamp against breakage or 
unauthorized removal. 

Many plants suffer 20% losses annually be- 
cause “‘no one was looking.”’ 

Made in sizes for all lamps and sockets in 
Expanded metal, reinforced, heavy 





Flexible Steel Lacing Co. 


\ 4698 Lexington St., Chicago, Ill. 
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Jefferson Introduces Sampler 
Proposition 

The Jefferson Glass Co., Follans 
bee, W. Va., has introduced a new 
merchandising proposition which is 
meeting with the jobbers approval 
It is called the “Sampler.” 

At the present time the “Sampler” 
is being furnished in the electric and 
boudoir shades styles. In the elec 
trics, there are nine distinctive pat 
terns, four of each, five different 
blanks all packed in one carton and 
sold at the standard package price. 
giving a dealer a very complete stock 
of electric shades at this price. 

On the boudoir shades, there are 
six decorations, four of each, five dif 
ferent blanks furnished in one carton, 
likewise at the standard package 
price. : 

The jobber is furnished with four- 
color inserts imprinted at no charge 
to him, and four-color labels are 
placed on each carton. These printed 
circulars are furnished only to legiti- 
mate jobbers who are stocking the 
glassware so as to keep competition 
in legitimate jobber channels. 


* * 


Campbell Makes Coast Trip 

Wm. G. Campbell, manager of con- 
duit sales of the Central Tube Co., 
Pittsburgh, Pa., has been on an ex- 
tended trip over the Pacific Coast 
since early in January. Mr. Camp- 
bell does not expect to return until 
about the middle of February. 

This company is now represented 
in the southwestern central states by 
Lane-Meyn & Co., St. Louis, Mo. 

A. S. McCloy, who has established 
himself in the General Motors Build- 
ing, Detroit, will also handle the 
Central Tube Co. line of conduit. 

* * 
Tom Grier Winters in 
California 

Thos G. Grier, who has been mana- 
ger of the western office of Harvey 
Hubbell, Inc., for past 25 years, has 
resigned. Mr. Grier has left for 
Riverside, Calif., where he will spend 
the winter months. Mr. Grier retains 
his residence in Flossmoor, Ill. L. G. 
Mockenhaupt has been assigned Mr. 
Grier’s duties. 
3 * * «* 

Jack THEBERT has taken a position 
as salesman with the United Elec- 
trical Supply Co., Salt Lake City, 
Utah. 
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Another Unique Development 


The Arrow Turn Candle Socket 


Particularly adapted to deep candle cups 
May be used wherever a keyless socket can be installed 








Polished Outer Candle 
Tube makes complete unit. 

















: Control the Light by 
4 4 ' turning the candle. 
Details of operating . . Allows individual control 
mechanism. 4 : without visible means. 
Operating Lever practically 
flush with outside of 
candle tube. 


























Candle tube slotted to 
engage the operating key. 














Fits any candle cup. 














oe [as | Be 0 Wats —298 Vol ts | De | & 
4043 $0.50 100 Turn Candle Socket with finished tube 414" 32 10 
4044 50 100 Turn Candle Socket with full length tube 4” 28 : 10 





Standard 4 inch tubes are used. 


White is the standard finish, Cream can be furnished at 
the same price. 


For Drip type tubes, Antique finish, add 4 cents list. For sockets without 
tubes, deduct 5 cents list. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


The complete line of Wiring Devices 
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Carl Boyd Joins Reichmann 
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CONDUIT 


T’S the jobber who can 

offer “Something Better” 
who finds business comes 
easiest. 


“W edge-Protected” is the“Some- 
thing Better” in Conduit— better 
for you because it gives you sales 
“with a punch”, but no “kicks” — 
and better for your customers 
because they ALWAYS get the 
threads as perfect as when 
first cut. 


All Leading Manufacturers Carry 
WEDGE-PROTECTED CONDUIT 


WEDGE NEWS FILMS 


“Tell Them— 
Release No. 3 


and Sell Them” 


How many of your 
customers are 
right now’ chasing 
threads instead of 
chasing profits’’? 


Tellthem how 
Wedge-Protected 
Conduit—protected 
by Wedge Thread 
Protectors by the 
manufacturer 
when the threads 
are first cut — 


Guards those 
threads from being 
choked by enamel 
or damagedin 
transit. 


Wedge Thread Pro- 
tectors cannot jar 
off or come loose 
until released by a 
simple half-turn of 
a Stillson— 


Thusalwaysinsur- 
ing perfect threads 
like this. 





THE WEDGE THREAD 
PROTECTOR CO. 


1965 E. 66th St., CLEVELAND, 0. 























| with the French Battery Co., of Madi- 





| being backed by a sound and construc- 


| assembler 


ished product. 





| parently won the electrical hunters 





Carl Boyd is now director of sales 
promotion of the Reichmann Co., 
1725 W. 74th St., Chicago, joining 
that organization as of January 15. 
In this capacity, he also retains his 
title as secretary of the Radio Manu- 
facturers’ Association. 

Mr. Boyd severed his connection 





son, Wis., on January 1, with whom he | 


: | 


Carl Boyd 


had held the position of radio sales 
manager. In selecting his new posi- 
tion he was largely influeaced by the 
fact that the Reichmann Co., manu- 
facturer of the “Thorola,” bears an 
excellent reputation among the job- 
bers from Coast to Coast, its product 


tive merchandising policy. Further- 
more, this company is not merely an 
but manufacturers 
component part that goes into its fin- 


every 


His activities will be of the same 
general nature as heretofore, namely, 
relations with jobbers and manufac- 
turers throughout the United States. 
His headquarters will be in Chicago. 
The company will soon open a down- 
town office with show room, which will 
be easy of access to jobbers in Chi- 
cago as well as those from other parts 
visiting Chicago. 


* * * 


Flegel Wins Leather Medal 


Mr. Ben Flegel of Reliance Auto 
Lighting Co., Racine, Wis., has ap- 


championship cup for the best deer 
brought down this year. His last one 
weighed 185 lbs. dressed, had 13 
prongs and Ben brought it down with 
one shot. It is hoped that Ben doesn’t 
go after recalcitrant jobbers salesmen 
who don’t sell enough Reliance time 





switches in this manner. 








Jobbers and 
Jobbers Salesmen 


Remember These Points When 
You’re Calling on Your Trade 
for Insulator Sales. 


Sell Them 
Hemingray 


Their efficiency has been estab- 
lished over many years of long 
and satisfactory service. 


They cembine the qualities of 
durability, uniformity and low 
cost. 


They are known universally to 
the trade. 


They are immediately available 
for prompt shipment. 


They are particularly suitable 
for all low and medium volt- 
age lines ranging from 2300 
to 15000 volts. 


These Points Will Make Hem- 
ingray Glass Insulator Sales 


for You. 





HEMINGRAY 
GLASS COMPANY 
MUNCIE, INDIANA 
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FREE ATTACHMENTS 


with every 1926 


JEWEL, 


ELECTRIC VACUUM CLEANER 
$44:75 [Retail] COMPLETE 


This FREE ATTACHMENT offer is of vital interest to you because it makes 


it possible for more of your dealers to handle vacuum cleaners on a paying 


basis. FREE ATTACHMENTS has proved to be such a strong 
appeal that a merchant can draw people to his store for 
demonstrations simply by featuring the offer in his local 
advertising! Thus the expense of a house-to-house can- 
vassers organization is eliminated and even the smallest 
merchant is enabled to get this profitable business! 


The JEWEL sells on sight because it is a 
$55.00 cleaner with $5.00 set of attachments 
being offered for $44.75, attachments FREE, 
and people, today, are ““‘vacuum cleaner wise” 
enough to recognize in the JEWEL the extra 
cleaning power, the handsome finish and the 
durability found only on standard machines. 


A cleaner as salable as the JEWEL coupled 
with FREE ATTACHMENT OFFER is sure to 
mean a quick-turning, large volume business 
which will satisfy your dealer-custom- 
ers. And every satisfied customer 
means “‘repeat’’ business for you 
which you don’t have to go after! 

In addition to increasing your sales 
opportunities, the JEWEL safe- 
guards both you and your dealers. 
It is not handled under its own name 
or any other name by direct-to- 
consumer mail order houses. 
It is advertised to the electrical, 
hardware, department store 
and other retailers who are re- 
quested to buy their JEWELS 
from their jobbers. 

Add new vacuum cleaner ac- 
counts to your books. Ask 
your company to send for a 
sample JEWEL for inspection 
and comparison, and be sure it 
is featured in your company’s 
1926 catalogue. Copy, lay- 
out and cuts will be supplied 
promptly for any 
amount of space 
which may be allot- 


ted us. 















Features 

of this 

Bigger, Better 
Cleaner 

































¥% HP. motor—AIP 
COOLED. 







Non-cramping Pistol Grip 
handle with convenient push 
button switch. 


Full 14-inch Streamlined alu- 
minum nozzle. : 























Long nozzle points to get 
into corners and out-of-the- 
way places. 












Special adjustment on rear 
r to raise or lower nozzle 









for different rug nap thick- 
nesses. 








Finest aluminum castings. 


Double, detachable, sel f- 
cleaning brush. 














All plugs and fittings are 
standard and are approved 
by the Underwriters’ Lab- 
oratories. 











Guaranteed 
for 2 Years 


















Write or wire for 


further details. 


5 Fulton Street, 
Chicago, IIl. 








CLEMENTS MFG. CO. °* 
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MANUFACTURERS 














New Products, Literature, et 














“Day-Fan” Name For All 

Up until three years ago the prod- 
ucts of the Dayton Fan & Motor Co., 
Dayton, O., were known as “Dayton” 
fans and motors. At that time it 
brought out a new radio line and in or- 
provide a distinctive name 
which could not be confused with 
others, adopted the trade name of 
‘“Day-Fan.” This name is now pretty 
generally known all over the country. 

Realizing the disadvantage in using 
both ‘Dayton’ and “Day-Fan’” on its 
products, it began last year inter- 
changing the two, with the thought 
of changing over sufficiently slowly to 
avoid losing the value of the favor- 
able attitude toward the name of 
“Dayton.” 


der to 


The company believes the time has 
now come to standardize a trade name 
and therefore, from now on all prod- 
ucts marketed will bear the name 


of “Day-Fan.” It will be “Day- 
Fan” radio, “Day-Fan’ fans, and 
“Day-Fan” motors. 

* *& 


Gunther with Jenkins 


E. T. Gunther, who has been for 
a number of years with George 
Richards Co., Chicago, has become 
associated with O. T. Jenkins, Dallas, 
as an active member of the business 
on February 1. 

The new concern will be operated 
under the name of Jenkins & Gunther, 
and will have offices in Kansas City, 
Mo., and Dallas, Tex., handling the 
business of the several manufacturers 
represented in the states of Missouri, 
Kansas, Oklahoma, Texas. Arkansas 
and Louisiana. 

Mr. Gunther will have active charge 
of the Dallas office while Mr. Jenkins 
will open the Kansas City office and 


remain there until that district is 








properly started and a working or- 
ganization developed to the point 
of efficiency. 

* * # 


Paulding Makes Appointments 

John I. Paulding, Inc., New Bed- 
ford, Mass., has appointed the M. B. 
Shaber Co., 207 S. Green St., Chicago, 
to act as its agent. 

A consigned stock of the products 
will be carried in Chicago and Cleve- 
land by this company. It will cover 
a territory comprising Illinois, Wis- 
consin, Indiana, Michigan and the 
northern part of Ohio. 

E. S. Moorer, Greenwood, S. C., has 
been added to the list of agents and 
will cover North and South Carolina 
and Georgia. 

Melville C. Shine is representing 
the Paulding Company throughout 
New England. 
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During the past several months the company has conducted a 
series of interesting ‘tests on its products and the results were 
reviewed. Messrs. E. J. Chubbuck of San Francisco and O. C. 
Tuya of Havana, were present for the first time. 

A noteworthy feature was observed in the company’s passing 
another year without changing or replacing a salesman. The 
year 1925 saw an increase in sales in all sales territories of the 
company and was the largest year’s business it has ever en- 


The Flexible Steel Lacing Co. of Chicago has just enjoyed 
The happy group above was 


another annual sales convention. 


taken at the plant and includes the salesmen’s ladies who were 
again present upon invitation of the company. 

The business meetings this year extended ‘over three days. 
New developments in mechanical features of their products, 
“Flexco” and “Flexco-Lok” lamp guards, “Alligator” steel belt 
lacing, and “Flexo” H. D. belt fasteners were presented by the 
engineering department. 
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Twin-lite 


More Outlets Where 
They’re Needed 


To be most effective, outlets should really be 
located after the furniture has been placed in the 
room. 


Actually, however, outlets are located for an aver- 
age installation and are never placed exactly where 
they are later required. 


As more are wanted, Hemco plugs give two or 
three outlets where there was only one before. 


Their small size and attractive appearance make 
Hemco preferred by discriminating housewives. 
National advertising is causing them toask for 
HEMCO. There is a model for every purpose. 


Suggest that your dealers sell a Hemco plug with 
every appliance. 


GEORGE RICHARDS & COMPANY 


557 West Monroe Street, Chicago 
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A Guaranteed Rethoriator 
at the Price of One 
New Tube 


The Hemco Tube Vitalizer 
has been generally accepted by 
consumer, dealer and _ jobber 
alike. Its ability to rethoriate 
as effectively as any rejuvenator 
on the market and its low sell- 
ing price of $2.85, have made it 
a favorite instantly. 


The Hemco Vitalizer brings 
old tubes to new efficiency, in- 
creases volume and distance, and 
helps bring the effective tube 
life up to the filament life. Of 
highest quality—its low price is 
made possible by an entirely new 
idea in construction and quan- 
tity production. 


Like all other Hemco prod- 
ucts, the Vitalizer is sold through 


legitimate channels only. Lib- 
eral jobber discounts. ; 
List 
Type No. 1990 for UV199 
tubes only _...... $2.85 
Type No. 2010 for UV201IA 
tubes only 2.85 
Type No. 20199 for both 
UV199 and UV20IA 
tubes .- 5.00 
All types operate from any 
lamp socket, 110V, AC or DC. 




















110 


THE JoBBER'SiR]SALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JORRER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


—, 





WEATHERPROOF Wire AND CABLES 

















“AMERICAN Brano” 


HAS NO EQUAL 




















The better class of Trade 
has been using ‘‘American 
Brand” Wires and cables 
for many years, which is 
sufficient proof of Quality 
and satisfaction. 
‘“‘American Brand’’ Weath- 
erproof and Bare Copper 
Wire and cable and our 
“‘A-1 Brand’? Magnet Wire 
is the result of concentra- 
ted efforts to produce only 
the best. 
Send for samples, test it 
and see for yourself. 

















WRENN SSES SSNS SNS UNS NUN NN rs 










OO) 




















Here are the two “Ortho-Sonic” volley ball teams of the Federal Radio Corp., of 
Buffalo, New York. The team kneeling represents the general office and those stand- 
ing represent the drafting department. These two teams are playing a series of five 
games in order to decide the championship and, as an additional inducement, the 
winning team is given a beautiful silver trophy, presented by L. C. F. Horle, chief 
engineer. (As we go to press we have word that the genera! office team—front row— 


have won the trophy for this year). 


The trophy? 
beautifully engraved and filigreed—ten inches high on an ebony pedestal. 


Oh, yes, the trophy! is a cup 
It takes 


three consecutive wins to retain the trophy permanently. 





Hart & Hegeman Transfer Men 

The following changes in the Chi- 
cago office territory of the Hart & 
Hegeman Co. have been announced 
A. E. Lubeck, Chicago manager. 
Chas. Westman, who has been the 
representative in the northwest terri- 
tory for the past three years, has been 


by 


| transferred to the central district ter- 


He will divide his time be- 
Detroit, Milwaukee and 


ritory. 

tween 

Chicago. 
E. C. Groves, who formerly handled 


| Detroit, is now located in Cleveland 





as resident representative. He _ will 
cover northern Ohio. 

E. L. Whiton, Jr. who has been 
representing the company in Balti- 


more and surrounding towns, has been 





Chas. A. Westman’ Ernest C. Graves 





transferred to Minneapolis and will 
cover the entire northwest territory 
formerly handled by Mr. Westman. 
A. C. Vildebille, believing he is able 
to spread the gospel in a little wider 
sphere, has enlarged his local Chicago 
territory and will now cover south 
western Michigan, northern Indiana. 


and northern Illinois as well. 
es 


Signal Has Jobber Policy 

The Signal Engineering & Mfg. Co.. 
New York, is distributing its “Signal 
Call” paging system through the job 
bers only. The policy of the company 
is to market this product along regu 
lar established sales lines and to pro- 
tect the jobber by allowing him a 
preferential discount. 











E. L. Whiton, Jr. A. C. Vildebille 
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Y the calendar it should have 

been heavenly weather — but 
balmy June suddenly became a suc- 
cession of torrid dog. days—and 
everybody begged for a _ breeze. 
Many took hot, sticky trips to 
places that were supposed to be 
cooler—wiser ones put the cost of 


one trip into a good Wagner fan and 
enjoyed comfort. 

Dealers who expected to order 
fans when the heat came were 
caught unprepared, and lost dozens 
of sales. Dealers who had the fore- 
sight to order Wagner fans for early 
spring delivery reaped a harvest. 
Don’t gamble on hot weather giv- 
ing a warning—order your Wagner 
fans now. 

Lots of sales-points to interest a 
customer when you offer Wagner 
fans. Silent running, but move big 
volumes of air. In a comparative 
test with other representative makes 
the Wagner Fan frojected a breeze 
12 per cent further. A long, strong 
beam that stirs up the dead air and 
makes it healthier to breathe. In 
the Wagner fan, a scientific pitch to 
the blades sends out a solid breeze, 
instead of simply puffing the air 
broadcast. 

Last year was the first year on 
the market for Wagner fans—and 
they sold on sight. Now they have 
an established reputation— for Wag- 
ner fans made good in the office, 
home, store and auditorium. The 


friends of last year’s buyers have 
heard the praises of these wonder- 
ful fans. 

Display material is now ready, as 
well as a fine assortment of counter 
and mailing folders. 


LIST PRICES 


9-inch, high-speed 
non-oscillating $10.00 A.C. only 
9-inch, high-speed 
oscillating 

10-inch, high-speed 
oscillating (3 speed 


$12.50 A.C. only 


$16.50 A.C. only 


12 inch, high-speed 


non-oscillating $23.00 A.C. or D.C. 


12-inch, high-speed 


oscillating $30.00 A.C. or D.C. 


12-inch, low-speed 


oscillating $30.00 A.C. or D.C. 


16-inch, low-speed 
oscillating $35.00 A.C. or D.C. 
16-inch, high-speed 


oscillating $35.00 A.C. or D.C. 


56-inch ceiling fan $52.00 A.C. or D.C. 


Ventilating Fans 


$29.00 A.C. or D.C. 
$33.00 A.C. or D.C 


12-inch 
16-inch 


Above prices cover fans for 110-volts60 cycles 
cr 110-volt direct current only as noted. 


WAGNER ELECTRIC CORPORATION, 6400 Plymouth Avenue, Saint Louis 
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+ Reaches 12% 
Further 





way, 
a a a 
oe a ee 















In a comparative test with other representative makes 
a Wagner fan projected a breeze 12 per cent further. A 
comparison of the four leaders of the test is here shown 










THIS ADVERTISEMENT WILL APPEAR IN APRIL TRADE PAPERS 
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Big Reasons Why Jobber’s 


Salesmen Enjoy Selling — 
& Myers Fans 





Robbi 








Quality 
plus 
Service 

















Popularity 
and 
Demand 




















Backed by 
National 
Advertising 























Extensive 
Co-Operation 

















N MOST other fields of endeavor the road to success is long, wind- 

ing and rough, but far shorter, smoother and straighter is the road 

of the Jobber’s Salesman who is devoting his efforts selling that which 
is nationally known. 


As a result of more than a quarter of a century of reliable service and 
the dominating way in which R & M Fans have been advertised has 
proved to be a helping force which every jobber’s salesman has felt in 
his contact with dealers. In addition to making a Fan backed by a 
genuine guarantee, The Robbins & Myers Company continues its ex- 
tensive co-operation to help you help yourself to more sales plus Big- 
ger earnings. 


“The mintage of wisdom is to know that rest is rust, 
and that real life lies in Love, Laughter and Work”— 
Elbert Hubbard. 


Branches: 
Boston, 243 South St. Cincinnati, 9 E. Third St. San Francisco, 317 Rialto Bldg. 
New York, 30 Church St. Chicago, 1825-29 Transportation St. Louis, 1922-26 Chestnut St. 


Philadelphia, 1418 Walnut St. Bldg. 
Buffalo, 831 Ellicott Sq. Bldg. Cleveland, 1239 W. Third St. 











The Robbins & Mvers Co. 


SPRINGFIELD. OHIO 
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New Electrical Products, Illustrated 








Grahling Brothers 
Co., 1917 E. 6lst St., 
Cleveland, O., is offer- 
ing a line of lighting 
fixtures for distribu- 
tion through the jeb- 
bers. The fixtures are 
finished in all popular 
designs and tints. 
They are packed in in- 
dividual cartons show- 
ing type, finish and 
catalog numbers on 
the carton. The illus- 
tration shows one of 
the units available. 








The “E. W.” (Easily Wired) 
switch is a product of the ‘Trumbull 
Electric Mfg. Co., Plainville, Conn. 
It is designed to supply the demand 
for a single blade, single fuse, en- 
closed switch. Removing two screws 
allows the switch and operating han- 
dle to be lifted from the box as a 
unit. It is particularly adaptable for 
use with small air compressors, domes- 
tic refrigerators, oil burners, etc. 
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A new type of “Union” outlet box 
designed especially for use with arm- 
ored cable in lath and plaster con- 
struction, but which is also adapted 
for loom, has been placed'on the mar- 
ket recently by the Chicago Fuse Mfg. 


Co., Chicago. It is made in three 


styles, the shallow box being 1% in. in 
depth, the medium box *% in. in depth 
and the deep box 1! in. in depth. 





The Cleveland Electric Motor 
Co., 5218 Windsor Ave., Cleveland, 
O., announces that it is now manu- 
facturing an electric motor’ so 
built that it is enabled to give 
a three years’ guarantee instead of 
the six months’ guarantee which is 
standard practice among motor 
manufacturers in general. These 
motors are known as “Cleveland 
Security Type.” 





The Heinemann Electric Co, 
Philadelphia, Pa., has brought out 
a new line of unfused neutral cut- 





outs. The view above shows the 
type 3086-0, 30 amp., 125 volt, 3-2 
wire double branch type. Below 
is shown the type 2199-0, 30 amp.., 





125 volt, 3-2 wire double branch 
type. The latter is of the live 
front type, while the former is of 
the dead front type. 








The Rodale Mfg. Co., 492 Broome 
St., New York, has brought out a line 
of duplex receptacles, which are of 
nice design and of approved construc- 
tion. The contact is of very heavy 
phosphor bronze and the snap of the 
contact is as near perfect as can be 
made. They are made of the best 
grade of cold molded composition 
material of high dielectric strength 








The Reynolds Spring Co., Jack- 
son, Mich., manufacturer of the 
Reynolite “Masterpiece” line of 
hot molded electrical fittings, is 
showing attractive flush plates in 
all the usual styles up to four 
gang push and_ toggle switch 
plates. Made of “Reynolite,” they 
are practically unbreakable and 
the rich permanent finish is un- 
affected by heat, cold or acids— 
cannot tarnish or corrode. 
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New Electrical Products, Illustrated 








It is said that an entirely new fea- 
ture has been introduced into the elec- 
tric fan by the merchandising depart- 
ment of the Westinghouse Electric & 
Manufacturing Co. to give it a maxi- 
mum air delivery and cooling power. 
This new fan, called the “Rotaire,” 
operates on a very simple principle. 
It is mounted at a 45 degrees angle 
on a hanger, and is so geared that 
the fan rotates completely around the 
hanger. In this way it is able to 
throw the breeze to all parts of the 
room, with equal benefits to all the 
occupants. This new 16-in “Rotaire” 
is sturdy in construction, and is par- 
ticularly adapted to hotels, offices, 
art shops, barber shops and all kinds 
of stores and store rooms. 








Pass & Seymour, Inc., Syracuse, 
N. Y., has placed on the market a 
new bracket type porcelain receptacle 
for use as a side wall bracket with 
flush boxes. Two styles are the P&S 
844 with porcelain ring for ball lamps 
and P&S 845 with porcelain shade 
holder for bracket glassware. These 
receptacles are fitted with rugged pull 
chain and are 71%, in. long, 334 in. 
wide with a wall-to-lamp center of 
31, in. Practical adapters are fur- 
nished for use with stud boxes, loom 
and BX type boxes as well as adapt- 
ers for deep boxes. 








Above illustration shows the 10- 
in. alternating current oscillating 
fan, model 46, manufactured by 
the Robbins & Myers Co., Spring- 
field, O. The motor is of the 
shaded pole type and has a gear 
mechanism which is integral with 
the rear head bracket, all fully en- 
closed within a removable end 
cover. ‘The fan makes five com- 
plete oscillations per minute over 
75 degrees. 





The Emerson Electric Mfg. Co., 
2012 Washington Ave., St. Louis, Mo., 
has placed on the market two new 





fans for the 1926 season. ‘The Emer- 
son “Junior” oscillator (above) is an 
entirely new fan. It has a half-inch 





hardened steel shaft and oil-light, dust- 
proof bearings. It carries a five-year 
guarantee. The type 444 “Northwind” 
fan, shown here, is a new model. It 
is furnished in black enamel over mo- 
tor body, base and guard, and the 
blades have a dull brass finish. 











The “Arrow” turn candle socket is 
a new development of the Arrow Elec- 
tric Co., Hartford, Conn. The oper- 
ating lever is practically flush with 
the outside of candle tube. The light 
is controlled by turning the candle. 
It fits any candle cup. 
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A New Line of A//l-Porcelain 
Ceiling Receptacles 
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A complete line of Pull and Keyless Types, with 
214,” Porcelain Shade Holders and with Por- 
celain Rings without Shade Holders. Rings and 
shade holders are interchangeable. 


Made of clear white porcelain. For 314” and 4” 
outlet boxes. 


Each receptacle is a compact unit consisting of 
cover, interior and shade holder or ring. Quickly 
and easily assembled or disassembled by screw- 
ing on or unscrewing the shade holder or ring. 


Recommended for use in bath rooms, kitchens, 
hospitals, laboratories and other places where a 
porcelain receptacle of this type is appropriate. 


HARVEY HUBBELL 


ELECTRICAL SPECIALTIES 
BRIDGEPORT, CONNECTICUT. U.S.A. 
NEW YORK. N.Y. CHICAGO, ILL. 


ELEC IBICAL SPECIALILILES 
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GOSH! 


A SAMPLE 
OF THE 


SECURITY 
LINE 


$3.75 


““HERE’S JUST THE 
LINE I’ VE BEEN 
LOOKING FOR’’ 


That's what jobbers’ salesmen 






are saying every day as they dis- 
cover the sales possibilities of the 
Security Line of Heating Appli- 


ances. 


The Security Line is one that 
does not conflict with high priced 
appliances. It is a moderately 
priced, complete line with a very 
high rating of attractiveness, beau- 


ty and serviceability. 


Your success lies in selling a | 


line in accordance with popular 
demand. The Security line meets 


this demand in every way, and in- 


sures Quick Turnover, Full Prof-° 


its and Satisfied Customers. 


Security appliances are nation- 
ally advertised in such magazines 
as The Saturday Evening Post, 
Ladies’ Home Journal, and Good 
Housekeeping. As a result, our 
products are widely known to both 


the consumer and dealer. 


Write today for ourDistributor 
Proposition 


Security Electric Mfg. Co. 
2635 Canton Street, Chicago, Ill. 


Security 





HEATING APPLIANCES 





| officers 
| Lamar, president; N. C. Lavarack, 
| vice-president and treasurer and P. J. 
| Hopkins, second vice-president. 
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J. B. Martin with Great 
Western Fuse 

Announcement is made that J. B. 
Martin has been made secretary and 
general sales manager of the Great 
Western Fuse Co., Inc. General sales 
been established at 415 
Other 
F. C, 


offices have 
Lexington Ave., New York. 


of the company are: 


Mr. 








x 





J. B. Martin 
Secretary, Great Western Fuse Co. 


| Hopkins will be located at Pittsburgh 


in charge of the factory. 


| Mr. Martin is very well known to | 
| the jobbing trade in the east on ac- 


count of his former connections in the 
fuse line, and his many friends con- 
gratulate him on his recent appoint- 
ment. 
%* & & 
New Factory for Reflector & 
Illuminating Co. 

The first mile-stone in the history 
of Reflector & Illuminating Co., of 
Chicago, has been passed, and with 
its passing has come the necessity for 
the company to move into new and 
greatly enlarged quarters. 

In its new home at 1407 West Jack- 
son Blvd., Chicago, with its greatly 
increased facilities, the company is in 
a better position to take care of the 
demand for “Sterling’’ reflectors for 
show windows, display cases, flood- 
lighting, cove and general illumina- 
tion. 









4 'p) 
fh 


aannne ‘Wate tladits* 
LORIC A) 





(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.”” 


They have been installed 
in many Prominent Struc- 


tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 

| Pittsburgh, Penn. 


























You jobbers’ salesmen who are complain- 
ing about your earnings should get ac- 
quainted with Aislelites and their profit- 


making possibilities. We don’t mean to 
say that you can clean up a million dol- 
lars, but we do know you can make more 
money selling Aislelites than any other 
diffused lighting equipment. The sales 
record of some of the boys in the field 
is proof of what can be done with a lit- 
tle effort. 
EXHIBITORS SUPPLY CO. 
825 S. Wabash Ave., 
Chicago, Ill. 
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Mastevpiece 
APPLIANCE CORD SETS 
For Profits NOW! 









Also 
UST show them these “Appliance Cord Sets Reynolite 
De Luxe”, so obviously superior to the ordi- Heater Cord Set 
; No. 600 
nary cord sets. Convenient, safe and really hand- pe eh: 


made up of Reynolite Nx 
500 Heater Connector, full 
6 feet of heavy Rockbestos 
approved heater cable, and 
Reynolite No. 420 senarable 
plug. Packing same as No. 
610. 


some. Reynolite No. 610 is made up 
of Reynolite No. 510 switched uni- 
versal heater connector, full six feet 
of silk-covered, extra flexible ap- 
proved heater cord, and Reynolite 
No. 420 separable plug. 


List Price $1.25 


Packinc — 4 color individual 
container — 10 sets in counter 
display cartons — 50 sets to 
standard package. 


List Price $1-50 


Note the switch — 
feel how smoothly 
the new positive 
action lever works 
—a big selling 
feature. 


Jobbers and Distributors — 
Your dealers will be anxious to 
share in the success of these 
quick - selling products. Write 
for full particulars of our at- 
tractive proposition. 


REYNOJITE 


DIVISION 


REYNOLDS SPRING CO. 
JACKSON, MICH. 


New York — Chicago — Philadelphia 
Dallas—Pittsburgh 








Reynolite Separable 
Plug with quick lo- 
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BlueBell 


Bell Ringing 
Transformer 





Salesmen— 
Here are 5 points to remember when selling 
the Aluebel. : 


1. Guaranteed by the manufacturer, 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


5. May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3040-48 Easton Avenue, ST. LOUIS, MO. 











Can You Always Accept 
Wire Orders for Im- 


mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U. S.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U. S.” Paracore Wires and Cables 
and “U. S.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following Cities: 


Atlanta Minneapolis St. Louis 
Baltimore New Orleans Syracuse 
Birmingham New York Toledo 
Boston Omaha 

Buffalo Philadelphia 

Chicago Pittsburgh 

Cincinnati Portland, Ore. 

Cleveland Rochester 

a Sacramento 

Detroit Salt Lake City 
Indianapolis San Francisco 

Kansas City Seattle 

Los Angeles Spokane Trade Mark 















| W. S. Etheridge Promoted 
| It is with pleasure that the many 


of W. S. Etheridge 


learned of his appointment as general 


| friends have 
| sales manager of the Hamilton-Beach 

Mfg. Co., Racine, Wis. Ross D., who 
claims to be one of his friends, has 
| this to say about “Bill’’: 

“Bill Etheridge is one of the old- 
| fashioned salesmen and got his start 
| hitting the ball for Edison Electric 
Appliance Co., Chicago, in a small 


territory consisting of Wisccnsin, up- 
per Michigan, the two Dakotas, Min- 
nesota, Iowa, Nebraska, Kansas, Mis- 
souri, and the river towns in Illinois, 
also he got down in Arkansas once 
in a while. Believe me, this was some 
territory! Bill used to get home about 
every 90 days and some of the present 
day boys who see their families at 
least every Sunday should have a job 
of this kind! At the present time, 
eight men handle this territory, so 
Bill says! He wouldn’t say much 
about his war record, except that he 
started out with the engineers and 
ended up bossing a company in the 
tank corps. After the war, he became 
assistant sales manager to A. H. 
| Jaeger, of the Edison Electric Ap- 
| pliance Co., under whom he got 
| mighty fine training which he will 
put to good use in his present connec- 
tion. 





“Bill Etheridge is for the jobber 100 | 


| per cent all the time. He knows the 
| boys and their problems and is out 
| to help, not to criticize. He is 6 ft., 
| 41 in. tall, weighs 211 lbs. and is in 
fine health now, and we pity the fel- 
| low that tries to tell Bill that the 
| jobber’s salesman is ‘merely an order 
| taker and can’t sell!’ 











The new Produce Market, Chicago, part 
of which is shown above is the largest 
group of buildings in the world devoted 
to that industry. It is equipped with 600 
number 5014 Jefferson glassware units 
manufactured by the Jefferson Glass Co., 
Follansbee, West Va. 








} 
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“Central 


| 





| 
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elena 
ta eenmencr 


“Central 
Black” 
Conduit 











White” 
Conduit 


Here is the Conduit 
you can sell with 
trouble-free assur- 
ance. And you are 
certain of prompt, 
complete shipments. 


Central Tube Company 
PITTSBURGH 























IN MINNEAPOLIS 


You should choose as your tem- 
porary Home, the beautiful 


RADISSON 


The Radisson maintains its leadership among 
Minneapolis hotels by continually creating 
and adopting the newest in comfort, con- 
venience and luxury. The charges remain 
moderate. 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER 





For Extra Protection to Expensive Switchboard Installations 


Firestone Tape—in tensile strength, insulating value, 
adhesion and durability—goes far beyond the specifica- 
tions of the American Society for Testing Materials 
and other accepted authorities. 

The heavier rubber friction improves the dielectric 


properties—keeps out dirt, heat, cold and moisture— 
and gives the extra protection where needed. 


For installations—big or small—electricians, me- 
chanics and individuals prefer to work with Firestone 
Tape. It is easier to handle—and stays where you 
put it. Electrical dealers know that here isa profitable, 
fast-selling tape with a wide reputation for value. 
Write for discounts and specifications, addressing the 
Home Office at Akron, or the nearest Firestone branch. 


g Firestone 


RICTION TAPE 
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A DANDY “LEADER” 


FUSE PULLERS 


A 
LIFETIME 
OF 
SAFETY 
FIRST 
SERVICE 





“EVERY FUSE BOX 
SHOULD CONTAIN ONE” 


Made in two sizes, “Pocket Size,” 7% 
in. long, for all fuses up to 200 Amps., 250 
Volt and 100 Amp., 600 Volt. “Giant Size,” 
12 in. long, for all fuses from 100 to 600 
See 250 Volt and 60 to 400 Amps. 600 
Jolt. 

They are made of the very highest grade 
genuine horn fibre, tested at 35,000 volts. 
Made By TRICO FUSE MFG. CO. 
1003 Cold Spring Ave., Milwaukee, Wis. 


Makers of TRICO Renewable Cartridge Fuses 
“‘Famous for Performance’ 














MOTOR FLASHERS 


You just send me a sketch, 
or drawing, or description of 
any sign you’re interested in, 








and I’ll attend to the mechan-, 


ical details. 


Leave it to me. 


1390 Sedgwick Avenue 
New York City 





William K. Vanderpoel, formerly gen- 
eral superintendent of distribution of the 
electrical department of the Public Serv- 


ice Elec. & Gas Co., has become vice-presi- | 


dent and executive engineer of the Okonite 
Co., and the Okonite-Callender Cable Co., 
Inc. Mr. Vanderpoel has long been iden- 
tified with the A. I. E. E., the H. E. L. A,, 
and other technical organizations. His 
experience is extremely broad. He has en- 
gaged in mining in South America, done 
telephone engineering here and in Cuba, 
at one time was assistant purchasing agent 
of the Florida East Coast Railroad and in 
1924 attended the World’s Power Confer- 
ence in London. 


Latest Trade Literature 
All-Steel-Equip Co., Aurora, Ill.— 
Catalog B containing 39 pages of 
descriptions, illustrations and prices 


of its line of wiring materials. 
~ * * 





Rome Wire Co., Rome, N. Y.—A 
new sample color-card booklet, show- 
ing all the shades of Rome Glos and 
cotton lamp cords and incorporating 
a new wrinkle by including four pages 
of complete lamp cord specifications. 


Allen-Bradley Co., Milwaukee, 
Wis.— Bulletin on type C-1220 cur- 
rent-limit automatic direct current 
starter for machine tool service, or 
similar applications. 

* ~ * 

National Lamp Works of General 
Electric Co., Cleveland, O.—“The 
Four Star Book.” The 1926 issue of 
this book is made up in splendid fash- 
ion. 
advertising helps available to them. 


| The window displays which are ex- 


tremely attractive, are reproduced in 
their original colors. Novelties for 


distribution by dealers are also listed. 
* * 7 


The Robbins & Myers Co., Spring- 
field, O.—Miniature fan catalog show- 
ing the complete line of fans for the 

1926 season. 


It reveals to dealers, the various | 





“The House of a Thousand Lanterns” 


Copper 


Lanterns 


ARE 
READY 
SELLERS 


G.G.G. Copper Lantern Designs ap- 
i} peal to the architect and home- 








lover. Attractive and moderately 


priced. 

All G.G.G. Lanterns are made of 
copper and bronze. ‘Weatherproof 
Copper Lanterns never rust.”’ 


“FIRST COST is the LAST COST” 


Ask Your Distributor Catalog 


GRUBER BROTHERS 


392 Broadway, New York City 


for 

















Jobbers: 
Sell— 


HARTFORD 


TIME. SWITCH 


Dependable, Economical, 
| Guaranteed. For controlling 
| window lighting, electric 

signs, burglar alarms, charg- 
ing batteries, etc. Big profit 
percentage for you. Write: 


A. HALL BERRY 


General Sales Agent 
71-73 Murray St., New York 


i ie 





























lebruary, 1926 


THE JOBBER’SfR|SALESMAN 121 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


-and that is why Day-Fan 
Fans’ sell on demonstration 





Dayton 


| 
THE DAYTON FAN AND MOTOR COMPANY ier | | 


For more than 37 years Manufacturers of High-Grade Electrical Apparatus 


we\made em BIG 


and drove 
‘em hard 





Thirty-seven years ago the Dayton 
Fan & Motor Company set out to make 
a fan do a better job of keeping people 
cool. 

A fan’s job is to deliver a current 
of air—and the harder it comes the bet- 
ter it cools. Blades move the air so 
the first Day-Fan Fan engineers hit on 
the idea of “make ’em big and drive 
"em hard’—so the Day-Fan Fan of 
today has large blades with a power- 





ful motor which drives them up to a | 
consistent high speed. 
—and that is why the Day-Fan Fan mt 
Day-Fan Motors* of today is known as the “fan with the |! 
Day-Fan Motors are big blow.” That is why it keeps peo- Day-Fan 1 r 
oe Shes ple comfortable, when the weather gets c ios | 
and moisture proof. hot enough for front page write-ups. Radios , |! 
a GP yg gi If you want more information on a Our 37 years experi 1 | || 
chines, | pumping sy» fan that sells big because it is backed {rie electrical appara. | 
ances that use frac. by large air delivery, durability and 37 tus served us so. well | | 
_tional horse power = years of experience, write us for in- has become known wwe ime 
*Formerly Dayto formation. tm ine 
Motors *Formerly Dayton Fans. 


Ohio | 


RADIO 
a 
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66 ms 
Your Pockets Will 
& a 99 
Jingle Again 
Remember that old saying “If I Were 
Single My Pockets Would Jingle.” 
Well, you don’t have to be single, just 
get behind Slipknot Friction Tape and 
the profits from sales will again make 
your pockets jingle with real American 
money, and that’s NO “kidding.” 
There’s reason enough why Slipknot 
sells easily. It’s not only good tape 
but it’s “better.” That fact alone is 
your best argument for sales. Try it. 






Plymouth Rubber 


Company, Inc. 
CANTON MASS. 








—, 


SGN 
SSS 
—__———_ > 


SS 











Every Business 


of consequence ought to have proper card 
REPRESENTATION 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 

Send for 
tab of speci- 






The John B. Wiggins Company 
Established 1857 
Die Embossers 


CHICAGO 


Engravers Plate Makers 
1157 Fullerton Ave. 
708 Peonles Gas Bldg. 
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, 


The Providence 


Insulated Wire Co., 
Providence, R. I., is offering the above 
spool rack for lamp cord to any dealer, 
free of charge, who purchases a reasonable 
quantity of lamp cord. 





Recent Changes in W. N. 
Matthews Organization 


Louis M. Meckler has recently suc- 
ceeded W. J. McIlvane as New York 
representative of the W. N. Matthews 
Corp., St. Louis. 

Mr. Meckler studied electrical en- 
Union Night 


em- 


gineering at Cooper 
School, and while there 
ployed as a technical assistant in the 
Electrical Testing Laboratories, New 
York. He then entered the construc- 
tion field with the engineering depart- 
ment of the Public Service Electric 
Co., at Newark, N. J., working on 
substation construction. While there 
he qualified for the position of elec- 
trical engineer for the New Jersey 
Public Utility Commission, which po- 
sition he held for nine years. 

After returning to the operating 
field and spending two years in the 
office of John S. Ware, distribution 
engineer of the Public Service Electric 
Co. in April, 1925, he became sales 
of the W. N. Matthews 
Corp. in the New York Metropolitan 
Mellvane re- 
signed, was appointed New York rep- 


was 


engineer 


area, and when Mr. 
resentative of the company. 

The Baltimore territory, which was 
formerly covered by Mr. Mcllvane 
of New York, will be under the super- 
vision of H. C. Biglin, southern dis- 
trict manager. The territory will be 
covered by J. J. Smith with head- 
quarters in Baltimore. 

J. T. Pearson, district manager in 
Detroit, has resigned and the Detroit 





Special Assembly 


Electrical and 
Porcelain 
to order 





Ask for Quotation 


Swan-Haverstick, Inc. 
Trenton, N. J. 








TECCO 





Brass Key 
and 
Keyless 
Sockets 


Ask for free 
sample. 








TRENTON ELECTRIC & 
CONDUIT CoO., Inc. 


TRENTON, N. J. 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 


Cleats, High Tension” Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











Tell Your Dealers 


THAT 
Velvet Frost 


Enables them to per- 
manently frost any 
clear lamp in 2 
minutes. Safe and 
economical to use. 
244, 5 and 10-lb. 
cans. 

DEALERS NEED 
THIS FROST 
McKAY COMPANY 
275 Water St. New York City 


Western Representatives 
Atlantic-Pacific Agencies Corp., San Francisco 
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We are holding a copy 
of our new Safety Switch 
Catalog for you. Write 






The Price is Low 
The Switch is Right 


When you use the WK-62 on jobs that you 
install, you have the satisfaction of knowing that 
you are using the best utility disconnect switch 
that money can buy, a switch that has many of the 
features of higher priced Westinghouse switches. 


Study these advantages: 


To the Contractor: 
Low price 
Easy installation 
Ample wiring space 


Plenty of clean cut knockouts 


To the Customer: 
Enclosed, externally operated 


Quick break 


Diamond pointed jaw that assures 
clean contacts 


Black marine finish 


WESTINGHOUSE ELEctTrRIc & MANUFACTURING COMPANY 
MERCHANDISING DEPARTMENT MANSFIELD, OHIO 





Westinghouse 
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MATTHEWS 
SCRULIX ANCHORS 


Easy to Install 
Cannot Creep or Crawl 


In every issue of the Electrical World, Journal 
of A. I. E. E., Electric Light and Power, Journal 
of Electricity, Telephone Engineer and Railway 
Signaling your customers are seeing full page 
advertisements of Matthews Scrulix Anchors or 
Matthews Fuswitches. This campaign is supple- 
mented by direct mail advertising. You can reap 
the benefit from this effort by mentioning Mat- 
thews products to your trade. They are well 
known, well advertised. 


Matthews Scrulix Anchors have been in use for 
many years and are gaining favor. They come 
in one piece, ready to install. No matter whether 
they are installed in hard pan, adobe or swamp 
these anchors are equally efficient. The time it 
takes to install a Matthews Scrulix Anchor is 
much less than for ordinary anchors and their 
holding qualities are enormous as the anchor 
rests in practically undisturbed earth. In severa! 
severe tests the rods have parted, but the Scrulix 


Anchor didn’t budge. 


For many years the following Matthews products have been 
in use by the electrical and allied industries: 


Matthews Guy Clamps 
Matthews Telefaults 
Matthews Slack Pullers 
Matthews Adjustable Reels 
Matthews Teleheights 
Matthews Lamp Guards 


Matthews Scrulix Anchors 
Matthews Fuswitches 


Matthews Disconnecting 
Switches 


Matthews Cable Clamps 


W. N. MATTHEWS CORPORATION 


3712 Forest Park Blvd. St. Louis, U. S. A. 











CORPORATION / 
. y) 
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MATTHEWS ADJUST- 
ABLE REEL 


For both pay out and take 
up. Fits any size coil and 
Saves expense of wooden 
reels. As only one man is 
needed to operate, the 
Matthews Adjustable ree! is 
not only a great conveni- 
ence but pays for itself in 
reduced labor costs. 





e Acoma su 


MATTHEWS SLACK 


PULLER 


Takes the place of block and 
tackle for pulling the slack 
out of wires, messenger and 
guy strands. A ratchet han- 
dle operates worm gears and 
lead screw. No slack is lost 
in deadening as the Matthews 
Slack Puller holds the strain 
to the exact point it has been 
pulled. 


MATTHEWS TELE- 
HEIGHT 


Type C Matthews Teleheight 
tells the height in feet of any 
object within a range of 75 
feet. A great convenience for 
pole using companies to 
quickly figure wire clear- 
ances. 
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New Electrical Products, Illustrated 

















The Edison Appliance Co., Inc., 
Chicago, is marketing the new “Hot- 
point” Calrod Iron. Calrod, the heat- 
ing element, a section of which is il- 
lustrated on the right, is made by 





taking nickel chromium (the resist- 
ance wire) and insulating it so com- 
pletely by means of magnesium oxide 
that the air cannot reach the bare 
wire and cause oxidation. Calrod is 


& 


a solid rod which can be bent or 
shaped as required, will not oxidize 
and has an extremely long life. It 
is also a rapid conductor of heat 
Photo to left shows the new Hotpoint 
Calrod iron. 
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The Mutual Electric & Machine Co., 
Detroit, Mich., manufacturers of 
“Bull Dog” electrical products, an- 
nounces an addition to its line of 
fusenters in its Type “AF.” They 
are a combination of standard units 
of molded composition blocks, 
mounted on a steel plate which is ad- 
justable in all directions so as to 
make it conform to the wall line. 
Three-inch wiring gutters are stand- 
ard. The screw shell and wiring fea- 
tures are similar to those provided in 
the type “BF” fusenters, previously 
announced by the company. ‘The 
fronts are diemade and of luminized 
finish so that when the fronts are 
mounted on the boxes the drawn panel 
encloses and fits securely with the 
molded composition blocks allowing 
only the fuses to be accessible. II- 
lustration shows type “AF” without 
front and with safety covers removed 
over main and branch wiring. 











The Auto Tip-It Rack Co., Birm- 
ingham, Ala., has recently placed on 
the market a mechanically operated 
automobile tipping, conveying and 


service rack. This rack is so de- 
signed as to accommodate all makes 
of cars. In operation, the car is 


driven on the rack on tne level; steel 
blocks are placed behind the rear 
wheels of the car to hold it in posi- 
tion and, by means of a one-horse- 
power General Electric motor, the 
car is tilted and held at a 40-degree 
angle. 











The Cpalune Sign System, Battle 
Creek, Mich., is manufacturing a new 
“Mirage” window display sign for 
distribution through jobbers. Illus 
tration shows the two-way reading ef- 
fect secured by this new method. 








The “Arktite” series of plugs and 
receptacles manufactured by the 
Crouse-Hinds Co., Syracuse, N. Y., 
handle circuits from 10 amp. to 200 
amp. Left, plug and_ receptacle 


mounted on Type QEE condulet. Cen: 
ter, same mounted on Type QEE con- 
dulet with plug partially inserted. 
Right, same mounted on Type QEE 
condulet showing detent springs. 
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LANTERNS-- 


A Well-Paved Road To Profit 
For Electrical Supply Jobbers 


















Cat. No. 485 
Oriental 


The prevailing vogue in residential architecture dic- 
tates that lanterns be a part of the lighting equipment. 
Thus, there is open to the electrical supply jobber a 
new avenue of profit and it is a well-paved road. In 
the Victory line of indoor and outdoor lanterns are 
designs to suit all tastes and fancies. A few of the 
seven types of outdoor lanterns are illustrated here. 


The Victor Lamp Co. is an organization of lan- 
tern specialists who rank among the leaders in their 
field. Victory lanterns are of copper and designed 
to be sold by electrical supply jobbers salesmen and 
are being sold that way. In adopting Victory lan- 
terns as a line you do not acquire something that con- 
flicts with the ordinary line of residential lighting 
fixtures. Lanterns are a thing apart just as Victory 


ar Cat. No. 496 
Old Enclish Lanterns stand apart from competition. Colonia! 


Cat. No. 406 


Victory Copper Outdoor Lan- 
terns, for example, include some 
with brackets, others pendants 
with rigid stem or chain, compris- 
ing the unusual in bent glass inno- 
vation, with the geometric for- 
mation of various periods in Old 
English, Dutch, Danish, Ori- 
ental and Colonial with hybrids of 
different periods, assembled, fan- 
tastic, original and depicting the 
vogue of today. With the glass 
and finish you demand (as we do 
not confine you to stock finishes) 
all without packing charges. 


Get the Rest of 


™ — ; Cat. No. 402 
Dutch and English the Facts Today! Dutch 


VICTORY LAMP COMPANY 


Lantern Specialists 


1938 Germantown Ave. Philadelphia, Pa. 
OUR PROPOSITION TO THE JOBBER IS DIFFERENT. WRITE FOR IT TODAY! 
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PUT YOUR WIRES ON THE SURFACE WITH 


~ THE WIREMAN’S FRIEND 











YAGER’S 


Soldering 
Salts _ 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 


Paste 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 

















Wrigley Toggle Bolts 





“Wrigley 


DEC.3,I901 






made. 


THE THOMAS WRIGLEY CoO. 
504 Sherman St., Chicago, Ill. 


For Quality” 


= hie Made of heavier 
—) >5 teel 

i 22 gauge steel. 

= =o 

rv) Sw Can be put through 
= = a smaller holes than 
” = 4 the ordinary toggle 
a - 

= = bolt. 

[=] 

x= First toggle bolt 











CEDAR POLES” 


Plain or 


Butt Treated 


Northern 
White Cedar 


Western 
Red Cedar 
MUTT TTI MTT TTT 


T. M. PARTRIDGE 


Lumber Company 
Minneapolis, Minnesota 













































































~~ 








territory will be covered by H. L. 

|Brueck, Chicago district manager. 
The Iowa territory which was for-' 

‘merly covered by Mr. Brueck will be 

covered by W. M. Watters. 

| The northern section of Pennsyl- 


|vania, which has been covered by the 
|New York office, has been transferred| 
to J. 


A. Jaques of the Pittsburgh| 


lofice. 
Nicholson Appointed Vice- 
President 


At a recent meeting of the executive 
committee of the Westinghouse Elec- 
tric and Manufacturing Co., S. L. 
Nicholson’ was elected acting vice- 
president. 
| Mr. Nicholson, a native of Phil- 
|adelphia, began his electrical career 
lin 1887 being associated with various| 
icompanies from that date until 1898) 
|when he 
|company. 
| In 1909 Mr. Nicholson was made| 
‘sales manager of the Westinghouse 
‘company and held that position until 


11617 when he was made assistant to 


joined the Westinghouse 


ithe vice-president. 
| 


* * * 


Jefferson Holds Sales 


Conference 
The Jefferson Glass Co., Follans 
bee. W. Va., held its 
conference, Dec. 28-30 at Follansbee. 


annual sales 


I’. E. Chambers, sales manager, an- 
that W. S. Russell, 268 
Wychwood Ave., Canada, 


has been made Canadian representa- 


nounces 


Toronto, 


tive of the company. 








This is William Bleiman who looks out| 
for the interests of the Rodale Mfg. Co. 
in Philadelphia as district sales manager. | 
He has celebrated his first anniversary | 
with the company. Who the young elec-| 
trician is was not reported, but he looks | 
as if he might be some relation to 
“Billy.” 





=< 4 
QUALITY 


'\\( TRANSFORMERS of MERIT for FIFTEEN YEARS /)/ 









~ 4) 


UCT. 





Transformers and Chokes 
for B-Battery Eliminators 
Audio Transformers 


Voltmeters 
A. C. Tube Step-Down 


Transformers 


DONGAN ELECTRIC MFG. CO. 
2993 Franklin Street, Detroit, Mich. 











Loud pleasing tone. Hand- 


State and 64th Sts. 





Vay Bay 
BURNS SPEAKERS 


Distinctive 
Adds to 


ment of any set. 


some material. 


design. enjoy- 


Horns—$22.50 to $30.00 
Units—$10.00 and $12.00 


Manufacturers 





CHICAGO 











NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 


SEND 
















Ta IES 
80th. Street ox East End Avenue, ‘ 
NEW YORK CITY502: > 

A Central Station © 
 fowkesting 
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Can this : be true?) 


TORK UPANDOWN BRACKETS 


A staple item—One item that meets the desires of more buyers. Can be trim- 
med in more ways than any other wall bracket. Runs into volume on re-orders. 


Any wall outlet-—An Upandown Bracket will fit any wall outlet-—old 
or new. Can be installed quickly in a finished manner. 


There’s nothing like them — Many Brackets are quickly imitated in 
cheaper materials, Upandown Brackets cannot be imitated. 


Convenience — The gracefully concealed more- convenient outlet is of 
great value in this age of electrical appliances. 


Untarnishable—Upandown Brackets are constructed of Bakelite by a 
new process. Cost less than any comparable lighting fixture. 


Simplicity—A well-known architect said that lighting fixtures should 
be either absolutely simple or else museum pieces; that most cases required 
simple treatment and that Tork Lights are ideal fittings of the highesr 
quality fc: this purpose. 


Get complete Price Book Sheet No. 26015 


TORK LIGHTS 


“For Years to Come” 


TORK COMPANY — 8 WEST 40TH STREET — NEW YORK 


‘I tun 
more than a million 
electric lights 


on and off regularly” 
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EVEREADY 


LABMLIGH TE 
& BATTERIES 























Always in the window 


SAYS John Fehl & Sons, Wausau, 
Wis.: “We sell all your products 
and can report since doing so we 
have more than doubled our sales. 
So far this: year the window of 
which the photograph was taken 
has always contained some Na- 
tional Carbon Company products. 
We are extremely well pleased 
with them.” 


Eveready Columbia Dry Bat- 
teries have been found by Fehl 
to be profitable. “Always in 
the window” tells the story. It 
certainly pays to see that deal- 
ers stock and display Eveready 
Columbia Dry Batteries. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, INC. 


New York San Francisco 
Atlanta Chicago Dallas Kansas City Pittsburgh 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


COLUMBIA 
Dry Batteries 


-they last longer 








A Cure for 


Sloppy 
Canopies 


* The ‘‘Red Spot” 
Switch Mounting 
supports switch 
on the pipe, not 
on the canopy. 
Saves time, wins 
customer’s good- 
will, adds profit. 

















“Red Spot’ 
Hangers give 
the Contrac- 
tor the largest 
NET profit on 
the finished 
job. It costs 
less to install 
them — that’s 
why. 


T COSTS more to hang a 


“cheap” fixture than to hang 


a “Red Spot.” Add this extra 


hanging expense to the price of 
the “cheap” fixture and you'll 
find that “Red Spots” cost less 
on the ceiling. 


New Data Sh 1300 Lists Time Saving 
. A Specialties 
ADE BY 


The F. W. Wakefield Brass Company 


Vermilion _- Ohio 





This New Wakefield Specialty Is 


GOING BIG 
Citar 


Jobbers who “‘took it on faith” are now 
re-ordering. That is the test of any piece of 
merchandise. Attachette 
has made good. 


This new Wakefield 
clamping bracket which 
attaches anywhere, any- 
way —fills that “long 
felt want’’ for a good- 
looking clamping light 
that goes anywhere, 
stays put, and looks as 
though it really belongs 
on the furniture’ to 
which it is attached. 


Order Display Assortments 


The attractive self-selling counter display 
unit, complete with 2 Attachettes in Old 
Ivory Finish and 2 in Rich Bronze Finish, 
“‘sets the dealer up” in the Attachette busi- 
ness on an investment of only $11.88. On 
these assortments our Jobbers get rapid re- 
orders—fast turn-over—and the same com- 
fortable margins you enjoy on all Wakefield 
“Red Spot” products. 














